





NATE Three Dollars a Year 


hae 


dware Age 


Founded 1855 





A Barrow packed in a carton. Proe 
tected from damage and dirt. i. 4 
stored, handled and delivered. ‘he 
complete Barrow is within the tray. 


>a Ik SCIENTIFICALLY designed wheelbarrow of greater 
i i strength and more attractiveness. Designed for hotne use 

LX it has the same capacity as other garden barrows. Its 
load is so balanced over the wheel, that with a 200 pound load, 
only 36 pounds comes on the handles. As suitable for operation 
by women, or even children, as it is by grown men. 


Equipped witha 
self-oiling wheel. 
Painted red 
and black and 
varnished. 
Weight S414, lbs. 
Size over all 
23 inches wide, 
50 inches long, 
24 inches high, 
You deliver it in 

the carton 
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IN THE MERRY MONTH OF MAY... comes one 
of the biggest silver selling weeks in all this year of 1928! 





G; — Just on the eve of the month of weddings... 
just when the wedding guests are beginning to 

( ( wonder and wander in the stores... bang! pai 

os Be along comes the biggest event of the Spring 


... Preces or 8 Werk! A big week last year... 


QHANNA siyER 
3 ave p and a bigger one this year! Write for win- 


witt BE THERE! 


Johanna, the colorful pirate 


beauty who won the hearts of 
z "5 ‘ < ~ oe ; 
il A 1e ic %s oma hoo , ind mats, etc . to help you get your share 


with her new and sated of the Pircrs or 8 Werk Sales... Write 
idea of “Pieces oF 8’ 


She will be on deck to help. today for plans 4 SO YOU needn't miss a sale. 


1847 ROGERS BROS- 


SILVER PLATE 


dow cards, signs, folders, newspaper electros 
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SUPERSTEEL 



















CATALOGUE 


Send for our cat- 
alogue of V & B 
Tools. It in- 
cludes: 
Axes 
Bits 
Braces 
Chisels 
Hammers 
Hooks 


VAUGHAN 


Forged Steel—Thin Bit 


HATCHETS. 


Sell on their looks and repeat 
on their splendid performance. 


Nail Sets 
Nippers 
Pincers 
Planes 
Pullers 
Punches 
Rivet Sets 
Scrapers 
Scutches 
Star Drills 
Tongs 
Etc., Etc. 


A quick-selling line 6f Hatchets! Carpenters, mechanics, farmers, 
householders—all users swear by them. 


Because our thin bit means easy-cutting—a bit that holds its edge 
because our special heat-treating and individual tempering proc- 
esses give the steel exactly the right hardness and strength. 


Forged from the Solid Bar 


Each hatchet is a solid supersteel drop forging—in one piece—and, there- 
fore, the same quality of steel throughout. No soft center. No trouble about 
sharpening ’way back. 


Long-lever CLAW has tremendous nished in all patterns—all standard 
pulling power, coupled with unsur- sizes and weights: 
passed resistance to breaking-stresses. 


Two-Toned Handle—selected second- Claw Car Builders 
yp Hickory fits the hand exactly. Broad Rig Builders 
ts taper, and swell, give it a firm, Floori 
comfortable hand-hold. > ma Sie comes 
. Half Box 
All Styles and Sizes Shingling Barreling 
V & B Supersteel Hatchets are fur- Lathing Produce 


Vaughan Vanadium Lathing Hatchet 


Only Lathing Hatchet on the market forged from the solid bar of Vanadium 
alloy steel. Every sale you make will bring fellow workers in to your store, 
from the same crew, as this Lather creates a sensation wherever it is used. 


VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 
Makers of Fine Toole 
24 Carroll Ave.~ ~ Chicago, WL UWS. 
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You'll always recognize 
General Wheelbarrows 
by their orange handles 


have wheelbarrows of 
their own, hut they're 
horrowing mine!" 





Y 





3140 E. 65th St., Cleveland, Ohio 





GENERAL WHEELBARROW COMPANY 


Send fall information about General “No. 100”, together 
with the name of the nearest Jobber who stocks it. 





HA 5-10-28 
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HAT’S the actual story of one home 

owner whose neighbors knew a better 
thing when they saw it. He has a General 
“No. 100”—the first one on his street. And 
even though his neighbors own wheelbarrows, 
they let their old heavy contraptions lie and 
go over and take away his. 


Americans hate to work with obsolete, 
clumsy tools. Here isa brand new replace- 
ment market for you. Probably not one 
home owner in five has a modern wheel- 
barrow. You can sell new wheelbarrows to 
the other four by showing them General 
“No. 100”. It’s balanced—it’s light— it’s 
strong — it’s good-looking — indispensable 
“all around the place.” 

And remember that every sale of General 
“No. 100” rings up a neat profit for you. 


This year, stage a drive on General “No. 100” 


Car) 


GENERAL WHEELBARROW COMPANY 
Wheelbarrows, Concrete ne Mortar Boxes, 
"sonpett, Salamanders 
3140 E. 65th Street Cleveland, Ohio 
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PIPE WRENCH 
ARMSTRONG ¢ 


6209 oo 
I CAGO,.U. 5. a. cia 








| ARMSTRONG 


All Steel 
PIPE WRENCH 
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Once Seen, They’re Half Sold 





Better PIPE TOOLS 


Workmen grasp at a glance the superiority oop ARMSTRONG BROS. Better 
Pipe Tools. They thrill at the feel of perfect balance that results from cor- 
rect design and accurate proportions. They appreciate the clean cut lines 
of the tools—their finish—the intrinsic strength of selected steels—the proof 
that pipe tools can in every way be fine tools. Each is an improved tool, im- 
proved in design and material. Each embodies the best features of its type, 
yet is free from the weaknesses which analytical 
study and exhaustive tests have exposed in other 
makes. 


Dealers’ Helps Furnished 


Armstrong Bros. Tool Co. helps its dealers. Con- 
tinuously for years it has pointed out to tool buy- 
ers the superior qualities of ARMSTRONG Tools 
thru its extensive national advertising. It sup- 
plies its dealers, without charge: permanent coun- 
ter displays, catalogs, and mailing pieces. All real 
business getters. 

For the dealer who will push ARMSTRONG 
Tools and ARMSTRONG Bros. Pipe Tools, there 
will be a steady and profitable repeat business. 





Write today for complete Catalog B-27, showing Tool Holders, Lathe Dogs, Clamps, 
Ratchet Drills, Drop Forged Wrenches, Stocks and Dies, Pipe Vises and Pipe Cutters. 


ARMSTRONG BROS. TOOL CO. 


“The Toolholder People” 
314 North Francisco Ave. Chicago, U. S. A. 
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Ways 


No “Frame” or 
Nut Housing. 


Nut is retained 

securely in 

place with Jaw 
removed. 


Heavy forged 
3 side lugs re- 

inforced by re- 
cessed nut. 


Ball and Sock- 
4 et Nut with 

extra large 
bearing Socket. 


Improved 
Spring Action. 


Handle is 
6 strongest at 

point of great- 
est strain. 


No Projections 
below line of 
Handle. 


It is self-clean- 
8 ing, cannot clog 


or “gum up.” 


R e placeable 
Lower Jaw. 
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HAY CARRIERS 


No. 493 Fork Carrier 





Built extra 
strong where 
strength is need- & y 
ed. Come back 
year after year 
ready to do their 
big job without 
delay or expense. 
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Also No. 494 for 
Wood Track 
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Also No. 1127 
for Wood 
Track 


Pulleys, Forks, Slings 


be the choice of- dealers 


hardware specialties. 


Established 1883 


Manufacturers of 


STAR 





ipment 


e J 
No. 687 Giant 
& Sling Carrier 
. : YG mh cAr 


“se > 
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It’sTime 
to Sell 
Hay Tools 


This season 
will be a big 
one for Hay- 
ing Tools 
and the 
dealers with 


\ 
\ 


\\ 
complete 
stocks from 


the Harvester 
Linewillprofit 
accordingly. 


and Everything 


Send for the 288-page book. 
Describes every practical help 
for making hay in the most mod- 
ern way. It shows why Harvester 
Carriers are the choice of farmers 
who investigate and why they should 


who want to 


make more money by serving their trade 
better. Also describes the complete Star 
Line of modern barn fittings and other 


HUNT-HELM-FERRIS & CO., Inc. 


Albany, N. Y. HARVARD, ILLINOIS’ San Francisco, Calif. 


& 
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We'll Send You Material for a 
Window Display on 
SUN-REDEDGE 


That Will Build Business and Increase Profits 


mreereiHE above photogragh shows the “punch” 
frets that alert,aggressive dealers can put into a 
campaign to sell Sun-Red Edge screen cloth 
through the medium of a window display. 
+ We'll send you FREE a real business 
builder —an attractive window trim in seven colors 
that really SELLS Sun-Red Edge. 
You'll want this window display material now. It’s 
timely because fly and misquito time is here. 


Ties-up With National Advertising 


It will also enable you to tie-up effectively with our 


striking advertisements in newspapers and magazines 
a & 












REYNOLDS 
WIRE CO. 





—advertisements that will create a steady and increas- 
ing demand for Sun-Red Edge. 

Dealers using this window trim will identify their 
stores as headquarters for the nationally advertised 
Sun-Red Edge screen cloth—the only self measured 
and quality identified electro-galvanized, black painted 
and bronze cloth. 

Each year sees Sun-Red Edge AluminA sales in- 
crease. Each year Sun-Red Edge more firmly estab- 
lished as the finest screening on the market. 

Let us start this window trim on its way to you. It 
will put a real “kick” into your Sun-Red Edge cam- 
paign. Fill in the coupon and mail it today—now. 


! 


DIXON 
ILLINOIS 
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AT K I N Ss. SIL LVER 


“THE FINEST ON EARTH” 





AVUOTzHAMSZ OZ—-BCHO-PNCZ>= ZzAnmooz 


BUILD FOR THE. “FUTURE 


E. C. ATKINS 


Atkins THE SILVER STEEL SAW PEOPLE 
Always —— INDIANAPOLIS. 
Ahead BRANCH 


ATLANTA MEMPHIS CHICAGO SAN FRANCISCO - MINNEAPOLIS SEATTLE —— 
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= SAWS 


— “A Perfect Saw for Every Purpose” 





P See 
a 


OAmMOrmar mI WE>N W2Z—z4>d MASS 





STOCK ATKINS PRODUCTS 


& COMPAN Y 


ESTABLISHED 1857 It Pays 
INDIANA, U. S.A. ST ae to Buy 
HOUSES: Atkins 


PARIS, FRANCE 


NEW ORLEANS — VANCOUVER, B. C. NEW_YORK CITY PORTLAND, ORE. 
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Rubbish Burners 


OUR chance to “clean up” at Spring cleaning time. 

Sell safe bonfires, and fire protection in burning rub- 
bish. Union All Purpose Baskets, made in three sizes, 
will show a high turnover at this season. 


Recommend them to keep old papers from accumulating 
around the home, to keep lawns clear of dead leaves and 
sticks, and to burn all household refuse. And it has a 
dozen other uses, as container for paper towels, soiled 
clothes, waste paper, park baskets, ete. 


Heavy steel wire welded at every joint. Galvanized wire, 
or green finish. Convenient patent top which locks tight 
or hangs outside. 


Dish Drainers 


RYING dishes by scalding and letting them 

drain dry is recommended by Good House- 
keeping Institutions and this method is fast being 
adopted by housewives. Every home needs a Union 
Dish Drainer. The bright retinned finish prevents 
rusting and makes them attractive. The wire is 
heavy steel, electric welded, with no sharp points 
to catch the dish cloth. Furnished with or without 
silverware baskets. 















Style WS-75A Is the Best Seller 


& ing Rack 
OU sell this Union No. 8 Rack to the housewife and complete her 
equipment for “cold pack” canning. It fits any ordinary No. 8 

or No. 9 wash boiler, and is easily lowered or raised from the hot 

water by long handles. Hooks in these handles loop over the edges 
of the boiler, holding the rack suspended for loading or unloading. 


When not in use rack can be collapsed and stored away in small space. 
Made of heavy wire, retinned to prevent rust. 


Union Wire Goods are standard household conveniences of the 
class women expect to find in good hardware stores. Priced to 
sell and profit. Refer to catalog 427 and write us for new prices. 





UNION 
STEEL PRODUCTS CO. 


Albion Michigan 


\K 
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| Pushed by a million of the 


most € 


N fact, more such users are 

pushing Genuine “‘ Philadel- 
phia’” Lawn Mowers than are 
behind all other high-grade 
makes combined. 


And because every Genuine 
‘Philadelphia’ pushes easily, 
cuts keenly, and lasts long, 
these users also ‘‘push” this 
make of mower to all their 
acquaintances who have grass 
to cut. 

It is this pushing by satisfied 






ting users 


owners, together with the pro- 
gressive improvement carried 
on by its makers for nearly 
sixty years, that keeps the 
Genuine ‘‘Philadelphia”’ the 
biggest selling high-grade lawn 
mower in the world. 


Fine Tool-Steel Knives and 
Oversize Bearings are two of 
their standard features today. 
Leading in popularity are mod- 
els: “Improved A’’; “‘K”’; and 
“*K. Roller Bearing”’. 


Philadelphia 






Lawn. 


Blades of Fine 
Tool Steel 







Write for Catalog No. 25 


Philadelphia Lawn Mower Co., Inc. ¢ Philadelphia, Pa. 
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FOR 


BIG JOBS 


These big tools have proved their 
worth through intimate connection 
with big jobs, ships, yards, bridges, 
docks, oil well derricks and rafts. 
They have stood the tests and strains 
that would put other metal and work- 
manship into the junk heap. -They 
are friends of big Jobbers and pur- 
chasing agents because they do what 
is expected of them and more. 


They are the big brothers of a 
family of tools that have a big repu- 
tation. 


No. 535—Machine Bit for heavy duty 
power machines. 


No. 235—Machine Bit 

No. 509—Ship car bit for ship and yard 
building 

No. 841—Solid Center Ship Auger 

No. 541—Ship Auger with Screw 

No. 542—Ship Auger—no screw 


No. 240—Nut Auger for heavy construc- 
tion—\4” to 5” Diameter 


No. 847—Derrick Auger for Oil Well der- 
ricks 


No. 846—Solid Center Rafting Auger 


No. 246—Rafting Auger for the Lumber 
Country. 


When you want Big Tools for Big 
Jobs ask your Jobber for Snell or 
write us direct. 


SNELL MANUFACTURING 
COMPANY 
Fiskdale, Mass. 


Sales Agents: John H. Graham & Co., Inc., 
113 Chambers Street, New York City 
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Needed In Every Store, 
Factory and Warehouse 


Where there is constant use for a tool there is 
always a steady sale for it. 


Consider the Nail Puller. 


Every case, box and crate 
must be opened before the 
goods can be unpacked. 


The nails must be 
PULLED. 





Time counts 


The CYCLOPS is the fastest 

vorking Nail Puller on the market 

and the handiest, easiest, strongest 
and safest. 


No springs to cause trouble. What is 
NOT there cannot go wrong. 


Our reputation backs every tool. . 


Your Jobber will supply you. If not, 
write to us and we will refer you to the 
nearest Jobber who will. 


(HARDWARE COMPANY 





This handle or pres- Torrington, Conn., VU. S. A. 
sure foot guides the 
jaws directly to the New York Office 151 Chambers Street 


nail and saves the 
hand from injury. Established 1854 Incorporated 1864 
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HE tire you can sell because its manufacturer for twelve 

years has distributed thru hardware channels and knows 
your problems, your competition, your difficulties, and has spe- 
cialized in producing precisely the tire that fits your merchandis- 
ing needs. The tire that requires the least servicing, that virtu- 
ally eliminates adjustment, and that builds business thru funda- 
mental and unvarying quality. If you’re not handling Columbia, 
you're missing business that is rightfully yours and that can and 
will be turned your way. Will you let Columbia tell you how? 


COLUMBIA 


THE COLUMBIA TIRE & BUBBE@ oe MANSFIELD, O 
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One of many signs that will 
sell tire chains all summer for 
McKay Dealers. Put them to 
work for your business. . . 


UNITED STATES CHAIN & FORGING COMPANY 
UNION TRUST BUILDING + + + PITTSBURGH, PA. 
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MCKAY TIRE CHAINS 
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SAMSON SPOT 
SASH CORD 


AMSON Spot Sash Cord is 
\J made of extra quality yarn 
spun in our own mills and is 
guaranteed to be free from im- 
perfections of braid or finish. It 
is the most durable material for 
hanging windows. It can be dis- 


tinguished by our trade-mark, 
the Colored Spots. 


We also make Phoenix Sash 
Cord, the best at a moderate 
price, and other brands, each 


the best of its kind. 


“There IS a Difference in Sash Cord” 
SAMSON CORDAGE WORKS / BOSTON / MASS. 
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BYACK;<BIRD 
CLOTHES”“LINE 


LACK BIRD Clothes Line We also makea variety of other 

is solid braided cotton; braided cotton clothes lines, in- 

pliable and easy to handle. It facing hard braided sash cord 

grips clothepins firmly with- , for use where the 

out splitting them. Clean \f supports are far 

throughout, does not stain apart. Send for 
clothes. Smooth glazed finish. samples. 


“There IS a Difference |= 
SAMSON CORDAGE WORKS Ja BOSTON / MASS. 
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The Worthington Plan— : 


One phase of it—only— 
Permanently Attractive Bill Boards— 





PHILLIPS HARDWARE CO. 


BROOKVILLE — FALLS CREEK — DU BO 
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The above illustrates one way in which the WORTHINGTON 
PLAN of Paint Merchandising builds up business for our dealers. 


A large number of the very progressive hardware men are find- 
ing our plan splendidly workable and now are making real profit 
on paint. 


There’s too much to it to explain it all here. If we’ve interested 


you this far, drop us a post card and we will give you all the details. 


THE GEO. WORTHINGTON CO. 


CLEVELAND Established 1829 OHIO 


Des hce, eageheei os 


A’ Full Line of Peninsular Paints, Rogers Lacquers, Linseed Oil, Turpentine, etc. . 
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MAKING 
MORE 
SALES 


WITH 


Green is most popular and 
1s one of the four shades avail 
able. The illustration is of 
the 12-cup size. 


color. 


Smallest Percolator illustrat- 
ed below is 4-cup capacity in 
Holland Red. All above sizes 
available, in all colors illus- 


trated. 









Illustration to left is of 8-cup 
size in beautiful deep canary 




























Six cup capacity in the bril- 
liant blue, illustrated below. 


Entire Contents 
COPYRIGHTED 
F.E.&S.Co. 1928 








Nalready popular sales stimulator dressed in the new and much wanted 
colors becomes even more popular.Kolorware Percolators fit into the 
latest idea of color in the kitchen. 


The new 1928 design is made with wide bottom swedge to speed up boiling 
and at the same time to fit any range. They're porcelain enamel steel easy 
to clean as china—handles cannot be broken off, burn off or worn off. 


The National Coffee Roasters Association, recommending porcelain as a 
most suitable utensil for preparing coffee, say “The coffee infusion should 
not come in contact with metals."’ That is why Kolorware Percolators are 
enameled inside as well as outside and have enamel inserts. Coffee prepared 
in them is entirely free from a bitter, metallic, disagreeable taste. 

An aisle display of Kolorware Percolators will result in more sales. A 
window display attracts attention and brings people in to buy. Simply 
unmatchable as a feature for special sale—gives a new stimulus to 
business. An attractive stand built especially for counter or window 
display is furnished free. 

Kolorware Percolators are popular priced; for example a regular $2.50 
value such as the eight cup Percolator can be sold at retail at $1.29 to net 
over 40% profit. 

Order direct from your jobber or his salesman 
write us direct. 


If they cannot supply you 


Federal Enameling & Stamping Co. 


Manufacturers 


PITTSBURGH, PENNSYLVANIA 
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MAKES THE KITCHEN MORE BEAUTIFUL 
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Screen Doors, 
Window Screens, 
Combination Screen 
and Storm Doors 

and 


Cloth Window Ventilators 


For more than twenty-five years the 


Continental All Metal 
Extension Window Screen 


Continental Screen Company have built 
up a world-wide reputation and demand 
for Quality Screen Doors, Window 
Screens and Cloth Window Ventilators. 


They have builte QUALITY into every 
product. They have backed up this 
quality with a SERVICE that helps 


jobbers and dealers in a practical way. 





Wood Frame or Metal Frame 
Cloth Window Ventilators of Quality 





Shipments are sure and prompt 


Large stocks are always instantly avail- 
able. 


located are ready to serye you—the com- 


Seven large plants strategically 


plete line of Continental products can be 








had from one source of supply. 








QUALITY SERVICE 
PROMPT SHIPMENT 


More than 400 jobbers handle the 


Continental line. 


Your Jobber will supply you. 


CONTINENTAL SCREEN CO. 
iN Wine Detroit, Michigan 


ves Fuel 


ws 
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435—Well Paint Brush. Long Black 
China Bristle, heavily filled and vulcan- 
ized in hard rubber—nickeled ferrules. 
Sizes 3” to 5” widths. 


OSBORN PAINT 
AND VARNISH 
BRUSHES 


Every attribute that painters look for is 
embodied in the Osborn line of Paint and 
Varnish Brushes. 


Osborn’s manufacturing policy centers 
around a constant effort to impart 
unusual qualities of utility and long wear 
at the lowest commensurate price. There 
is a type and size for every purpose— 
each specially designed and built for the 
job. 

Master painters know that the name 
Osborn has been identified with quality 
brushes for more than thirty years—a 
tradition of goodness, honestly won, and 
honestly maintained. 


THE OSBORN MANUFACTURING LOMPANY 


5401 Hamilton Ave. Cleveland, Ohio 
Branch Offices 
New York Detroit Chicago 
San Francisco Los Angeles 





eo 
A BETTER WEARING 














BRUSH FOR EVERY USE 








444 — Flat Varnish 
Brush. Black China 
Bristle, vulcanized in 
hard rubber—chiseled. 
Tin ferrules. A handy 
brush for general use. 
Sizes 1” to 4” widths. 






401 — Flat Varnish 
Brush, Black China 
Bristle, vulcanized in 
hard rubber, triple 
thick, chiseled. Nick- 
eled ferrules — cherry 
handles. A popular 
high-grade brush. 


441 —Oval Paint or 
Varnish Brush. Black 
China Bristle, vulcan- 
ized in hard rubber— 
chiseled. Nickeled fer- 
rules. Sizes 1%” to 


2%” diameter. 


456—Oval Sash Tool, 
Black China Bristle, 
chiseled, vulcanized 
in hard rubber, seam- 
less nickeled ferrules, 
polished handles. Sizes 
¥%”" to 144” wide. 
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He will tell you why 
every Hardware con- 
cern should sell a 


line of TIRES +++; 


MR. MAHONEY: 


“This will not be a funny story, but 
it will be an interesting story — 


“I will tell you first some of the con- 
siderations thatcaused us to startselling 
Mansfield Tires, and then how the first 
year’s results justified our decision. 


“A general average showed that 60 % 
of the trade of most hardware 
stores are tire users. This gave 
us a market. Then, we took 
into consideration the 
























Introducing Mr. Mahoney, 
of Haverhill, Mass. 


cAn enthusiastic Mansfield dealer 


great number of items we had to carry 
even though the profit was small, and 
the turnover slow. We realized that a 
good line of tires would not only give 
a large unit-profit, but would have 
a quick turnover if we chose the 
right brand. 


“We decided that we could make no 
better choice than Mansfields, which 
for sixteen years had been sold ex- 
clusively through hardware whole- 
salers, and which we knew were being 
found highly profitable by many other 
hardware dealers. So, we started 
selling Mansfields! 


“Our first year has just closed and 
already Mansfield Tires are one of the 
most important lines in the store. 
They have been profitable in dollars, 
profitable in the friends they made 
for us. The extra quality that Mans- 
field builds into their tires has made 
money for us. 


“I would recommend that every hard- 
ware dealer look into the Mansfield 
proposition.” 

Mr.,Mahoney has told you his experi- 
ence with Mansfields. We have no 
huge selling forces, costly branches, 
or expensive warehouses to charge to 
manufacturing. The leading hardware 
wholesalers of the country do our sell- 
ing for us. Result: we can make a better 
tire for you to sell, at ordinary prices. 


Profit from this talk by Mr. Mahoney. 
Write today for information. 


~. THE MANSFIELD TIRE & 
RUBBER COMPANY 
Mansfield, Ohio 
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* PLANER AND SHAPER GAUGE 
No. 625 








* STAINLESS 
STEEL RULE 
No. 350 

















Illustration about % actual size 


* * THICKNESS 
= UGE 
Bed No. 648 
3 

a < ~ Bes m ©) 

% Shown above is the new Improved Combination Bevel No. 502 = 

83 with blades that can be set at any angle. pore ame 

re ‘ $ . ” 

2 The posts give a clearance for straddling pro ions = to % 

; i Lines may be scribed or drawn the full length of blades * DIE MAKERS’ 
a and unobstructed vision is obtained at any setting. SQUARE 

5 No. 552 
4 


Easily 


Any Angle-- (iii, 
The New No. 502 


for Mechanics — Draughtsmen 











fF Patternmakers — Toolmakers 
Adding a new BROWN & SHARPE tool means providing courene 
new and better methods in mechanical work. Improved Com- SPRING CALIPERS \\ 


bination Bevel No. 502 simplifies the operations of laying out 





3 and transferring angles. 

: Special clamp nuts permit a uniform tension that holds blades y y) 

4 firmly in any position—or they can be clamped securely if fp 

Z desired. Unobstructed view of blades at any setting is an- . = 

i other feature of this new tool. eS 
Have this new bevel ready to show to your customers. You 


will find many of them who are waiting to see it. 
We protect the retail dealer by adher- 


ing strictly to catalog prices and terms. 
Dept. H. A., Brown & Sharpe Mfg. Co., 


Providence, R. I., U. S. A. 
[BS * ADJUSTABLE SQUARE 
No. 554 
ILS 


T * A description of this tool appears in 


Catalog No. 30 
[BS WORLD’S STANDARD OF ACCURACY 









_ 



























HARDWARE AGE for May 3, 1928 





Wi p SNF 


Hpbi! 


iv Pe ) 
' ] Vt 
ee UU eeu A 
sy \ | t Hy 


AND PRODUCTS 


ROPERATY PROTECTION PAYS 
aera. Por ee They look for the 


altel imaa 14: MPANY — “Red Tag,” the mark 
Che ENCE COMPAN \ of Gucliey 


WAUKE AN LLINO!IS 


LAWN FENCE IS A SPECIALTY 
—AND HOME OWNERS KNOW IT! 


THE COUNTRY OVER, THEY LOOK FOR THE “RED 
TAG” AS THE MARK OF FENCE SPECIALISTS 


sell. Prospects are already sold on the 


Home owners don’t take chances when ‘lied Tas” taluce Geer ennee wate sem. 


buying lawn fence—the factors involved 





are too important. They That’s why Cyclone sales 
know that properly selected represent the greatest poss- Fe 
fence means increased prop- ible profit. e 


erty value, landscape har- 
mony, safety for their chil- 
dren, protection for shrubs 
and flowers—a permanent 
investment. That’s why the 
look for the ‘Red Tag.” 
They know that it’s th 
brand of manufacturers who 
make nothing but fence—the 


Cyclone fence sales are not 
limited to small homeowners. 
People with plenty of money 
to sperfd prefer Cyclone 
‘“‘Complete’”’ Fence. Get this 
business. Send in measure- 
ments to nearest Cyclone 
offices and get estimate for 


nk san RRS Tee IES 














1 t so eng A “Complete Fence’’— with F 
a a oo . heavy tubular steel frame- 
cern in the world. x : 
Basket work and malleable fittings. 

This nationwide preference A high-grade trash basket and Picket type or chain link 

d fid h be rubbish consumer. Baked fabric. Furnished galvan- § 
— blish, ed - pel i green enamel finish.) We aise _ ized or painted green. : 
established for years, making = Senos oe end 

yclone the easiest fence to get the big volume business. Write for catalog. 


CYCLONE FENCE COMPANY 
Main Offices: Waukegan, III. 


Works and Offices: North Chicago, Ill., Cleveland, Ohio, Newark, N. J., Fort Worth, Texas. 
Pacific Coast Distributors: Standard Fence Co., Oakland, Calif.. Northwest Fence & Wire Works, Portland, Oregon. - 
Direct Factory Branches in All Principal Cities 


(yclone 


eae Fence .°Gates 
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Lead In —_ se 


«a HE admitted superiority of F. & N. Lawn Mowers 
_< in design, construction, finish and ease of opera- 
at LO tion through the past fifty years has done much to 


‘aa enable F. & N. dealers to lead in sales consistently 
year after year. And a number of recognized exclu- 
sive features make this leadership secure, and in a 
class all its own. 


Self-Adjusting Bearings! 


Foremost among these exclusive advantages is the 
famous F. & N. Self-Adjusting Device with the patented 
controlling steel sleeve. This keeps the ball-bearings auto- 
matically in just the proper adjustment throughout the life 
of the mowers. It absolutely eliminates bothersome, diffi- 
cult set-screws adjustments. And no dissatisfaction re- 
sults from adjustments improperly made or neglected. 
This device is obtainable only in genuine F. & N. Lawn 
Mowers because it is patented. 


















,. 


Ask Your Jobber or Write Us. 


he F.&N, LAWN MOWER Co. 


@ RICHMOND, IND. U.S.A. 


The genuine F. & N. Self-Adjusting 
Device is enclosed in a dust-proof 
steel case. Therefore, beware of 
mowers of similar appearance but 
with the PATENTED CONTROL- 
LING STEEL SLEEVE omitted. 
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MYERS 


DEEP WELL 


Water Systems 


Rapid progress in the adoption of water 
systems throughout the entire country 
relegates the period of hesitation and un- 
certainty to the realms of the past. The 
time for dependable equipment is here. And 
with its coming the opportunity for greater 
water system business is apparent on every 
hand. 


Where wells or cisterns are deep—be- 
yond the depth of ordinary suction or 
shallow well pumps—Myers Self-Oiling 
Deep Well Water Systems step to the front 
and offer dependable service on a very 
economical basis. 


Compact, sturdy and long lived—simple 
to install and economical to maintain—self- 
lubricating and automatically controlled— 
they provide a standard of running water 
facilities now regarded by many to be the 
best obtainable at any price. 



































Sy a 


















Not one or two styles but a number of styles to 
choose from—some with tanks—some without—but 
all are of the same quality—Myers built and guar- 
anteed by Myers, the pump builders of over half 
a century with the established reputation of setting 
the standard for pump quality the world over. 


Never in the history of the water system movement have 
Myers Water Systems offered so much to dealers and their 
customers as they do today. Write or wire. 


THe F.E,AMYERS & BRO.¢e: 
ASHLANBDB, OHIO. 
Wheufacturers EMS-HAY end GRAIE Of MYERS HONOR-BILT PUMPS for Every Purpose. 


RAIN UNLOADING TOOLS - BARN,FACTORY end 
HANGERS: STORE LADDERS, Etc. 
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How our 
concentration 
plan can help you 


The Clayton & Lambert Line of blow- 
torches, as you probably know, is a very com- 
plete one. It includes torches of very wanted 
size and capability. We make them because 
Clayton & Lambert blow-torches have made 
such a fine record for performance that men 
in a great number of industries want them— 
prefer them. 


Nevertheless, two torches in this line will meet 
almost any requirement your customer might have. 
They are the Numbers 158 and 32. We are con- 
centrating our advertising to your customers on 
these two torches, and we believe you will find it 
profitable to concentrate your selling effort on them. 


Number 158 is a very fine blow-torch at a low 
price. If it weren’t a really good blow-torch we 
wouldn’t sell it. The explanation of the low price 
is the volume of our sales, which permits the 
economies of mass production. 
There’s the blow-torch for your 


-oQOTECT/9, | 
amateur customers—the ones who ~ 2% % 


CLAYTON 
& 
LAMBERT 


MANUFACTURING CO. 


Detroit, MICHIGAN 









C&L 


This blow-torch is especially made and priced for the man who 
likes to do odd jobs around the house, or to tinker with mechan- 
ical things. It will last a lifetime if it is not abused. The usual 
retail price is about five dollars. Most hardware, electrical and 
automobile accessory stores have it—or can get it for you 
quickly. 
Look for the red handle. 





tinker and fix things either to save money or be- 
cause they make a hobby of it. 

Number 32 is, in our opinion (which is pretty 
generally confirmed by the trade and by users), 
the finest blow-torch ever made. It is intended 
for the man who uses a blow-torch in his daily 
work, gives it hard use, and depends on it for his 
living. Of course, the price is higher than the 
158. But it’s well worth the higher price to the 
—— needs a really excellent and durable 
torch. 


By concentrating your sales on these two 
numbers you can reduce your inventory, stimu- 
late a more rapid stock-turn, and thereby in- 
crease your profits on blow-torch sales. When 
you get a call for a different type of blow-torch, 
we'll see you’re supplied quickly by your jobber. 


C&L 32 


This is one of the most popu- 
lar blow-torches we have ever 
made. It is more expensive 
than the 158 because it is 
made for much harder use. It 
is designed for the man who 
uses a blow-torch in his daily 
business and demands not 
only excellent performance 
but rugged ability to stand 
rough handling. 32 contains 
the most advanced, patented 
C & L blow-torch improve- 
ments. It also has a red 
handle. 
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40% Profit In This Hardware Line! 





yi ened ei ——_s 
Quickly opens yellow stains 
stopped drains instantly 


coraaling 





household uses wood-work cleaner 


RESTO Sanitary Products, those 10 

new household cleaning compounds, 
is one of the most profitable lines in 
the hardware field today. 


Instead of the usual 25 % made on similar 
competing items, Presto averages 40%. 
Can you afford to pass up 15%? 


Presto sells to women. They read in our 
advertising that their hardware store 
sells Presto. That brings women into 
your store that ordinarily do not visit 
hardware stores. They buy Presto and 
the quality brings them back. Many buy 
other items at the same time. Is this 
woman patronage profitable to you? 











Won't scratch 


the finest 


surface 


Removes 





Cuts window 
A thousand World’s best Also excellent 


fire 


Presto, selling as it does through hard- 
ware channels, offers a profit protection 
to you. It protects from chain and grocery 
store cut-price competition. The trade 
you build is yours. Do manufacturers of 
similar items give you this protection? 


And to further increase your profits, 
window displays, samples and sales litera- 
ture are available. National and local 
Presto advertising does its part. 


Now is your chance to build up a fast 
moving, profitable business on Presto. 
Write and get complete details on this 
line. Your jobber has the line or can 
get it for you. Prices on request. 


THE CHAMBERLAIN — CHEMICAL COMPANY 


1105 West 11th Street 


Sold through the Hardware Trade 


Cleveland, Ohio 
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FRAMED in woodwork em- 
bellished with Vitralite, she Long- 
Life Enamel,even ordinary rooms 
and furnishings achieve beauty. 
In the finest homesand the great- 
est buildings, where fin 





with which Vitralite is applied, 
results in the saving of labor costs. 
Its great hiding power and 
spreading capacity require less 
material for a given job. 

So durable is its long-oil film 
of protection that Vitralite is 
guaranteed for three years 


PRATT & LAMBERT 





te 
“_," ret { how fittingly the position is wor 
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Copyright 1928, P&L 


eat 


Frame 


itralite 


ce to the outsta 
‘story 1 


FREE SAMPLE PANEL 
showing the rare beauty of Vitralite, will be 
sent you on request. Color cardandnamesof 
dealers in your vi 


















f Vitralite, 
nding merits ie the public 


. presented 


justi 
rto do} ore : nvestigating- 









men O 


P&L Dealer Pro 


Ts everywhere. 
Pratt & Lambert-Inc., 114 Tonawanda 


St., Buffalo, N.Y. Canadian address, 20 
Courtwright Street, Bridgeburg, Ontario. 













rs, painters and home 
owners it has attained the dis- 
tinction of being the enamel with 
which others are compared. 
Vitralite is available not only 
in the White but also in Ivory, 
Cream, Pearl Gray and Putty 
Gray, all in Gloss and Eggshell 
finish; Chinese Blue and Leaf 


Green in Gloss only. 


VARNISH PRODUCTS 





FOR YOUR AUTOMOBILE 
When your motor car needs refinishing, ask 
your automobile painter to use Vitralite 
Automobile Enamel — the quick, modern 
and durable finish, It remains elastic and 


adheres to the metal, defying sun, rain, 
snow, sleet and mud. 
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Of Service 


The Zinc provides the neces- 


Customers have written us that WICKWIRE BRONZE Wire 


Cloth is still good after 24 years of service. 
This unusual service is the best proof of satisfactory wearing 


quality. WICKWIRE BRONZE is made from a special alloy 


of 90% Copper and 10% Zinc. 
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sary tensile strength, as well as the ability to resist corrosion, 


which rapidly ruins pure copper. 


ire Cloth 


Bronze Screen W 


is not affected by salt air, acids or gases. 


Roll 


It never rusts. 


after roll has withstood the severest climatic conditions. 


It comes in 14, 16 and 
100 lineal feet to the 


WICKWIRE BROTHERS BRONZE Screen Wire Cloth is 
18 Mesh, in even inch widths 18” to 48”. 


always made from Full Gauge Wire. 


roll. You cannot sell a more satisfactory wire cloth. 


e 


Our Other Brands of Screen Cloth 


4 


Cortland Black Enameled 


Cortland Gray-wick 
White Metal Finish 


Wickwire Premier 


Your jobber will supply you 
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HE Yale Line of Stock Builders’ 

Hardware comprises an assortment 
sufficiently varied and complete to meet 
the requirements of dealers who desire 
to serve their customers with fine qual- 
ity hardware at a reasonable price. 
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Hardware Dealers will find it advan- 
tageous to stock, display and sell the 
Yale Line, for it better serves the needs 
of the consumer and affords a satis- 
factory margin of profit. It is also well 
to bear in mind that— 








The Name YALE Helps Make the Sale 


THE YALE & TOWNE MFG. CO. 
Stamford, Conn., U.S. A. | 


Canadian Branch at St. Catharines, Ontario 
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Padlocks, Auxiliary Rim Locks, Builders’ Locks and Trim, Cabinet 
Locks, Trunk Locks, Door Closers, Bank Locks, Prison Locks 








YALE MARKED IS YALE MADE 
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Gus Set for a Greater Demand than Ever 
ORDER NOW— 


™ Carborundum 
“57 File— 


Orper your stock of 
Carborundum No. 57 
Files now—from your 
jobber or direct. 

National Advertising . 
in leading farm papers 
is helping to put this 
handiest of all abrasive 
tools in the hands of 
thousands of farmers 
and gardeners—and of 
course you want to share 
in the sales results. 
Order a dozen or 
two—and later 
on you will be 
back for more. 
The No. 57 File retails 
for $1.00 and it certainly 
moves. | 

And while you are at 
it make sure of your sup- 
ply of Aloxite Scythe 
Stones. 


ORDER NOW! 






























THE CARBORUNDUM COMPANY, NIAGARA FALLS, N. Y. 
CANADIAN CARBORUNDUM Co., Ltp., NiaGARA Fats, Ont. 
Sales Offices and Warehouses in New York, Chicago, Boston, ‘Philadelphia, Cleveland, Detroit, Cincinnati, 
b, Grand Rapids, M Milweckes 
The Carborundum Co., Ltd., Manchester, England dam Werke, Du: 


ALOXITE SCYTHE STONES 
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SIX SALES P 
. that will 
sell more 










Large, comfortable eyes 
make cutting easier and 
give a better grip. 


Smooth, bevelled shoulders. 
Metal being cut slides back 
over them without kinking. 








Gelling points are profit points for the dealer. 
And the new Crescent Snips are chuck full of 
them! 






Notice the six important features illustrated. 
Know that these Snips have been tested in 
actual service for more than a year,—that they 


give better service and hold their edge longer. 












Snip cuts along entire 
edge, and can be opened 
with one hand en 
te allow — k 

of cutting edge to 
used. 


Flush Bolt. Out of the way 
tal 


Witness that they bear the Crescent name and a 
carry a guarantee of satisfaction or money 
back. 


And check these prices. The 10-inch, 2/4" 
cut, sells for $1.00; the 12-inch, 3" cut for 
$1.25. Eight sizes in all, proportionately 
priced, ranging from 7 to 14 inches. Ask 
your jobber. 


Blades hardened all the way CRESCENT TOOL CO. Handles Soiied 2a 


through. Repeated grinding 





is possible without taking ‘ ished. Each Snip i ked 

away the hard cutting edge. 204 Harrison Street. Jamestown, N.Y. in an individual box with a 
novel display easel in the 
cover. 


CRESCENT ifemenway TOOL 


{Made under the supervision of and guaranteed by the originators of the Crescent"Wrench 
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ITHIN the present territory of every Grocer and Hard- 
ware Merchant in the United States lies a new, steady, 
profitable market which we can help you serve and sell. 


The demand for C. C. S. and Home Use BOTTLE CAPS 
will place them among your staples. The market is there. Sur- 
veys have shown that every fourth home is a present or prospec- 
tive user of bottle caps. 


In the experience of hundreds and thousands of dealers, C. C. S. 
and Home Use BOTTLE CAPS meet this growing demand 
more satisfactorily than any other kind. This is proven by the 
steady repeat patronage of home beverage makers who have 
learned that these bottle caps, manufactured by the originators 
of bottle caps on the same sound principles that have made the 
“Crown Cork” world famous, are always easy to use, uniform, 
sanitary, clean, perfect. 


No wonder that the repeat business is so great and so steady. 
And your real profits lie in steady repeat business. Let us help 
you serve this wonderful new market with its assurance of 
profitable trade. 


Add C. C. S. and Home Use BOTTLE CAPS 
3 to your stock of fast moving staples. They 1 
sell and return you an unusually attractive 


profit. 


CROWN CORK & SEAL CO. 


Original Manufacturers 


BALTIMORE, MARYLAND 


Send Coupon for Special Proposition 


CROWN CORK & SEAL CO., BALTIMORE, MD. 


Gentlemen—Mail me special proposition, samples and prices on C. C. S. Home ! 
Use Bottle Caps. 
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ANew Steady, 








HERE ARE ITS 
SALES FEATURES 


C. C. S. Bottle Caps are made 
by the company that originated 
them. 





Every cap uniform and perfect 
—means repeat business. 





Every cap clean and sanitary— 
means perfect satisfaction to 
your customers. 





Packaged in convenient, attrac- 
tive cartons, easy to handle— 
easy to sell. 


A profitable line for the neigh- 
borhood grocer or hardware 


store. 


Small stock and quick turnover. 
Backed by the service and the 
reputation of a world wide 
organization. 
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Sargent cylinder and sub-cylinder 
padlocks should bring a substantial increase 


in your hardware profits . . . 








Sargent cylinder padlocks with 
self-locking, double-locking 
spring shackles, extra strong 
and heavy. Cast bronze case, 
highly polished. Impervious to 
hammering or chiseling. 114” 
size with 4 pin tumblers; 134” 
and 2” sizes with 5 pin tum- 
blers, practically unlimited 
changes, with or without 
chains, Two nickel silver keys. 
Keyhole cover and master- 
keyed to order. Page 515 of 
catalog. 3 








Sargent cylinder padlocks for 
automobiles and motorcycles. 
Extra strong and heavy with 
self-locking, double-locking 
spring, elongated shackle. 
Shackle openings 34”x7%” to 
344"x214". 114” size with 4 pin 
tumblers, practically unlimited 
changes. Two nickel silver 
keys. With or without keyhole 
covers. Master-keyed to order, 
Page 516 of catalog. 


WHERE can your customers use 
padlocks to advantage? Such places, 
like the number of changes in the 
tumbler variations of Sargent cylin- 
der locks, are practically unlimited. 
On doors, windows, cellar openings, 
automobiles, motorcycles, chests of 
valuables, trunks, warehouses, out- 
buildings of any sort—on any prop- 
erty that must be left in the open, 
prey to the casual thief. 

Sargent cylinder and sub-cylinder 
padlocks give you a selection of stock 
from which a choice can be made to 
suit any purpose and any pocket- 
book, to sell any customer. All of 
these locks are well made, carefully 
manufactured to the Sargent stand- 
ard of exact, faithful preciseness of 
material and workmanship. The same 
excellence that is nationally recog- 
nized in Sargent hardware for homes 
and buildings, and in Sargent tools 
for master craftsmen, is an integral 
part of these fine lines of secure and 
durable padlocks. 








Sargent cylinder padlocks, 
similar to those shown at top 
of first column, but with heavy 
cast bronze case, imperial fin- 
ish. 114”, 134” and 2” sizes 
with bronze and carbo-tem- 
pered steel shackles. With or 
without chains and keyhole 
covers. Master-keyed to order. 
Page 517 of catalog. 











Sargent sub-cylinder locks with self-lock- 
ing spring shackles, cast bronze cases 
highly polished. Oval or circlet shackles, 
with or without 8” chain attached. 8 sizes, 
1” to 3”, 48 to 144 standard changes, more 
to order. The 134” to 3” sizes can be fur- 
nished master-keyed. Page 519 of catalog. 











This padlock is designed par- 
ticularly for use on automo- 
biles, or wherever there is 
danger of scratching the ob- 
ject locked. A stout rubber 
covering that cannot come off, 
insures against marring enam- 
eled or painted parts. It is 
secure, but the security is not 
as high as cylinder or sub- 
cylinder lines. Made in two 
sizes, No. 719, 154”, and No. 
729, 2”. 
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Aochs&> Worduare 


SARGENT & COMPANY, Hardware Manu- 
facturers, New Haven, Connecticut 


New York: 94 Centre Street 
Chicago: 150 North Wacker Drive (at Randolph) 
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FOR YOUR CONVENIENCE 














OU need never suffer a stock 
y shortage of Scovill Cap Screws. 
You need never disappoint a customer and lose a repeat 

order by attempting to sell him a cap screw that does not 
quite satisfy. The large stock kept on hand in the Waterbury and 
Chicago warehouses protects you. A satisfactory product in every way 
—dependably strong, easy to work with, bright and clean—Scovill Cap 
Screws are designed to help cut down your customers’ assembly costs. 
The finished screws are carefully inspected for appearance, gauge, accu- 
racy and strength before being packed in the sturdy, clearly labeled 


cartons. 














Scovill means SERVICE to all who require parts or finished products 

of metal. Great factories equipped with the last word in laboratories, 

and modern machinery manned by skilled workmen, are at your disposal. 
’Phone the nearest Scovill office. 


SCOVILL 


MANUFACTURING COMPANY .- - Waterbury, Connecticut 



































NEW YORK — CHICAGO — BOSTON — SAN FRANCISCO 
DETROIT — PHILADELPHIA — LOS ANGELES — ATLANTA 
PROVIDENCE — CLEVELAND — CINCINNATI 


IN EUROPE —THE HAGUE, HOLLAND 
Member, Copper and Brass Research Association 














The Only Shovel that is 
llationally Advertised 


EDGE 


SHOVELS 







two-page advertisement 
eaturing Red Edge to the 
people who buy shovels in 
your city. This advertise- 

ent appears in The Satur- 
ay Evening Post—May 5th 
ssue. 
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If one make of Shovel is nationally advertised and another is not —which will it 
pay you to carry? If one make of shovel outlasts two or three of the other 
make—which will your customers tie to ? 


Red Edge is the only shovel that is nationally advertised. It consistently gives 
twice to three times the wear of the ordinary shovel. 





Let’s Talk ‘‘Without Gloves’’ 


We take it you would rather sell two shovels and 
make a 50 cent profit on each, than one shovel at 
a 25 cent profit. 


We assume that you would rather sell a shovel to 
Mr. Jones this year and have him return for an- 
other shovel next year, than to sell him one shovel 
this year and let him buy his next shovel some- 
where else. 


In other words, we suppose you believe in volume 
demand, a good profit and steadily increasing re- 
peat sales. 


With Red Edge you can have those things. 


It is the one shovel, known by name and reputation 


No. 161 : : 
oak: to thousands of shovel purchasers in your city. 


esry We have always been able to command a higher 
price for Red Edge, because it lasts a lot longer and 
makes work a lot easier than the ordinary shovel. 


No. 31 


niniaiedits The more Red Edges we sell, the more we can 


sell. A Red Edge Shovel in a user’s hand is the 


best advertisement we can ask for. 


The same thing applies to the retail hardware man. 
He can sell more shovels at a better price by be- 


coming known as the local “Red Edge Man.” We 
know, because there are a lot of progressive re- 
tailers doing that little thing at the present writing. 
If you know another shovel that has half the trade- 
mark and goodwill value of Red Edge—all right. 


If you don’t, let us hear from you. We have fine 
jobbers,’ well located ahd well stocked. 


WYOMING 


RED EDGE 


SHOVELS 


No. 151 We Spent 50 Years Learning 


al P: 
Banca ae to Make One Grade of Shovel 


Furnace 


Scoop 


Made by The WYOMING SHOVEL WORKS, Wyoming, Pa. 
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“POPULAR SCIENCE 
makes customers for 
me,’ says Bart Sloane, 
6641 Germantown Ave., 
Philadelphia. ‘‘Its read- 
ers are steadyaand liberal 
buyers of 
paints and builders’ 
hardware.” 


tools, 


n the Hardware Dealer’s Cash Register 


Popular Science Readers 
put $19,942,000 a year 


F all your customers were as 

big buyers as POPULAR SCIENCE 
readers, your business would be 
many times its present size. 

For the average Popular Science 
customer spends $32.20 a year for 
tools; another $32 or more for 
paint and builders’ hardware— 
and there are 310,637 of them! A 
total of $19,942,895. 


Their hobbies are their homes 
and shops. They read ““The Home 
Workshop" department in the 
magazine every month, and enjoy 
making the things described in it. 
They use Popular Science blue- 
prints, 73,036 of them in a year. 


They are]particular 
Typical readers have told what 


They want the best brands—the 
standard, high-grade makes such 
as are advertised in Popular Sci- 
ence and used by experts. No low- 
grade tools, cheap paint or second- 
grade hardware for them! 

Because they are mechanically 
inclined, their advice is sought by 
their friends. They tell others 
what brands of supplies and tools 
to buy, and how to do the job. 


They are “key men” 

They're not just men 
—these alert readers of 
Popular Science. They 
are “key men” for the 
hardware store: the kind 
whose trade means 
something. 

The manufacturer who 
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they buy and why they buy it. advertises to more than § MONTHLY, 242 
They buy liberally, and fre- 300,000 of these inter- Maeeeemeeety §=6Fourth Avenue, New 
quently, but they buy carefully. ested men—ready-made York. 
Because ri ed Science Readers are the hardware stores’|best customers, these manu- 
facturers advertise in Popular Science Monthly to helpjyou get these readers’ business. 
Yale & Towne Mfg. Co..... Stamford, Conn. Rutland Fire Clay Co., Patching Plaster Clemson Bros., In Middlet 
Brown & Sharpe Mfg. Co. .Providence, R. I. and No-tar-in Roof Coating. . Rutland, Vt. The Salar Gunpeay EN, : Wauseon, wis, 
H. Gerstner & Sons.......... Dayton, Ohio Addison Leslie Co., Plastic Wood, Smooth-On Mfg. Co...... Jersey City, N. J. 
Goodell Pratt Co......... Greenfield, Mass. Canton, Mass. The Stanley Works...... New Britain, Conn. 
E. C. Atkins & Co., Inc... . Indianapolis, Ind. Waco Tool Works.........Chicago, Illinois J. H. Williams & Co......... Buffalo, N. Y. 
Boston Varnish Co. (Kyanize) Boston, Mass. Nicholson File Company...Providence, R. I. Bemis & Call Co......... Springfield, Mass. 
fe eee rere Toledo, Ohio Peck, Stow & Wilcox Co., Southington, Conn. Fayette R. Plumb, Inc....Philadelphia, Pa. 
Electro Magnetic Tool Co....... Cicero, Ml. Millers Falls Company. .Millers Falls, Mass. North Bros. Mfg. Co...... Philadelphia, Pa 
Detroit White Lead Works. ..Detroit, Mich. The Carborundum Co... Niagara Falls, N. Y. Clayton & Lambert Mfg. Co. .Detroit, Mich: 
Parks Ball Bearing Machine Co. Simonds Saw & Steel Co..Fitchburg, Mass. Sandusky Cement Co....... Cleveland, Ohio 
Cincinnati, Ohio Prentiss Vise Company....New York, N. Y. Champion Spark Plug Co...... Toledo, Ohio 
South Bend Lathe Works. .South Bend, Ind. Chicago Solder Company...... Chicago, III. Moline Pressed Steel Co...... E. Moline, Ill. 
Chisel-Edge Claw Hammer Co., Hoboken, N. J. ner wr Mfg. Company....Roxbury, Mass. Delta Specialty Co........ Milwaukee, Wis. 
emington Arms Co., Inc. .New York, N. Y. Evinrude Motor Co........ Milwaukee, Wis. 
“ s. Pn ag ata ag eee F esse Mass. David Maydole Hammer Co... Norwich, N. Y. S. C. Johnson & Son.......... Racine, Wis. 
ew Jersey re Clo o....Trenton, N. J. Up-To-Date Machine Works... .Chicago, Ill. Mullins Body Corp............ Salem, Ohio 





customers for you—is doing more 
to increase your sales than he could 
hope to do by reaching three mil- 
lion people who are just men, 
women and children, without the 
special interest in hardware 
that Popular Science readers have. 
And, in your own interest, you 
will want to have in stock the 
products that Popular Science sub- 
scribers are reading about. 


FREE to 
Hardware Dealers 


You want to know the 
magazine that is creat- 
ing hardware customers. 
Write for the current 
issue, free to any hard- 
ware merchant. 


POPULAR SCIENCE 


Every tool product advertised in POPULAR SCIENCE MONTHLY is Guaranteed, after rigid tests and approval, by 
the POPULAR SCIENCE Institute of Standards 


Po 





ular 


Founded 1872 


cience 


MONTHLY 
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TRADE MARK REGISTERED. 


WIRE SCREEN CLOTH 


VERY roll of OPAL Wire Screen Cloth 

represents and confirms to the purchaser 
the true meaning of its trade mark which is 
highest quality. 


OPAL is made from very best hard steel 
wire, heavily coated after perfect weaving 
with pure electrolytic zinc, the, best known 
protection for steel against weather ex- 
posure. 


Order and reorder OPAL. Avoid all sub- 
stitutes. See that the trade mark name 
OPAL is on the label and on the identity 
tag attached to the end of each roll. 









NEW YORK WIRE CLOTH CO. 


Manufacturers of golden and antique bronze, bright copper. 
zinc-coated and black enameled screen cloth- 


342 MADISON AVE. NEW YORK Works -York.Pa. 
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59%Years of De Laval Service 
~ and now the best ofall.. 


Cream Separators 


INCE Dr. De Laval invented the first con- 
S tinuous discharge centrifugal cream sepa- 

rator in 1878, De Laval Separators have 
always been in the lead. Practically every detail 
of separator construction has been De Laval 
originated. As these features have been imi- 
tated, still further improvements have been 
made. 


Each De Laval has in its day been the leading 
separator. As a result more than four million 
have been made. They are used in every country 
of the world, and there are practically as many 
in use as all other makes combined. 


Now the 1928 “Golden Series” De Laval Sepa- 
rators mark another step forward. They are the 
crowning achievement in 50 years of leadership 
and service to the dairy industry. 


They are the most complete, efficient and 
beautiful cream separators ever made. They are 


all that could be hoped for in such a machine 
and must prove a source of pride as well as profit 
to every owner. 


Some of the improvements are: Beautiful gold 
and black finish; completely enclosed gears; im- 
proved regulating cover and float; turnable sup- 
ply can; easier starting and turning; oil window, 
and the “floating bowl.” 


The best way to judge a new “Golden Anni- 
versary” De Laval machine is to see one, and 
better still to try it side-by-side with any other 
separator. Not one person in a hundred who 
does that will fail to choose the De Laval. 


Dealers who have these new De Laval “Golden 
Series” on display are reporting unusual interest. 
Now is the time to get started with De Laval in 
the “Golden Anniversary” Year. There are al- 
ways opportunities for live-wire dealers in the 
De Laval organization. 


The De Laval Separator Company 


NEW YORK 
165 Broadway 


CHICAGO 
600 Jackson Blvd. 


SAN FRANCISCO 
61 Beale St. 





30" 


GOLDEN 
ANNIVERSARY. 


Kirst in 1878 


De Lava Best in1928 
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oull empty this 
NoMar Display 


f 0° ti 
N° MAR is a new product, created to 
meet a modern need. Women want 


NoMars as soon as they see them and un- 
derstand how NoMars save floor coverings. 


Keep NoMars in sight and they'll sell fast. 
The display carton shows and explains 
NoMars for you while you are busy else- 
where. 


NoMars mean new business 
for you—sales you can’t get 
with any other item in your 
stock. Make the most of this— 
turn NoMar advertising to 
your profit by putting a display 
carton on one of your count- 
ers; another in a window. 
You'll empty it in jig time. 
























wn 





6,676,868 
Families 


The “first line” buyers of 
America will get the NoMar 
story in their reading month 
after month. Read it yourself in 
THE SATURDAY EVENING POST 
GOOD HOUSEKEEPING 

BETTER HOMES AND GARDENS 
HOUSE AND GARDEN 

HOUSE BEAUTIFUL 

COLLIER’3 






ae Mail the coupon below 
for full information on 
prices and profits— 


today 


Bassick: 
No Mar RESTS 


e 
THE BASSICK COMPANY ' For 32 years leading makers of 
Bridgeport, Conn. Better Casters and Furniture Rests 














ee ee ee ee eit 
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SEND COUPON TO THE BASSICK COMPANY, BRIDGEPORT, CONN., FODAY 


1. Rush information on NoMar prices, profits and advertising. 2. Ship us. .......cartons NoMar Furniture Rests, packed one 
Check here.......... dozen to a display carton. Check here.......... 
NAME STREET. 








HA4 





CITY STATE 
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GENUINE 


THERMDS 


Grand Slam Assortment 


SURE WINNER! Starts you with a real Thermo’ Department 
—a fast selling Thermos Assortment with liberal free goods 

and a handsome metal display stand (occupying less than two 
square feet of counter space) and a beautiful window display. 


A Real Profit for you—and a quick turnover. 


Assortment consists of ten of the sensational “Thermos” 
Dollar Bottles and four assorted quart “Thermos” Bottles, to 
retail up to $3.75 each—Plus Free Goods. 


You cannot afford to miss this opportunity. Send us your 
order with name of your wholesaler, and we will see that you 


are promptly supplied. 


THE AMERICAN THERMOS BOTTLE COMPANY 


366 Madison Avenue, New York 


Chicago Cincinnati San Francisco Norwich, Conn. Huntington, W. Va. 


In England: Thermos, Ltd., London In Canada: Thermos Bottle Co., Ltd., Toronto 














YouR GooD WILL 
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INCREASE 





This Display Card 
Will Help You—Sent Free 








UNDREDS of merchants are using this Good Housekeeping 

display card in their windows and on their counters. It will 
advertise your store as “quality headquarters” —the place where 
people know they can buy satisfaction. 


Everything advertised in Good Housekeeping is guaranteed. All 
household devices and appliances have been tested and approved by 
Good Housekeeping Institute so that they can be guaranteed. No 
product which does not give good and sound value for the money 
may be advertised in Good Housekeeping. 


People have confidence in such merchandise. They buy more will- 
ingly when you can say: “This is tésted and approved by Good 
Housekeeping Institute.” And you can prove it! 


Simply check your stock against Good Housekeeping’s’ advertising 
pages. Probably you carry twenty, thirty or fifty of the items adver- 
tised here. Feature them in your windows. Tell your customers 
about the guaranty. See for yourself how it helps to build good-will. 


We would be glad to supply you with display cards as illustrated 
above—at no charge. Also with a complete list of the 1345 items 
tested and approved by Good Housekeeping Institute. Send for 
them today. 


GOOD HOUSEKEEPING 


57th STREET AT EIGHTH AVENUE, NEW 





TORE: CITY, N.Y. 
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The most complete line—simplifies buying 






Stanley Level No. 252. Weight 
only 2 pounds. Two level- 
glasses and four plumb-glasses. 
’ All glasses protected with heavy 
glass covers. 


Sell what your customers 
want to buy | 


Many dealers have found a way to lower sales” 
resistance. They sell goods that the buying 
public already knows about. 


In Stanley Tools you have a complete line 
that your artisan trade has known for years. 
The general public, too, knows Stanley as a 
maker of the most complete line of high- 
quality tools. Lowered selling resistance builds . 
volume, and volume builds profits. 


THE STANLEY RULE AND LEVEL PLANT 
New Britain, Connecticut 


STANLEY TOOLS 


== 
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The Verdict— 


of the advertising experience of 
900 Hardware Manufacturers 


More than 2/3 of All Advertisers Using 
National Hardware Papers, use Hardware Age 





1922 1923 1924 


1925 1926 1927 























tise in the four national hardware papers. 

The bulk of these organizations are 
consistent advertisers operating in an intensely 
competitive dealer market. These advertisers 
have subjected these publications to every kind 
of scrutiny and test. 

This chart shows the manner in which these 
manufacturers selected their hardware papers 
over a period of six years. 

More than 71% of the 900 advertisers used 


B= year some 900 manufacturers adver- 




















Hardware Age in 1927. “Only 37.7% of the 
advertisers used the next hardware paper. 

Here is a definite tested yardstick of the rela- 
tive value of national hardware papers. It is a 
gauge supported by hundreds of thousands of 
dollars of advertising expenditure. 

Hardware Manufacturers know that Hardware 
Age penetrates to the fabric of the hardware 
trade—that its paid circulation at the highest 
subscription price of any hardware paper, assures 
an active intelligent reader interest for their sales 
messages. 


HARDWARE AGE 


239 West 39th Street, N. Y. City 
A. B. P., Inc.—Charter Member—A. B. C. 
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Lumbering scenes in the production of 
ash timber for True Temper Handles. 











THE USER’S BOOK 


136 pages, illustrated. The 
first popular book showing 
the proper hand tool for every 
farm and garden task. De- 
scribes each tool and _ the 
task it does best. 





The American Fork & Hoe Company 








It takes s 2 years 


RUE Tua Ri HANDLES || 


No material has yet been discovered to equal 
selected white ash as handles for high grade 
tools. 








This is the only material that gives the needed 
strength together with light weight, perfect bal- 
ance and the “‘feel’’ that users insist on. 


Selected white ash handles of True Temper 
Quality are not the work of a day or a month. 

From log to finished product a period of nearly 
two years is required for drying, seasoning, work- 
ing and grading. These operations cannot be 
rushed if True Temper Quality is to-be 
maintained. 






This careful work is one of the many rea- 
sons why we can truthfully say that—‘True 
Temper Tools are the best that can be 
made—in design—in quality and work- 
manship.” It is one of the talking points 
that you can use in selling True Temper 
Tools. 


General Offices: Cleveland, Ohio 


Makers of Farm and Garden Tools for over 100 years 


TRUE TEMPER 542"4"° TOOLS 








HARDWARE AGE for May 3, 1928 








<—" 


BATHROOM 
FIXTURES 


One of many patterns 
of RINGS Tumbler 
Holders. This design 
may also be had in 

_ White Enamel Finish. 
We are constantly add- 
ing new designs. 


No. 3712 


They meet all requirements 


In selling 89 Bathroom Fixtures be assured 
that they will permanently meet all requirements. 


Pleasing designs, serviceable material (each fixture 
of SOLID BRASS), heavily and beautifully nickel 
plated, they always give customers complete and 
enduring satisfaction. 


Customers never worry fearing these popular bath- 
room fixtures will ever rust or corrode, and dealers 
never worry fearing complaints or replacements. 


Each fixture leads invariably to the sale of addi- 
tional fixtures of 88% brand. They build trade 
and good-will and return a good profit. 


Send for latest Catalog and Discounts. 


AMERICAN RING COMPANY 


Waterbury ERE ORG Connecticut 


Bost 170 S St. New York—2 Hudson St. 
San Francisco—116 New Montgomery St. 
Chicago—29 E. Madison St. 








For Carpenters 


No. 660 is one of the 
best selling pencils on the 
market to carpenters and 


builders. 


Its mark is easily read 
and its red finish makes 
it easy to find am the 
tools a crowded chest. 

Keep stocked on this 
pencil that marks up 
profits and satisfied cus- 
tomers. 





Blaisdell 


For Hardware Stores 


No. 792 is made for 
YOU, Mr. Dealer. It’s 
the plainest marker you 
ever used to mark prices 
and other information 
on pots, pans, glassware, 
tinware, aluminum and 
all polished surfaces. Try 
one. 


For Lumbermen 


No. 1151 is a popular 
seller to lumber yards, 
railroad workers, sur- 
veyors, steel mills, ship- 
ping clerks and many 
others whose jobs require 
a weatherproof and water- 
proof pencil that is just 
right for their work. 
Obtainable in nine colors , 
listed below. 


PENCIL COMPANY 
PHILADELPHIA USA. 





Hd 4 LDERS N°660 ‘PE 
K<I BYfaisdel! BUI 2660 Ut 


E 
a 


NP? 115] ---—--- Blue. 
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Satisfaction Follows Every Sale of 


“Buffalo” Standard Galvanized Hardware Grade 


Satisfied customers are the best asset of any dealer. 
Keep yours that way by selling them “Buffalo” Stand- 
ard Galvanized Hardware Grade when they call for 
wire cloth. 
The yellow tag 


coomeee ee “Buffalo” Wire Cloth is woven on specially con- 
uine “Buffalo” structed machinery which assures accurate mesh and 
Wire Cloth. uniform selvage. It is thoroughly galvanized to pre- 


vent corrosion and to give added strength. 


The high quality and low cost of “Buffalo’’ Stand- 
ard Galvanized Hardware Grade Wire Cloth provides a 
combination that will swell your sales and increase 
your profits. 


Buffalo Standard widths carried in stock for immediate 


shipment 24-30-36-42-48” 2x2 mesh also carried in 
stock in 54-60-66-72” widths. 


BUFFALO WIRE WORKS CO., Ine. 








ay (Formerly Scheeler’s Sons), Est. 1869 
Wire 518 Terrace BUFFALO, N. Y. 
Cloth Send for Folder 83-B 
BUFFALO WIRE WORKS CO. 











Galvanized wire 
cloth furnished 
in any mesh or 
gauge of wire 
that you need. 


MADE IN 
BUFFALO, U.S.A. Made Up to a Standard, 
Not Down to a Price 
uffale 

















DIXON 


FLAKE GRAPHITE 
















There is but one flake graphite and its name is DIXON. For 100 
years this name has been associated with graphite and today, to thou- 
sands of exacting men in every line of industry it is synonymous with 


the best graphite obtainable. 


It is an ideal natural lubricant that spreads a smooth unctuous veneer 
over rubbing surfaces and reduces wear to a minimum. 


Recommended for cylinder and bearing lubrication, for coating gas- 
kets, packings, etc. Properly mixed with grease or oil their consump- 
tion is greatly reduced. 


Write for Circular 40-C. 


Joseph Dixon Crucible Co. 


Jersey City Ore New Jersey 
1827 1928 





* 
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Wood Screws 

Drive Serews 

Ceach Serews 

Machine Screws 

Set Screws 

Cap Screws 

Saw Screws 

Thumb Screws 

Hand Rail Screws 

Special Automatic Screw 
Machine Products 

Stove Bolts 

Tire Bolts 

Agricultural Bolts 

Sink Bolts 

Hanger Bolts 

Machine Screw Nuts 

Stove and Tire Bolt Nuts 

Semi-Finished Nuts 

Castellated Nuts 

S.A.E. Nats 
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Jack Chain 

Safety Chain 

Furnace Chain The CORBIN SCREW CORPORATION 
a a = The American Hardware Corp., Successor 


NEW BRITAIN, CONN. 


Warchouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohie 


Escutcheon Pins 
Speedometers 

















GREASE Cups 
and Oi Cups 


HE constant demand for oil and 

grease cups as repair and re- 
placement parts as well as for new 
work makes them an indispensable 
part of the stock of the up-to-date 
dealer. The Empress line of grease 
am" and oil cups is complete, it consists 
of over fifty types each in several 
sizes. Whatever the need, there is 
an Empress cup for it. 












Booklet No. L-104A gives full data on the 
complete line. Write for it. 


BOWEN PRODUCTS 
CORPORATION 


Main Office 
AUBURN, NEW YORK 


Branches 







7 


BOSTON 161 Massachusetts Ave 
HICAGO 412 wrtney Bidg. 
el ve 

E 


VELAND 7113 Euelid 
RO! 2760 


A 
3 A 
W. Warren Ave. 






ifty a 7 Empress 
, ubricating Devices 

dif) erent since 1890 
types 
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Packed in a neat 
leatherette case. 
Out of the me- 
chanic’s way. Yet 
as easily within 
reach as a pocket 
handkerchief. No 
delay. No con- 
fusion. No hunt- 
ing around for 
the proper drill. 


Makes friends 
with mechanics. 


Makes more sales 
for you. 


You have a good 
market for the 
universal Repair 
Drill in every 


home, garage, |! 
public building 3 


and factory. 


Can be ordered in 
quantity lots or # 


in neat leather- 
ette sets as pic- 


The Universal Repair Drill 
‘Fits the pocket as snugly as a hand ina glove 


tured here. 





Manufactured b 
New York: 94 Reade St. y na | Fotlecd a Co. — 


vee w. 280 aww, JHE STANDARD TOOL (0.0 f=, 


CLE AND Successors to J. Lambercier & Co. 


gree WORKS CONTINUOUSLY 


stock before the eyes of your customers in smallest 
space possible. Appeals to the eyes of your trade 
every minute. 

















No. 25B Nail Bin 





No. NBC-240 Nail Bin Counter 


Let us send you descriptive circulars of our complete line of steel equipment which are not 
only TIME, LABOR and SPACE SAVING, but are actual SELLERS OF MERCHANDISE. 


THE WELLSTON MANUFACTURING COMPANY 
WELLSTON, OHIO 








Pits 
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Millions 
and Millions 


Of People Are Pushing 


BOMMER SPRING HINGES 


Whenever They Open a Door 


Follow 


the Line of Least Resistance 


Stock and Push Them 


Bommer Spring Hinge Co., Brooklyn, N. Y. 











No. 30 with 6%” shield. 
No. 32 with 9%” shield. 














WOOD SCREWS 


Rivets Roofing Nails Scratch Brush Wire 


THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
George E. Quigley, Detroit 
Milton Pray Co., on Francisco, Los Angeles, Seattle 
G. M. Baird & Co., Memphis, Tenn. 














Your Customers’ 
First Choice: 


FURNACES 


and 
TORCHES 


Covered by patents 


You should have them in stock so as to 
guarantee prompt deliveries to your trade. 


No. 30 furnace, shown here, is a new 
style. Ask for circular describing the 12 
improved features. The most practical fur- 
nace of its kind on the market today. 


Order through your regular distributors, 
or mail your order to us with their name. 


OTTO BERNZ CO. INC. 
17 Ashland St., Newark, N. J. 


Stocks in Newark, N. J., New York City, Chicago and 
San Francisco. 
Offices in Newark, N. J., New York City, Chicago, 
Fort Worth, Denver, Helena, Mont., San Francisco, 
Los Angeles, Seattle and St. Thomas, Ont. 


“Seeing Is Buying” 


It is hard for a dealer to 
buy Fly Screen Cloth from 
a photograph or illustration 
—a little retouching works 
wonders. 


We prefer to send you sam- 
ples cut from regular stock 
—then you can see and judge 
for yourself why SPARGO 
orders keep us busy the entire 
year. 


SPARGO WIRE CO. 
Rome N. Y. 








“ALWAYS RELIABLE” 
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A DOLLAR Door Closer 


Yes, and a mighty good one! NOT-A- 
SLAM closes screen doors quickly and 
quietly. Can also be used on combina- 
tion doors and light wooden doors. 


Simple to install. Works perfectly on 
a door opening in either direction. 
When so desired may also be used to 
hold the door open at any angle. Spring 
is enclosed and protected. 


Very well made and the greatest 
DOLLAR door closer ever placed on 
the market. Our mounted sample 
makes sale after sale. If your Hard- 
ware Jobber cannot supply—write to— 


Detroit Door Check Co. 
Box 73, Northwestern Station, Detroit, Mich. 





The King Folding Ironing 
Table 
RIGID—CONVENIENT 


A Really 
Fine Table 


A Wonder- 

ful Selling 

and Profit 
Making 


Item 





Spruce top 15 x 56 inches. Selected 
Hardwood Frame, nicely finished, well 
riveted; only nine working joints. 
Table always remains solid and firm- 
setting. Framework folds within width 
of board. 

A wonderful sales proposition—FEDERAL 
WASHBOARDS AND KING IRONING 
TABLES. 


THE FEDERAL WASHBOARD CO. 
General Offices, TIFFIN, OHIO 











feo, 
TR PRLS ARON LEM 
iP 


POULTRY NETTING 
Galvanized Before and, Galvanized c4fter Weaving? 
COW, LL AAA AA ae 


€ Look for the tag, carrying our name, at the end of every roll! 


4 
: = The Gilbert & Bennett Mfg. Co. 


Established 1818—America's Oldest Woven Wire Factory 


Manufacturers of 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. 





Chicage Kanses City « 


NSN | 





eine eel 
“public cannot resist —— 


Mr. Wilson’s letter ex- 
presses more emphatic- 
ally than we would 
dare claim, the busi- 
ness-building value of 
Heller fixtures and the 
satisfaction which in- 
variably goes _ with» 
Heller service. Read it! 


“e @¢ * * sales have in- 
creased over the same 
period last year. With 
open display fixtures we 
are able to display at 
least 85% of our stock. 
Slow moving items are now more rapid . 
sellers and this of course will increase We can add nothing 
a ae of nveirnanoe There has also to these statements 
very noticeable increase in the 
number of lady customers. Merchan- except to ar 2 that 
dise is displayed in such an inviting way YOU, too, will feel 
the same way about 
it when you install 
new Heller fixtures. 





One of the “Turn-about” Door Display 
Wall Cabinets in the great Wilson hard- 
waré store at Buffalo. 


that the public cannot resist buying. We 
are very well pleased with our Heller 
Equipment and will recommend your 
fixtures at all times. * * * 

J. L. cite Wilson 


Business Building Store Fixtures 
Check the items you are Setennsted ta, W. Cc HELLER & CO 


tear out this ad and mail it today. 
Montpelier, Ohio 


New Displ P 
o Now Display | O Pennsylvania 700 Bryant St., 


Metal Saw Rack 
Nail Counters 20 Vesey St., Suite 500, 


Price Tickets 0 Display Door 
and Labels Wall Cabinets New York City 
5-3-28 58-A 


in the margin below. 


A 7 ATEN 


Write name and address 


Nee 
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115,000 


Mechanics are reading 
these Advertisements 








This series is appearing in the leading magazines of the building trades in addition to the 


one above. It is directing customers to you provided you, on your part, are making your if 
store a real tool headquarters by stocking the W. ROSE Line. 5 


WM. ROSE & BROS. be 
George K. Goodwin, Owner : 
SHARON HILL, DELAWARE COUNTY, PA. 


Selling Agents 


WIEBUSCH & HILGER, Ltd., 110 Lafayette St., New York 
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CAMBRIA 


HENCE 
aso OTHER 
BETHLEHEM 
PRODUCTS 


Value to the Buyer 
means 
Profit to the Dealer 










2 

The dealer who estab- 
lishes a reputation for 
handling merchandise of 
known high quality gives his cus- 
tomers the value they are en- 
titled to expect, gains their confidence in 
his integrity, and is certain to add to his 
volume of business, and to his profits. 

Cambria Fence is made of selected 
steel wire, heavily coated with zinc. It is 
a standard field fence, with hinge joints, 
cut stays and tension curves——but its real 
value lies in its ability to give long, satis- 
factory service. 

Cambria Fence, as well as the other 
Bethlehem Products listed at the left, are 
quality products. They give full, honest 
value to the customer for every dollar 
expended. Throughout their long life 
they are a constant, favorable reminder 
Woven WIRE FENCE All styles BARBED WIRE of the dealer from whom they were pur- 


Plain, Galvanized and Annealed WIRE chased. 
WIRE BALE TIES WIRE STAPLES 
Bright, Cement-coated, Blued and Galvanized 
WIRE NAILS 

Ais BETHLEHEM STEEL COMPANY 
Angle and Tee Section STEEL FENCE POSTS General Offices: Bethlehem, Pa. 


District Offices in New York Boston Philadelphia Baltimore Washington 
Atlanta Pittsburgh Buffalo Cleveland Detroit Cincinnati Chicago 
St. Louis San Francisco Los Angeles Seattle Portland 


Bethlehem Steel Export Corporation. 25 Broadway, New York City, Sole Exporter of 
Our Commercial Products 


| BETHLEHEM 







BETHLEHEM WIRE PRODUCTS 
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The latest expression of RITE originality- knob and lever 
handle in imported onyx. Imported onyx on hardware has a 
beauty and quality that is singularly its own. ~~; 


HARACTER and individuality of design that give endur- 
ing fascination—inbuilt quality of construction that 
means lasting service—imperishable beauty, master crafts- 
manship—envied originality, unmistakab!e superiority—the 
line that wins admiration everywhere—Rite Hardware. 


Not just to manufacture hardwaré for distribution to 
the marts of commerce, but to create and build products that 
will always reflect credit on their maker—that will attract 
customers to the trade it serves—and that will bring repeat 
patronage because of the satisfaction rendered. 





If you as a progressive dealer seek builders hardware 
of painstaking craftsmanship that breathes the charm, 
romance and dignity of all the periods, with styles and 
designs to harmonize with every architectural and decora- 
tive plan—if you seek hardware that you can sell and be 
thoroughly secure in your knowledge it will give enduring 
satisfaction—you seek the nationally famous line of Rite 
Hardware. The new Rite Catalog is now ready for delivery 


to you. / Distributed 





: 5 ey | mt 
Creative gerius is con- , er . 
stantly at work design- “a 4 dist t 
sth eat i or , a AMERICA’S 
ucts. Illustrated is a ’ ot hs - d 


newly designed RITE - : os (m « ' f ay 
knob and lever handle ~ ia “ / LEADING 


of the Italien period. N ly on a - > | | 
ey gf YS! j JOBBERS 


oie tured by 


Ri € 
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Contents Next Week’s Issue 


Report of the Southern Hardware Jobbers and Manufac- HE May 10 issue of 
turers’ Convention in Biloxi 59 to 78 HARDWARE AGE will con- 


79 tain another section de- 


aR REN Pe Ore ee ee 


Texas Jobbers’ Association Convention 

: — ; voted to toys and sporting 

Something New in Saw Racks. 83 -. ; é 

goods. The growing wnport- 

Is the Hardware Dealer Losing His Cutlery Business— ance of this department of the 
and Why? by Saunders Norvell.... a che 

hardware business calls for an 


Tool Guarantees Continue to Hold Interest intimate knowledge of these 
win fields. Follow HARDWARE 


Memphis Credit Men Hear Harpware Ace Editorial... . 


hy? : AGE for up-to-the-minute in- 
Show Card Writing for the Beginner, by Joseph Bertram J 4 
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Everybody’s Business, by Floyd W. Parsons............ 120 


formation on these subjects. 





Guy Hubbart’s next article 
on newspaper advertising also 
The Man Behind the Counter. . appears in the May 10 issue, 
along with several other fea- 
DEPARTMENTS tures that make up a particular- 
ly helpful paper. 


, 


Current News of the Trade.. 


ee eee ee 


Hot Off the Nail Keg....... preach wis hia Read What They Say 
About Us 


I have been reading Harpwarrt 
, AGE for the past fifteen years. We 
Branch Office Representatives of Hardware Age get it at the other store, the Beech- 


EDITORIAL ood Hardware C i] 
+ D.  Aaienwe CincinnaTt: Buannam FINNEY woot araware : 0., a 0. 
408 Union Central Bldg. One of the first things we did 
meena Gerarp Frazar : 
25 Park Sq. Bldg. when we bought the Beechwood 
AN Menomeneten: F. 8. Smita F . 
4216 Bryant Ave. 8S. store five years ago was to subscribe 
WasHl :L. W. 
tr yt a Bide gy LD el for Harpware AGe, and we have 
ADVERTISING been receiving it since, and will as 
Cases: ee Peto? Wideo: Bids, G. Broporrr long as we stay in business. The 
CLeve.anp: WILL J. Feppery New York: P. J. Cosgrave way things look, we will be in it for 


1862 Hanna Bldg. 289 W. 89th St. aaa 
Boston: CHauncer F. ENGLisH some time. At least, we hope so. 


425 Park Sq. Bldg. ; 
Again we thank you. 
SussorirTion Price—United States, ite preg Canada, Mexico, Central America, ie : 
South America, —— and its colonies. Fal $3.00; 2 nore, Vw 00. Foreign coun- (Signed) BernatH & OSTERHOUT, 
tries, not taking domestic rates, 1 year, $6. ye Subscription ; y % 
remittance should be made by Check, Post Office Money Gale, Bopress Money Order Mount Lebanon, Pittsburgh, Pa. 
or Bank Draft, payable to HARDWARB AGE, New York. 


Member of the Audit Bureau of Circulations 
Member of the Associated Business Papers 
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until you’ve sold the goods! 
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Use these folders and booklets to increase your business 


Our job is not completed 


ERE at Hibbard’s the objective is not 

“How can we sell the retailer?” but 
rather “How can we help the retailer 
sell more?” 


To this common-sense end we have 
developed an array of selling helps which 
no individual hardware merchant — and 
very few jobbers, even — could possibly 
duplicate except at ruinous cost. It is true 
that many manufacturers offer display 
material and printed matter advertising 
their own individual products. 


But nowhere can the retailer find as ex- 
tensive a choice of selling helps designed 
to fit his own peculiar needs as he can 


at Hibbard’s. 


Our tool displays, for instance, promote 
the sale not only of saws or hammers 
but of every similar item in that depart- 
ment of the retail store. Our kitchen-ware 
displays help to call attention to his entire 
utensil line. The same applies to cutlery, 
sporting goods, paints—hardly a portion 


BBARD, SPENCER. BARTLETT & ©. 


211 EAS 


of his stock but what we have a display 
that will stimulate its sales. 


Moreover hundreds of progressive retail- 
ers are scoring sales-successes with our 
direct-mail service by which we mail, in 
their name, to their list of prospects and 
customers, printed matter selling tha sea- 
sonal goods they have in stock. 


Hundreds more are installing in their 
stores tables of fast-moving related mer- 
chandise, selected by ,us, arranged for 
self-service, priced for quick sale and 
extra profits. 


Increasingly popular, too, are co-opera- 
tive local advertising campaigns on special 
lines, our give-away items,and other sup- 
plementary advertising material. 


The retailer who fails to concentrate his 
purchases so that he can utilize all these 
practical sales-stimulators—made possiple 
only by our mass-purchases of such mate- 
rial—is overlookinga great selling aid which 
the large hardware jobber alonecansupply. 


WATER ST. 


SHI CAS © 
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Held April 16 
to 19, 1928, at 
the Edgewater 
Gulf Hotel, 
Edgewater 
Park, Missis- 
sippi. 








WHO MET 


Southern Hardware Jobbers Association and American Hardware 
Manufacturers’ Association 


SUBJECTS DISCUSSED 


Legalizing of resale price maintenance—Future Datings— Missionary 
Salesmen and kindred current day distribution problems with the in- 
tention of discovering more efficient methods for the distribution of 
hardware and allied products particularly in the southern territory. 


(THE FULL REPORT OF THIS JOINT CONVENTION APPEARS 
IN THIS ISSUE IMMEDIATELY FOLLOWING THIS 
ANNOUNCEMENT.) 
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Left to right—W. H. Foe 


D. R. 
Speer Hdwe. Co., Fort Smith, “Ee William B. Joslin, Edw. 








E. J. English, H. A. bg ~saed P. C. Butler, ” of the American Steel & Wire Co.; F. G. Speer, 


. Simon Co.; Frank I 


. Clark, 


Iver Johnson’s Arms & Cycle Works 


President Stratton in Annual Report 
Finds Greatly Improved Outlook for 1928 


ECLARING that the outlook 
for 1928 was far better than 


D 


was the outlook for 1927, 
Leslie M. Stratton, Stratton-Warren 
Hardware Co., Memphis, Tenn., 





president of the Southern Hardware | 


Jobbers Association, in his annual 


report of the year’s activities before | 


the opening joint session on Monday 
evening, said that both the wholesale 
and retail hardware industry was in 
a better condition than it had been 
in for a number of years. 
Flood-relief and farm relief were 
touched upon in the report, as were 
the jobbers’ position in the mdustry 
and the condition of the South at the 


present time. His report, in part, 
follows. 
“T believe that the hardware industry, 


both wholesale and retail, is in good con- 
dition at present, better perhaps than it 
has been for a number of years past. The 
situation is far brighter today than the 
one we faced last year, as you will remem- 
ber it was just a little less than a year ago 
when our convention opened in my home 
city of Memphis, that the most disastrous 
flood in the history of the nation was 
sweeping down the Mississippi River, 
carrying death and destruction before it. 
That great catastrophe, claiming as it did 
the lives of several hundred people and de- 
stroying property valued at approximately 
$600,000,000, is without a parallel in the 
history of Mississippi River floods. This 
disaster, however, was not without its com- 
pensating influences. The sympathy of the 
entire nation, and of almost the whole 
world, went out to those who were in dis- 
tress, and that sympathy was expressed in 
a very substantial way in the large sums 
of money contributed for relief work. 
This fund was promptly and efficiently ad- 
ministered by the American Red Cross, 
who did much toward alleviating the suf- 
fering of those who were in the wake of 
the flood, and in restoring property that 
had been lost or damaged. The program 
of rehabilitation that has been carried on 
since the flood by the American Red Cross 
has been definitely helpful in restorimg not 
cnly property that had been lost, but in 














LESLIE M. STRATTON 
Stratton-Warren Hardware Co., Memphis, 


President, Southern Hardware 


Tenn., 
Jobbers Association 














giving courage and hope to’those who had 
been adversely affected by the flood. 

“The wide publicity given this disaster 
at the time it occurred and since then, has 
resulted in a nation-wide demand that the 
Government take hold of the problem of 
flood control and adopt adequate measures 
to make impossible a recurrence of such a 
terrible situation, and this question is fore- 
most in the minds of the people of the 
nation today, and is the subject of the most 
important legislation now pending before 
Congress. Friends of flood control have 
centered upon the Jones Bill, which has 
already passed the Senate by an over- 
whelming majority, as the measure offer- 
ing the most practical solution of this im- 
portant question, and while the Bill is not 
all that the friends of flood control could 
desire, they believe that it meets the situa- 
tion, and under its provisions, the question 
can be solved. The Bill is now before the 
House for consideration, and its early pas- 
sage is predicted. The opposition to this 
measure centers around the question of 
local contribution, which principle is rec- 
ognized in the Jones Bill, and attention is 





here called to the fact that local contribu- 
tions to the amount of $292,000,000 have 
already been made through the several dif- 
ferent levee boards that have been trying 
to control the Mississippi River; however, 
I believe that this duty should rest solely 
upon the United States Government. 
“There is another question that is im- 
portant to all of us, and that is the ques- 
tion that is usually referred to as Farm 
Relief. As applied to the South, this re- 
fers principally to cotton, and the problem 
of cotton is not the problem of the farmer 
alone, but of every one of us, whether we 
be farmer, banker or merchant, and it is 
only necessary for us to refer to our bal- 
ance sheets covering our operations for 
any year, to convince us of the truthful- 
ness of this assertion. Our section being 
essentially an agricultural one, our degree 
of prosperity is largely measured by the 
value of the farmer’s dollar. A very in- 


| teresting comparison of the value of this 


dollar in purchasing power, as compared 
to the dollar represented by manufactur- 
ing and other industrial groups favored by 
legislative aids, has recently been issued by 
the Department of Agriculture at Wash- 
ington. This table shows the value of the 
farmer’s dollar, compared with the other 
groups, has shrunk from 103 per cent in 
1914 to 62 per cent in 1926. As manufac- 
turers and merchants, we make a mistake 
when we deal with this problem at arm's 
length, because the record will show that 
in the years above where the value of the 
farmer’s dollar was so depressed, our vol- 
ume of sales declined and our prosperity 
vanished. - 

“Now, my friends, I want to talk to you 
about our own business—about the whole- 
sale hardware business of the South, and 
I want to talk to you about it from a 
viewpoint which is different from that 
which has been the general rule in our 
discussions in the past. If you will refer 
to almost any program that has been pre- 
pared for the annual conventions of our 
Association, you will find that most every 
speaker on the program has been assigned 
some subject that deals with some evil 
that is threatening to undermine our busi- 
ness, and almost all articles that you read 
in our trade papers are of the same char- 
acter. In the past few weeks I have re- 
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ceived requests from several trade papers 
to express my views on subjects that deal 
with our troubles, but I do not recall that 
I have ever received a request for an ex- 
pression of opinion on the constructive 
side of our business, and I believe that too 
much emphasis has been given to the so- 
called evils of the trade. I remember that 
at the first meeting of the National Hard- 
ware Association I ever attended, which 
was about twenty years ago, an entire day 
was given to the discussions of an idea, 
which at that time was referred to as a 
‘new’ idea. This idea was one that had 
for its purpose the elimination of the 
wholesale hardware dealer through a more 
direct contact between producer and con- 
sumer. At that time it was called the 
Pittsburgh idea. It died aborning, but 
every few years, some scheme of similar 
nature is presented under a new name, 
and is usually given wide publicity as 
something that is new that we are going 


to have to fight. We talk entirely too 
much about the failure of the wholesaler 
to properly function, and too much where- 
in he is failing to meet his responsibility. 
“T believe today that our business is the 
one business of distribution in this country 
that is fundamentally sound. Research 
bureaus have been delving into the condi- 
tions surrounding certain other businesses, 
whose function is to distribute gocds from 
producer to consumer, and they have found 
fundamental conditions in some lines un- 
sound, and have found unmistakable signs 
pointing to the reduction in number, if not 
the complete elimination of these distribu- 
tors, but not one yet has been able to bring 
any facts to bear that tend to prove that 
the wholesale hardware merchant is being 
unduly menaced by any form of competi- 
tion, either old or new, nor are there any 
changing conditions that are materially 
adversely affecting the up-to-date hard- 





ware merchant of the South. 





“The number of items carried by the 
average dealer of the South, who under- 
takes to carry full lines, is estimated at 
about 20,000, and no one line is preemi- 
nently important as compared to the 
others. The varied lines of merchandise 
that we carry are manufactured in all 
parts of the United States, giving the 
wholesale hardware dealer an opportunity 
to render a service to the retailer that I 
believe will always have to be performed, 
consisting; first of the assembling of com- 
plete stocks of those various lines in job- 
bing centers—and, next, to being in posi- 
tion to give immediate service to the re- 
tailer when he calls for them. The amount 
of capital required in our business is so 
large, as compared to most other lines, 
that it is impossible for a lot of so-called 
‘fly-by-nights’ to engage in the hardware 
business and prove themselves a_ real 
menace to our industry.” 


Hardware Business Conditions Are Sound, 
Dennis A. Merriman Tells Joint Session 


of steel, iron and ‘hardware 

products are enjoying a fairly 
good demand and that the last six 
months’ record gives ample evidence 
of sound conditions, Dennis A. Mer- 
riman, vice-president American Steel 
& Wire Co., Chicago, IlJ., and presi- 
dent American Hardware Manufac- 
turers’ Association, told the joint ses- 
sion Tuesday morning of his obser- 
vations of current business. Mr. 
Merriman reviewed hardware asso- 
ciation activities and expressed his 
personal gratification at the cordial 
relations of his organization and the 
Southern Hardware Jobbers’ Asso- 
ciation. In part he said: 

“Reference to our meeting in October, 
1927, is perhaps unnecessary, except to say 
that it was the best attended and the most 
pronounced success in every form, shape 
and manner that we have probably ever 
held, and I am voicing the opinion and 
comments of a large number of our mem- 
bership in making this statement. 

“It is good to notice in each recurring 
convention a more widespread interest in 
the affairs of our organization. 

“The Hardware Council is active, and 
we are making some plans for improving 
the scope and general line of conduct of 
the various Group Meetings. We are well 
pleased with the work done by the various 
Group Meetings at Atlantic City, and we 
thank the chairmen of the different groups 
for the. results accomplished under their 
supervision. We congratulate the members 
also for their attendance and the benefits 
derived from the intelligent discussions 
which ensued. 

“In reference to the business situation: 
We find that manufacturers of steel and 
iron and hardware products of various 
kinds report a fairly good demand. The 


Be ee that manufacturers 








DENNIS A. MERRIMAN 
American Steel & Wire Co., Chicago, IIl., 
President, American Hardware Manufac- 

turers Association 











last quarter of 1927 and the first quarter 
of 1928 give ample evidence of sound con- 
ditions. 

“Trade for the first three months of 
1928 is, on the whole, fully equal with the 
same period for 1927. There are, of course, 
exceptions here and there, depending on 
different sections of the country and dif- 
ferent commodities, but, broadly speaking, 
the general distribution of hardware for 
the first quarter of this year has been up 
to expectations. We see no reason why 
the next three months should not average 
as well as similar period last year, and 
there is nothing on the horizon to make 
anyone feel otherwise than optimistic. 
Buying described as “hand-to-mouth” va- 
riety has not ceased, although there is less 
complaint on this score by manufacturers 
than heretofore. There have been no dis- 





turbing conditions created by any violent 





changes in the market, nor have there 
been any increases other than slight ad- 
vances due to seasonal activity. 

“Our membership is always eager of the 
opportunity to meet our jobbing friends in 
convention assembled or at our places of 
business, or when we have the opportunity 
to visit them. It is only by frequent per- 
sonal contact that we can understand each 
other’s problems and endeavor to adjust 
them. And there are problems confront- 
ing us all, and which we anxiously desire 
to solve in a manner for the best interests 
of manufacturer and distributor as well. 

“Many years have passed since the first 
convention in which the American Hard 
ware Manufacturers Association partici- 
pated with our Southern friends. There 
ha¥e been changes in firms and men, in 
merchandise and methods, but the South- 
ern Convention more than holds its own 
as the clearing house for hardware prob- 
lems and that congenial contact that makes 
for better understanding and _ personal 
friendship. 

“Rich in tradition and experience, their 
industrial and merchandising problems 
quite distinct, it is both logical and ad- 
vantageous that the hardware wholesalers 
of the South should indefinitely perpetuate 
and strengthen their own organization. It 
is, in fact, our confident expectation that 
these Southern conventions of both man- 
ufacturers and wholesalers will in each 
succeeding year become more and more 
important in the business lives of each. 

“Southern hospitality always has made 
these gatherings memorable, with a happy 
and satisfactory blending of business, en- 
tertainment and recreation. This year, in 
particular, careful planning has presented 
a schedule which not only allots ample 
time for formal consideration of current 
problems and routine business, but equally 
provides opportunity for inforimal discus- 
sion and personal contact.” 
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1—Mrs. and Mr. H. A. Vaughan, Vaughan & Bushnell Mfg. Co. 2—F. E. Pharr, Burhman-Pharr Hdwe. Co., Texarkana, Ark. 3—‘‘Viko” Miller, 
Aluminum Goods Mfg. Co. 4—R. J. Ogilvie, Ogilvie Hdw. Co. 5—George A. Fernley, secretary, National Hardware Association. 6—Charles F. 
Rockwell, secretary, American Hdw. Manufacturers Association. 7—D. A. Merriman, president, American Hardware Manufacturers Association. 
8—W. C. Holleyman of Beck & Gregg Hdwe. Co., Atlanta, Ga., with two friends. 9—A. L. Mackay, Corbin Cabinet Lock Co. 10—Liew 8. 
Soule, editor of “Hardware Age.” 11—Frank Drew, Winchester Repeating Arms Co. 12—Tillman Cavert, Cavert & Lipscomb. 13—J. H. 
Holcombe, Lamson-Sessions. 14—R. G. Guildener, American Screw Co., with T. L. Funderburk, Peeler Hdwe. Co., Macon, Ga. 15—L. 8S. 
Pickup, Stanley Works. 16—P. H. Reynolds, Gendron Wheel Co. 17—K. R. Atwater, Columbian Rope Co. 18—E. C. Waldvogel, Yale & 
Towne Mfg. Co. 19—L. Mouat, P. & F. Corbin. 20—Henry M. Wilson, and H. G. Reinicker, Jno. K. Wilson Co. 21—Geo. T. Bailey, Oliver 
Iron & Steel Co. 22—F. J. Coakley, Samson Cordage Works. 23—G. F. Wiepert and Conrad Kunz, Sargent & Co. 24—A. B. Sternberger, 
N. Jacobi Hardware Co. 25—George Harper, National Enameling & Stamping Co. 26—J. R. Higgins, U. 8. Cartridge Co.; T. W. Cahill, 
The Marlin Firearms Co., and Frank I. Clark, Iver Johnson’s Arms & Cycle Works. 
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Left to right—J. M. H 


Harrington, Harris Hdwe. Co.; Paul Washburn, Council Tool Co., Wananish, N. Cc. 


odges, Harris Hdwe. Co., Washington, N. C.; A. B. ya y Jacobi Hardware Co., Wilmington, N. C.; J. M. 
d J. E. Kelley, Simonds Saw & Steel Co.; G. M. Riley, 


Irwin Auger Bit Co.; Hugh C. Foster, Continental Roofing Co.; S. A. Mitchell and L. A. Sullivan, Irwin Auger Bit Co. 


Future Datings Are Not Justified, Agree W. A. Lee 
and Harry A. Black 


GREEING that future datings 

are not justified on regular or 

seasonal merchandise and that 
such practice is economically un- 
sound, Harry A. Black, president 
Black Hardware Co., Galveston, 
Tex., and W. A. Lee, Orgill Bros. 
& Co., Memphis, Tenn., offered for 
consideration at .the Wednesday 
morning joint session some idea on 
this important session. Chairman 








BRUCE KEENER, JR. 
C. M. McClung & Co. 











Merriman read the question, “Is there 
justification for unusual datings on 
other than seasonable lines?” and 
asked for expressions. Mr. Black 
said in part: 

“I am rather antagonistic upon datings. 
I believe that datings have ruined a very 
large number of implement dealers—among 
the retail trade. I believe datings are 
wrong. When datings are given by manu- 
facturers to the jobbers, they are passed 
on to the retailer. I believe that this re- 
sults in restricted business. A dealer is 
supposed to have a credit limit, and they 
are inclined to hold up on their orders 
until they have paid up on some particular 
thing they have had a dating on. They 
are not inclined to add to their purchasers 
on this account. For that reason our com- 
pany has discouraged the handling of am- 
munition entirely. We also believe that 


datings discontinued.” 





Personally, I would like to see future 


To which Mr. Lee agreed, adding: 


“Our position is that there is not. The | 


it is not good training for the retailer. — to reduce expenses to the same 


| measure, therefore turnover is the only 


| thing left to the jobber whereby he may 
| maintain reasonable net 


earnings. 
“It therefore seems to be that no jobber 


possible margin of profit to the jobber of | of today is justified in, nor can he afford 


| 
| 
| 
| 





A. E. ALVERSON, secretary 
Greenlee Tool Co., vice-president 
American Hardware Manufactur- 
ers’ Association, who in the ab- 
sence of President Merriman 
brought the greetings of the 





manufacturers to the Joint Con- 
vention at the opening session 
Monday night 


today is too small to warrant undue risk of 
loss from bad debts that come from future 
datings, nor do they justify longer credits 
than regular on seasonable merchandise as 
essential as turnover in merchandise. 

“There are two distinct currents of 
thought in the business world today on 
this subject. One is of the net price spot 
cash idea, with a very small expense and 
with narrow margins and quick turns of 
investment. The other, long time or in- 
stallment selling with longer profits to 
take care of the greater expense and the 
greater risk involved. 

“Unfortunately, for the present-day 
hardware jobber, he is unable to avoid an 
ever-increasing expense account, and at 
the same time he has forced upon him, 
or perhaps I should say, has created by 
his own tactics, a condition that has re- 
sulted in smaller margin. Anyway, we are 
faced with narrow profit margins and are 





to give extra or unusual datings on any 
lines or at any time except on such sea- 
sonable merchandise, as it may be to his 


| advantage and to the manufacturer’s ad- 


for him to sell and ship out in 
or in ad- 


vantage 
advance of its regular season, 








J. P. McKINNEY, JR. 


McKinney Mfg. Co., Vice-President, 
American Hardware Manufacturers 
Association 











vance of the time, the goods are actually 
in need. And not then, as I see it, except 
when a corresponding dating is given to 
him by the manufacturer. It being ap- 
parent, it seems to me, that unless he 
secures this dating from his manufacturer, 
he is simply lowering his net profit to the 
extent of the extra cost of carrying these 
accounts, and this certainly is not justified 
in the fact of all the foregoing conditions, 
and in the fact of the further fact, as I 
see it, that any shipments going out to 
jobbers’ customers in advance of the sea- 
son are mutually beneficial to manufac- 
turer and jobber. 

“I therefore repeat, that I do not believe 
extra datings are justified except on goods 
shipped out in advance of their season, and 
then only when the extra dating is given 
by the manufacturer.” 


Sina cerclrustoatannnen-seumnnineaiioeetente sere. 
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Left to right—M. E. Wyckoff, Hardware World; Roy Webster, Sands Level and Tool Co.; A. W. Sexsmith, R. R. Wendt and E. N. Gosselin, 


Phoenix Horse Shoe Co.; J. 


E. Buscher, Motor Wheel Corp.; C 


Wells, Remington Arms Co., Inc.; J. W. Tabor, McClendon Hdwe. Co.; 
Charles L. Reierson, Gilbert & Bennett Mfg. Co., and W. G. Shelton, Remington Arms Co., Inc. 


Work of Hardware Council Outlined by 
N. R. H. A. Secretary H. P. Sheets 


DDRESSING the joint open- 
ing session Monday night, Na- 
tional Retail Hardware Asso- 
ciation, Secretary-Treasurer Herbert 
P. Sheets told of the wonderful co- 
operative study and work being done 
by the Hardware Council. In part 
Mr. Sheets said: 
“Three years ago at your Dallas meet- 
ing the Southern Hardware Jobbers As- 
sociation decided to become a party to 








WALTER H. DONLEVY 
Carter, Donlevy & Co., President of the 
National Hardware Association, whose 
greetings he brought to the joint conven- 
tion, speaking briefly at the Monday night 

opening session 











the Hardware Council. All three branches 
of the hardware industry have their sepa- 
rate organization, each functioning along 
its own line. Some years ago it was de- 
cided that there should be some getting to- 
gether in these three branches of the trade 
to consider problems that were coming to 
all branches of the trade, and with that 
idea the Hardware Council was organized. 
For something like two and a half years 
it has tried to function with representa- 
tives from each of the organizations in- 
volved. It has deliberated on a number of 
problems which are common to all and 
each branch has made reports and recom- 
mendations. Some of those reports were 
presented to you about a year ago in a, 








pamphlet called ‘Trade Betterments.’ All 
other reports have been published in at 
least some of the trade papers. It seems 
to me that the greatest work that the 








HERBERT P. SHEETS 
Secretary-treasurer of the National Re- 
tail Hardware Association and secretary 

of the National Hardware Council 











Council has done was in its diagnosis of 
hardware distribution which was made pub- 
lic last January. For the first time so far as 
I know a studious body, composed of rep- 
resentatives, men from each branch of the 
industry, studied the matter. In present- 
ing this study—this diagnosis of hardware 
distribution—the Hardware Council did 
not attempt to prescribe solutions of vari- 
ous problems, but they asked that the 
various organizations prescribe. That 
challenge has been accepted by the retail 
organization, which will lay upon its study 
table that portion of the Council’s report 
relating to the retail hardware trade, and 
its problems, and at our Boston Convention 
the last week of June, this year, the en- 
tire program will be built around that 
section of the Hardware Council’s report. 
Out of that we hope to evolve something 
that will be in the nature of a solution, 
and you, gentlemen, whether you be whole- 
salers or manufacturers, are entitled to sit 
in at the sessions of that meeting and as- 
sist us in that solution. 

“It was remarked last week by cne of 


, the officials of the Texas jobbers associa- 
| tion at their meeting that we shall never 
eliminate competition. We might just as 
well forget that idea if we ever had it. 
Competition has been with us ever since 
the beginning of commerce and will prob- 
ably be with us as long as commerce con- 
tinues. Now I do not think any of us 
| would enjoy business without competition, 
| but we do realize that perhaps because of 
| the complexity in industrial commercial 
life our competition, as your president has 








JOHN DONNAN 
W. 8S. Donnan Hardware Co., Richmond, 
Va.; secretary-treasurer, Southern Hard- 
ware Jobbers’ Association 











told you, is somewhat more intensive than 
it was formerly and for that reason, if for 
no other, these three branches of trade 
should get together and consider their 
various problems and look at the hardware 
question as a whole and try and arrive at 
a solution of the main problems. I can 
understand readily that some manufactur- 
ers will sell their products directly to the 
retailer, or direct to the consumer, and 
consider that the most economical way of 
distribution, but so far as the rank and 
file of retailers, jobbers and manufactur- 
ers, it seems to me until we get upon a 
different basis the economic means of dis- 
tribution is through the three branches of 
the industry. I say we must think of this 
hardware distribution problem as a unit 
problem of the three branches. 
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Left to right—W. E. Cross, Clemson Bros., Inc.; Robert E. Thompson, The Lufkin Rule Co.; N. J. Clarke, Lake Erie Bolt & Nut Co.; W. A. 


Gordon, Sterling Wheelbarrow Co.; J. 


Q. A. Sands, Sands & Hulfish, Baltimore, 


HARDWARE AGE 


Md.; J. F. Wood, Griffin Mfg. Co.; P. J. Cosgrave, 


Secretary Rockwell Reports Thirteen New 
Members of Manufacturers’ Ass’n 


report to the American Hard- 

ware Manufacturers’ Association, 
Secretary-Treasurer Charles F. Rock- 
well expressed sincere appreciation 
for the loyal support and complete co- 
operation of officers and members. 
Explaining some of the features of 
the convention and announcing thir- 
teen new members, Mr. Rockwell 
said in part to the manufacturers’ 
Tuesday morning meeting : 

“Tt is not feasible to extend the life of 
a convention beyond its normal; there are 
in a joint convention certain mutual prob- 
lems of current importance which demand 
consideration, and the rotitine business of 
each association cannot be overlooked. 
Over and above both is the desire on the 
part of both manufacturers and jobbers 
for ample opportunity for personal contact 
and discussion. 

“Interesting as the Group Meetings and 
operation are to our own membership, it 
was apparent that the greater benefit to all 
concerned would accrue by omitting the 
Group Meetings at this convention and 
concentrating on the current, general prob- 
lems of common interest and upon oppor- 
tunity for personal contact. 

“No subject is of greater current and 
vital interest to every manufacturer, whole- 
saler and retailer than the matter of re- 
sale prices. We are to be congratulated 
in having had this morning the opportunity 
of listening to Mr. Levy, who is generally 
conceded to be a foremost authority in 
this country on the Sherman, Clayton and 
Federal Reserve Acts. He has made clear 
the provisions of the so-called Capper- 
Kelly Bill, and has told you how indi- 
vidual manufacturers may, under existing 
law maintain resale prices on their prod- 
ucts. 

“Of but secondary interest is the next 
topic of the morning, ‘Has Service in the 
Form of Missionary Effort Worked to the 
Ultimate Benefit or Detriment of Manu- 
facturer and Wholesaler?’ Opinions dif- 
fer as to the actual benefit or wisdom of 
sales promotion effort in the perhaps ex- 
cessive degree that is the natural result of 
modern competitive conditions. This mat- 
ter also will be discussed in an entirely 
informal and candid manner, and it is 


p RESENTING his semi-annual 








CHARLES F. ROCKWELL 


Secretary-Treasurer, 
American Hardware Manufacturers’ Ass’n 











hoped that opinions frankly expressed, on 
whichever side, may lead to definite and 
valuable conclusions. 

“The final meeting of our own associa- 
tion will be held on Thursday morning, 
at which I urge the attendance of all. In 
this session there will be informal reports 
from the various groups, discussion of 
how they may more fully serve the mem- 
bership and of suggestions for the Group 
programs at the fall convention. Those of 
you who were present at the similar meet- 
ing held last October will recall the in- 
teresting character of this intimate, wholly 
informal gathering of the membership. 

“The American Hardware Manufactur- 
ers Association does not and cannot guar- 
antee to solve all the problems nor cure 
all the ills of individual members. Some 
of them, however, would be amazed at the 
number of services which the office can 
and does very satisfactorily render when 
given opportunity, and many times without 
the knowledge of those whom the service 
most benefits. 

“The secretary is, nevertheless, gratified 
at the steadily increasing recognition of 
the practical service our location, organ- 





ization and contact permits. It is impossi- 


! 





ble to catalog the scope of this service; 
that is determined by the individual neces- 
sity. 

“In recent months it was our pleasure 
to ascertain for groups of manufacturers 
in distinct industries all embraced within 
our membership, the definite trend toward 
increased distribution through wholesalers 
of hardware as contrasted with other im- 
portant channels. Substantiating facts and 
figures were of practical importance to 
every mill involved, and recognition of 
these facts will ultimately react to the 
advantage of the hardware jobber. 

“Similarly, we have collected and dis- 
tributed certain legitimate general infor- 
mation as to terms and allowances prevail- 
ing in certain other distinct industries. 

“We have been of direct but unknown 
assistance in the recommendation of what 
are known as ‘merchant appraisers’ in 
cases affecting hardware interests before 
the United States Customs Court. 

“We have in a number of instances ad- 
vised individual members in reference to 
import troubles; sources of supply for un- 
usual and little-known material have been 
located, and manufacturers advised where 
special machine devices might best be ob- 
tained. 

“At all times some important position 
seeks the qualified candidate, and not in- 
frequently this office is in position to es- 
tablish the contact. In the nature of 
things, we know the men seeking change 
or better positions, and may thus be of 
mutual and valuable service. Similarly, 
manufacturers seeking local or foreign 
sales agencies may communicate with us 
to advantage. 

“Since my report at the Atlantic City 
meeting the following thirteen companies 
have been admitted to membership: 

“Forsberg Mfg. Co., Bridgeport, Conn. ; 
R. Herschel Mfg. Co., Peoria, Ill.; W. C. 
Heller & Co., Montpelier, Ohio; Couch 
Bros. Mfg. Co., Atlanta, Ga.; Congoleum- 
Nairn, Inc., Philadelphia, Pa.; Champion 
Hardware Co., Geneva, Ohio; Jones & 
Laughlin Steel Corp:, Pittsburgh, Pa.; 
General Wheelbarrow Co., Cleveland, 
Ohio; Metal Ware Corp., Chicago, III; 
Oscar C. Rixson Co., Chicago, IIl.; Spark- 
lets, Inc., New York City; Tennessee Coal, 
Iron & Railroad Co., Birmingham, Ala. ; 
Buffalo Bolt Co., North Tonawanda, N. Y.” 
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Left to right—E. F. Raue and R. L. Rogers, Payson Mfg. Co.; Russell A. Smith, McKinney Mfg. Co.; C. 
Lee, Orgill Bros. Hdwe. Co., and P. D. McKenzie, 


J. W. Terhune, Consolidated Electric Lamp Co.; 


w. &. Perkins, American Chain Co.; W. A. 


National Carbon Co. 


R. Jackson, Tyrrell Hdwe. Co.; 


Legalize Resale Price Maintenance, 
John G. Ralston Says in Discussion 


HY sci on record as_ favoring 
amendment to the Sherman | 


MPHATICALLY placing him- | 


| merchandise 


and Clayton laws so that resale price | 


maintenance could be legalized John 
G. Ralston, Reynolds Wire Co., 
Dixon, Ill., a member of the manu- 








DON 8. BRISBIN 
Columbus-McKinnon Co. 











facturers’ executive committee, out- 
lined briefly and definitely the out- 
standing advantages such procedure 
would offer manufacturer, jobber, 
dealer and even consumers. In part 
Mr. Ralston told the \Wednesday 
morning joint session: 

“I am strongly impressed with the neces- 
sity of constructive legislation amending 
the Sherman and Clayton laws, which the 
country in some respects has outgrown, 
and in my opinion, it is of the greatest 
importance that steps be taken at once to 
legalize the maintenance of resale prices. 
The beneficial effects would be: 

“To reduce, if not to eliminate, 
price cutting and profiteering, which are 
injurious to both the wholesaler and re- 
tailer, as well as to the manufacturer. 

“The outstanding advantages would be: 

“First, To the Manufacturer. 

“*A profit more commensurate with the 
risk to invested capital. A justification 


vicious 








for larger expenditure on the quality of | 


the 
to 


manu fac- 
the 


because of 


turers greater responsibility con- 








E. STONE 
Stanley Works 


J. 











sumer whose good will is esserftial to busi- 
ness success.’ 

“Second, To the Jobber or Wholesaler. 

“*A reasonable margin of profit on some 
lines (such as ours—Wire Screen Cloth), 
which are now sold either at a loss, small 
profit or under the average cost of doing 
business.’ 

“Third, To the Retailer. 

“*A more stabilized market. A _ better 
relative purchasing position and relief from 
chain-store competition. 
and profit in selling quality merchandise, 
which would satisfy the ultimate consumer.’ 

“Fourth, To the Consuming Public. 

“Less deception, and the advantage of 
being able to recognize better quality and 
to get greater value for dollar expended. 
The consumer would benefit by a higher 
and more uniform standardization of mer- 
chandise, and without a corresponding in- 
crease in cost.’ 

“Legalising Resale Prices, and price con- 
tracts would neutralize chain-store compe- 
tition by distinguishing quality and trade- 
marked goods, thus definitely separating 
them from cheap substitutes offered at 
lower prices. 








Greater success | 





“I can see no disadvantages which would 
be so serious as present tendencies of busi- 
ness in manufacturing, selling and dis- 
tributing. Competition would prevent pro- 
hibitive resale prices, which in themselves 
would restrict sales. What manufacturer 
is not striving to increase sales rather than 
to restrict them? 

“In many lines we have had enough 
‘Profitless Prosperity” The existing laws 
are inadequate for modern business. They 
do not clearly define what we may and 
may not do. It takes the Supreme Court 








8. HORACE DISSTON 
Henry Disston & Sons, Inc. 











to interpret them and to tell us when and 
how resale prices are legal, resulting in 
much uncertainty and unfairness to all. 

“We are afraid to form necessary and 
desirable protective trade associations. 
Meetings of competitors, held to correct 
trade abuses and to help stabilize a critical 
market situation, are frowned upon and 
may be the basis of attack on the ground 
of illegality as attempting to restrain trade. 
Restraint is essential, and so is protection. 
Both should be and can be reasonable. 
Why should purchasers be permitted to 
organize and sellers be prohibited ? 

“We need a modern law covering 
Restraint of Trade that is clear, reason- 
able, fail, unprejudiced, and practical. 
Such a law would improve business gen- 
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Left to right—C. C. Devall, Doherty Hdwe. Co.; W. C. Hutchins, The Hutchins Co.; J. K. Dyer, Doherty Hdwe. Co.; R. N. Hicks, Isaac Black, 


general manager, and J. A. Mansergh, sales manager, Russell & Erwin Mfg. 


erally and aid greatly in correcting many 
abuses that have grown like barnacles 
which need scraping off before our ship 
can make the progress of which it is 
capable. 

“As to what legislation will bring us 
the relief desired, I am not competent 
to state, nor am I sufficiently acquainted 
with the provisions of the Capper-Kelly 
bill to say whether it is entirely sound 
or not, but it surely is constructive and 
aimed in the right direction. Possibly the 
suggestion of Mr. Levy would be adequate, 
namely, an amendment to the Sherman 
Law to the effect that ‘Nothing herein 
shall prohibit contracts on resale prices.’ 

“I believe that proper legislation should 
be developed through representatives of 
various associations having records and 
experience, and with such various govern- 
mental agencies as would be interested and 
helpful. 

“Such associations as Bolt, Nut and 
Rivet Manufacturers, the Motor and Ac- 
cessories Manufacturers, and others are 
doing much to crystallize thought on this 
subject—others should be more active. 
The time has come, in my opinion, for 
the American Hardware Manufacturers’ 
Association to take a more active part in 
this important matter, whether directly or 
through its various groups of members. 
Its commendable policy of keeping out of 
politics and away from lobbies need not 
prevent it from making this an issue in 
its membership, and from developing a 
constructive program to help get results.” 

Following Mr. Ralston’s survey of the 
subject, a pertinent discussion from the 
floor made this part of the session most 


interesting. 
F. E. Pharr, Buhrman-Pharr Hardware 
Co., Texarkana, Ark.-Tex., said: “The 


truth of the matter is, none of us want 
to violate the law. Most of us intention- 
ally intend to keep within the scope of the 
law. I am of the opinion that there can 
be no good constructive work accomplished 
that would benefit only one line of indus- 





U. 8S. Cartridge Co. 


try. If it is good only for the manufac- 
turer and not good for the jobber, nor for 
the retailer, nor for the ultimate consumer, 
then the plan is not constructive. If, on 
the other hand, it is good all down the line 
to the ultimate consumer, then we are 
bound to say that it is constructive. Also, 
no good, sound thinking manufacturer 
would want to operate under other lines.” 

D. D. Peden, Peden Iron & Steel Co., 
Houston, Tex., said: “I think Mr. Pharr 
has expressed it in good shape. Why, 
there is no doubt, but what the jobbers 
and the distributors have been suffering 
very largely in the last few years on ac- 
count of price cutting, and in a way it 
seems unfair competition. We all are en- 
deavoring to find some way out of it. I 
am a very great believer in the work that 
Mr. Charles J. Graham and his committee 
are doing. It seems to me that they are 
showing us the light, and they have taken 
a step in the right direction, and if it can 
be done with bolts, nuts and rivets, etc., 
why can’t it be done along other lines? 
As I understand, Mr. Graham has gone 
over the matter very thoroughly with the 
powers to be, and so far I do not hear 
of any of them going to Leavenworth or 
Atlanta. What will happen later I do not 
know, and I hope we will be set clear, but 
I cannot help but believe that we ought 
to be able to work out some plan so that 
the manufacturers can make a reasonable 
profit so well as the jobber and the re- 
tailer, and then pass the goods on to the 
ultimate consumer at a figure that would 
be fair to him to pay.” ; 

S. Horace Disston, vice-president, Henry 
Disston & Son, 
and past president, Manufacturers’ Asso- 
ciation, said: “Our company for a num- 
ber of years has had a resale policy more 
or less effective. In June, 1925, we de- 
cided, on advice of able counsel, that we 
had better put, so to speak, scme teeth in 
our resale policy. After the decision was 
passed to allow the manufacturer the right 
to refuse to sell for any reason, we pre- 


Inc., Philadelphia, Pa., | 


Co.; W. D. Higgins, Savage Arms Corp., and J. R. Higgins, 


pared a letter under advice of counsel and 
sent it forth, saying we would have the 
right to refuse to sell a dealer under cer- 
tain conditions. We believe the jobber 
must make a profit, and we believe when 
the manufacturer does set resale prices and 
allows an ample margin to take care of all 
the overhead and obtain a little profit, the 
jobber ought to avail himself of the op- 
portunity presented by the manufacturer. 
I believe if you follow the straight and 
narrow path, you will obtain results. I 
believe, if resale prices are legalized, we 
can start off at the beginning, knowing 
exactly where we are at.” 

A. E. Alverson, secretary, Greenlee Tool 
Co., Rockford, Ill., and _ vice-president, 
Manufacturers’ Association, said: “To my 
mind, there is just one thought, possibly 
Mr. Graham can work this out and can 
answer this question: If you fix resale 
prices, would it be a blanket proposition 
or make it regional? We all know, due 
to transportation costs and due to sugges- 
tions of business policy distribution, costs 
vary in different sections. The cost of sale 
varies to the manufacturer, and the cost 
of sales to the jobber certainly varies, and 
the retailer has a similar proposition. I 
would like just a little enlightening how 
that particular angle might be handled.” 

In answer, Charles J. Graham, Pitts- 
burgh, Pa., president, American Bolt, Nut 
and Rivet Association, said: “As far as 
fixing retail prices in our plan, we have 
not attempted to do that. In fact, we have 
not discussed general prices either from a 
manufacturers’ standpoint or from the 
standpoint of the jobbers. We have tried 
to keep away from the price question en- 
tirely. We have tried to create a condition 
whereby, with proper cooperative effort 
and constru¢tive work in our own organ- 
ization, so that the price question pretty 
well takes care of itself, and we do not 
| dictate as to what the resale prices would 
| be; that is left entirely to the jobbers of 
| the various sections of the ccuntry in 
| which bolts, nuts and rivets are sold. 








Left te right—F. T. Wetmore, J. K. Wilson Co.; C. H. Wagner, American Fork & Hoe Co.; J. H. Hitt, A. Baldwin & Co.; James H. Oliver, 


Oliver Bros., Inc.; Arthur Deveney, Theodore 





C. Rose and Mark Palmour, all of American Handle Co.; 


Pyrex Sales Division, Corning Glass Works 


J. Lacey and “Slim” Powers, 
















































































1—Mrs. George A. Fernley. 2—Mrs. W. H. Foege, Chicago; Mrs. D. R. Watermann, Birmingham, Ala.; Mrs. F. R. Nichols, Mrs. E. J. English, 
and Mrs. 5—Mrs. Llew S. Soule. 6—Miss Francis in the center 


P. C. Butler, Shreveport. 3—Mrs. M. J. Lacey. 4—Mrs. H. A. Vaughan. 
and two friends from the Registration Desk. 7—Mrs. F. H. MclIsaacs, Mrs. J. L. Jennings and Mrs. F. A. Bond. 8—Mrs. and Mr. W. B. 
Paulscraft, R. K. Carter & Co. 9—Mrs. Walter I. Bloch and Walter I. Bloch, Selma, Ala. 10—Mrs. Roy Webster. 11—Mrs. & Mr. Van B. 
Hooper. 12—Mrs. Hornibrook; Geo. H. Griffiths, general manager, “Hardware Age,” and Mrs. Geo. F. Wright. 
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manager, Birtman Electric Co.; Mre. B. R. 





Satis es wi 


ht—Mrs. E. F. Mulhern and E. F. Mulhern, vice-president, Birtman Electric Co.; Mrs. 
— oa 7 Foley; T. E. Parnell, Crucible Steel Co. of America; C. S. Haggerty, E. C. Atk 


Orleans, La., representative 








J. P. Harding; B. R. Foley, division sales 
s & Co., New 


Missionary Effort Benefit or Detriment to 
Manufacturers and Distributors? 


meeting Wednesday morning 

was a general discussion on the 
question “Has service in the form of 
missionary effort worked to the ulti- 
mate benefit or detriment of the man- 
ufacturer and wholesaler?’ Those 
participating considered the invest- 
ment of money and effort and offered 
their own observations on the results. 

Harry J. Strugnell, vice-president 
Remington Arms Co., Inc., New 
York City, citing his experiences 
with the missionary salesman prob- 
lem, said in part: 

“The Remington Arms Company is one 
of the early companies to start out mis- 
sionaries. In the early days the plan was 
quite different from the one being used at 
the present time. 

“I could say in answer to the question 
that I believe at the present time the gen- 
eral missionary system of traveling with 
jobbers’ salesmen is a detriment to the in- 
dustry, both to the manufacturers and the 
jobbers. It is a very expensive form of 
selling; it adds considerable to the cost 
of the goods when they reach the con- 
sumer because of the selling cost, which 
naturally has to be paid by the consumer 
eventually. Some years ago the question 
was discussed at considerable length by 
the Southern Hardware Jobbers Associa- 
tion, and the Remington Arms Company, 
at the suggestion of the Southern hard- 
ware jobbers, discontinued travelers with 
jobbers’ salesmen in the Southern terri- 
tory, where that kind of work is principal- 
ly confined. We carried out that policy 
for several years, but had to go back to 
it again because competition drove us to 
it. We find that there are a great many 
things about it that are most unsatisfac- 
tory. For instance, at this time of the 
year we have to put on extra men. We 
pick up temporary men; some of them are 
good and some of them are not good. They 
all add to the expense. 

“The way the plan is now handled it 
does not give the missionary the oppor- 
tunity to demonstrate his line, simply be- 
cause he has got to get moving just as 


A N important feature of the joint 





soon as the hardware salesman is through 
with his work.” 

W. Dillon, Northwest Barb Wire Com- 
pany, Sterling, Ill, said: “I personally 
would like to see the old fashioned way 
of doing business with the jobber. Let 
the jobber buy the list.” D. A. Merriman 
told how the American Steel & Wire Com- 
pany employed missionaries in 1900 to 
1905. Continuing in part, he said: 

“When woven fence was new, the re- 
tailers would not undertake to sell it. The 
jobber came upon the scene along after 
the retailers, but the retailer was not will- 
ing to take it in stock. He did not think 
he could sell it, and we employed mission- 
aries to go out and interest a farmer 
and take the order from the farmer and 
turn it over to the retailer, but it was 
abolished by us long before 1910. The 
next time we introduced a missionary was 
when it came to selling steel. 

“They were employed for a period of 
two years. I can say to you that the 
expense was very great. There was a 
time when we had missionaries on the sale 
of horse-shoes. We added to the price of 
selling horse-shoes twenty-five cents a keg. 
The jobber might have had that himself. 
I think that has been the policy for the 
past fifteen years. The American Steel 
& Wire Company has not employed any 
missionaries, and while I occupy a posi- 
tion that has any reference to sales and 
its sales policy there never will be another 
one.” 

Advocating the abolition of the mission- 
ary salesman, Charles H. Ireland, presi- 
dent of the Odell Hardware Company, 
Greensboro, N. C., said in part: 

“The question of missionary represen- 
tation by the manufacturers in jobbers’ 
territories has been a disturbing element 
for a long time. 

“The multiplicity of jobbing houses with 
their varied interests crossing each other 
intensified the need for the presentation 
of the different characters of goods which 
they represented. The manufacturers have 
developed as well as the jobbers, and each 
one was introducing some new feature of 
his goods and was traveling the jobber 
to the point of making him exclusive dis- 
tributor. This necessitated a desperate 








study for the line of goods, in order 
that he might show the advantage of us- 
ing the new goods or continuing to sell 
the old. 

“No country on earth has developed so 
rapidly as has the United States of 
America, and as a consequence there has 
grown up a distribution of territory that 
has not been equaled anywhere in the 
world. Practically every locality has de- 
veloped enough business to create jobbing 
houses in local centers that twenty-five 
years ago were not considered as worthy 
of notice. 

“Now, the result of this, of course, has 
been in the intense competition which has 
arisen by reason of diversified and new 
manufacturers, many lines of goods have 
not received the intense cultivation that the 
manufacturers felt they should have re- 
ceived, and all of our competition of the 
present time grows out of the fact that 
a manufacturer has frequently felt that 
his local representative has not kept his 
goods to the front, as he wanted it done. 
The result of that has been that each 
manufacturer felt that he ought to send 
out a man to exploit his own particular 
goods. This man was in addition to his 
regular traveling man, a man equipped 
with knowledge of the goods so as to in- 
struct the jobber’s salesman as to the value 
of the goods he was selling for this manu- 
facturer. What one manufacturer did the 
other one did, with the result that there 
has been added to the hardware trade an 
immense amount of expense for these 
super traveling salesmen, whose business 
it is to go around and talk and exploit 
the individual goods of the individual 
manufacturer. 

“These men had to make a_ showing, 
and being in a town at a time when trans- 
portation facilities were very slow, noth- 
ing on their hands to do, they commenced 
to drift into the retail houses to explain 
to those people and cultivate them with 
regard to the value of their goods. They 
frequently found that it was possible for 
them to sell goods direct to the retailer, 
and frequently received pretty good offers. 
This resulted in a feeling that, if the 
local jobber couldn’t handle his goods, it 
was perfectly legitimate for him to turn 
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Left te right—L. G. McDonald and John G. Ralston, Reynolds Wire Co.; George 8. Jackson, Wimberly & Thomas Hdwe. Co., 
Ala.; J. H. McDonald, Brown-Roberts Hdwe. & Supply Co.; Harry J. Strugnell, vice-president, Remington Arms Co., ¥ } 
Dudley, Gray & Dudley, Inc., Nashville, Tenn.; John D. Bayley, Wickwire Bros.; 

Charles E, Wallace, Geuder, Paeschke & Frey Co. 


to the retail dealer in order to have him 
represent his particular house. 

“Now, that would have been perfectly 
legitimate if the manufacturer had made 
the price of his goods the same as the 
jobber would have sold the goods to this 
retailer, and if he had adhered to sales- 
manship principles and endeavored to sell 
his goods only at the jobbing price, so 
that he could have persuaded the jobber 
that it was to his interest to take on his 
line of goods, that might have resulted 
in a benefit to the whole trade; but, as 
a rule, traveling men are just like most 
other men—they follow the line of least 
resistance, and the great point which they 
had to offer to the retailer was that he 
would make him the jobbing price if he 
would buy a certain quantity. This 
brought about a feeling on the part of the 
retailer that the jobber had been over- 
charging him for his goods. He never 








J. D. MOORE, SR. 


Moore-Handley Hardware Co., 
Birmingham, Ala. 











stopped to consider the cost of distribu- 
tion nor of the carrying of his account, 
nor of filling his orders from time to time 
in small quantities, etc., but as he had 
been able to get a lower price from this 
factory representative, he became more 
and more a suppliant at the door of the 
manufacturer for recognition. 

“That added another traveling repre- 
sentative, and that is the gentleman we 
want to talk about now. He is known 
as the missionary. His job is to bring 
to the attention of the retailer the superior 
quality of his goods over that of his com- 
petitor. He travels with the salesman of 
the jobbing house; he has but one line 





to present; he gets the first approach to 
the merchant, while he is fresh as a rule, 
comes out with an order in his pocket, giv- 
ing it over to the jobber’s salesman with 
whom he happened to be traveling. Many 
jobbers fell for this, believing that they 
had made progress when they got the or- 
der. Now, the next jobbing house came 
along, whose customer this man happened 
to be, finding frequently that the very 
goods that he had been selling had been 
sold to this merchant by a competitor 
who was traveling with the representa- 
tive of the factory whose goods he sold. 





GEORGE W. EDDY 
Lockwood Mfg. Co. 


He naturally concluded that an injustice 
had been done him, and in order that he 
might retain this customer he offered him 
a confidential 2%4 or 5, if he would cancel 
the business and give it to him. The next 
season the thing would have been repeated ; 
possibly the factory representative would 
go with the other jobber’s salesman this 
time. The result would be that the first 
jobber with whom he had gone, knowing 
how he lost the business the year before, 
he would go with an extra 2%4 beyond 
what the man gave him before, and the re- 
sult would be instead of 2%4 to She would 
get from 5 to 7% or even 10 per cent. 
“The jobbers have insisted that they did 
not allow these special concessions to be 
given, and there has been every subter- 
fuge used on earth to hide these amounts. 
They have been paid out of the pockets 
of the traveling representatives and 
charged to expense account ; sometimes the 
jobber himself allowed it to go through, 
until in some lines for twenty-five years 
they have become so unprofitable that the 
goods have become wholly disagreeable 
for a legitimate jobber to try to sell them. 
“I am not asking for restoration, but 
I am showing that necessary costs go up 
into business almost without a conscious- 
ness of its being there. I believe, there- 
fore, that a cost of this kind ought to 
be abolished, and one of the first things 
that I think should be abolished is that 





Birmingham, 
Col. Houston 


B. Morrison, Fones Bros. Hdwe. Co., Little Rock, Ark.; 


of the traveling missionary, whose busi- 
ness it is to go out and exploit his goods, 
traveling with the salesmen of the jobbing 
heuse. He is a work of ‘super-errogation’ 
and is responsible for a great deal of de- 
moralization which now exists. 

“If the trade would, of its own initia- 
tive, go back to the principles of manu- 
facturer and jobber and jobber to re- 
tailer, and each department of the busi- 
ness would distribute its goods on the 
overhead that is legitimately attached to 
it and confine itself conscientiously to this 
mode of distribution, it would cut down 
overhead and relieve both the jobbing and 
manufacturing interests of a tremendous 
leakage which is unnecessary, and which 
would be remedied by an adherence to 
these principles.” 

Agreeing with Mr. Ireland’s stand 
against the missionary, W. E. Cross of 
Clemson Bros., Inc., Middletown, Conn., 








GEORGE A. TRUMBULL 
Huey & Philp Hardware Co., 
Dallas, Tex. 











and a member of the executive committee 
of the manufacturers association, said: 

“There is no question that missionaries 
are'an expense both to the manufacturers 
and jobbers. I would like to suggest that 
the jobbers’ association put this up to their 
members as a subject to be dealt with and 
allow the manufacturers to really learn 
how the jobbers feel upon the subject. I 
would like to just leave a suggestion with 
the jobbers that, if possible, this subject 
be taken up for consideration in some way 
to accomplish its abolishment by giving 
their opinion to the manufacturers and to 
the American Hardware Manufacturers 
Association.” 
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Left to right—C. W. La Porte, W. G. Hume, A. 
Spencer Steel Corp.; H. B. Webster and George W. Jones, Pittsburgh Steel Co.; A. 


A. Nelson, R. E. Sommer, all of Keystone Steel & Wire Co.; R. J. Southwell, Wickwire- 
1 R. Sisson and G. 


W. Eckhardt, Henry Disston & Sons 


Charles J. Graham Addresses Joint Session 
on “Selling Goods at a Profit” 


'ous trade associations, trade bodies and 


ham Bolt & Nut Co., Pitts- 

burgh, Pa., who as president of 
the American Bolt, Nut and Rivet 
Association has been most active in 
the study of modern distribution 
problems and has been instrumental 
in important distributing reforms, 
was a surprise speaker at the joint 
session Wednesday morning. Chair- 
man Merrimen, introducing him, an- 
nounced the subject as “Selling Goods 
at a Profit.” Mr. Graham said in 


“It seems to be a well-recognized fact 
that the question of proper distribution and 
selling is the major question before the 
business interests of the United States. 
Selling has become so highly competitive 
that most all industries in the country are 
operating without profit, and most of them 
at a loss. The figures that I have before 
me show that almost 50 per cent of the 
manufacturers of the United States are 
doing business at a loss. The interesting 
feature of this list shows that in 1926 
the losses by corporation in 1927 compared 
with 1926 increased 23 per cent, and the 
decline in the profits of the steel interests 
of the United States was 25.7 per cent. 

“The method to pursue in putting busi- 
ness on a profitable basis, of course, has 
been a big problem. The bolt and nut in- 
dustry became. so badly demoralized in 
1924 that something had to be done, to not 
only get it back on a profitable basis but 
save it from bankruptcy, and in our effort 
to improve the situation we got rid of a 
great many of our troubles, and in the 
latter part of 1926 we determined to see 
if we could not change the attitude of the 
jobbing industries of the United States in 
our favor rather than against it. We found 
that the bolt and nut manufacturers, in line 
with a great many other industries, had 
been putting the jobber out of business so 
far as bolts and nuts were concerned, by 
soliciting this trade and becoming the job- 
bers’ chief competitor. We have devolved 
a plan of going to the jobbing interests 
through the country and discussing this 
with them with the idea of trying to elim- 
inate ourselves as their chief competitor, 
and we have succeeded to a large extent. 


C tam Bo J. GRAHAM, Gra- 


This movement appears to have got to 
be quite of national importance through the 
efforts of the nut and bolt industry. 

“A good many associations or organiza- 
tions have been writing to us and coming 
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to Pittsburgh with committees to deter- 
mine how they should operate. As a re- 
sult of this national prominence we felt 
we were assuming a rather heavy respon- 
sibility before the business interests of the 
country, without proceeding further and 
getting ourselves lined up from a legal 
standpoint. We have operated ever since 
our organization under advice of counsel. 
We have been investigated by the Federal 
Trade Commission—in 1927 thoroughly, 
and we decided, after deliberation with 
some of our leading industries and our 
counsel, and to satisfy us that we were on 
the right kind of a basis legally we had 
our solicitor write the Attorney General, 
Mr. Sargent, for an interview. 

“As a representative of the nut and bolt 
and rivet industry I went to Washington 
and talked over our proposition with the 
department. The result of that interview 
is contained in the report to our industry, 
which I will quote. 

“Realizing full well the position of na- 
tional prominence our association, our in- 
dustry and our effort have assumed, 
brought forcibly to our attention in the 





past sixty days by requests from numer- 





others for your president to address their 
organizations outlining our procedure, it 
was decided, after very careful considera- 
tion by Mr. Burke, our counsel, Mr. Wil- 
liam G. Gostin, chairman of the board of 
the Pittsburgh Screw & Bolt Corporation, 
your secretary and your president, that 
some further move was necessary to 
strengthen our position in a legal way. 

“While we have felt at all times under 
advice of our counsel and in every way 
possible that we were operating strictly 
within the law, and knowing full well that 
the Federal Trade Commission has made 
a very thorough investigation of our ac- 
tivities—an investigation that was most 
welcome to all of us—it was thought best 
before assuming further responsibility be- 
fore the world, that we should get the 
opinion of the ‘Court of Last Resort’—the 
Department of Justice. 

“Therefore, on Dec. 14 your president 
wrote to the Honorable the Attorney Gen- 
eral requesting an interview to discuss 
matters pertaining to our industry, and re- 
ceived a telegram on Dec. 19 from Colonel 
Donovan, the assistant to the Attorney 
General, naming Wednesday, Dec. 21, at 
10 a. m., for a conference in Washington. 

“At the appointed time your president 
presented himself at the Department of 
Justice and was interviewed by Mr. Hardy 
of the department, a man thoroughly quali- 
fied by actual experience to review our 
proposition. Mr. Hardy has handled such 
cases for the government on numerous oc- 
casions, having argued for the government 
before the Supreme Court in the recent ce- 
ment case, which was won by the cement 
industry. 

“Having been received by Mr. Hardy 
with the utmost courtesy, we proceeded to 
outline to him in complete detail our ac- 
tivities from the inception of this move- 
ment in July, 1924, down to the present 
time, and including, of course, our plan 
with the jobbing industry. 

“On the completion of my narrative, Mr. 
Hardy said he felt the only thing we might 
possibly have any concern about was this 
attempted elimination of the retail trade and 
the elimination of the competition with the 
jobber. Mr. Hardy said we were within 
our rights in the way we were attempting 
to do it. He cited the recent cement de- 
cision wherein it was shown that the cement 
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A. B. PECK AND JUNIOR, AMERICAN SCREW CO. 


manufacturers all had the same selling 
prices, had a list of dealer customers, had 
a differential price for different classes of 
trade, and to certain trade refused to sell 
at all. At the same time, the Supreme Court 
ruled they were entirely within their legal 
rights. ; 

“Explained fully to him that in no way 
were we as radical as this. That we had 
no price agreements within ourselves, and 
did not attempt to dictate resale prices to 
the jobber, that portion of it being entirely 
up to the jobbing interests. We are simply 
creating a list of the large buyers of bolts, 
nuts and rivets, a list which is worked out 
in harmony with jobbers’ committees in va- 
rious territories, and that this list is the 
only class of trade solicited by the manu- 
facturer. 

“To trade not appearing on this list we 
assure the jobbing interests that in some 
way we will determine the selling prices 
of our products from the jobbers stocks in 
various territories, and will try to protect 
their prices, that we do not refuse to sell or 
quote the trade not appearing on these lists, 
but should we receive inquiries or orders 
from such trade we reserve the right to sell 
or quote any prices we see fit, having in 
mind, however, the assurance mentioned 
above. 

“Mr. Hardy said he could give me a let- 
ter on this so that we might have some- 
thing on record, but this would not be 
necessary. 

“Told him we would much prefer to go 
on as we are without such a letter. 

“Advised him previously of the federal 
Trade Commission’s investigation, and 
stated to him that I thought they had about 
completed their investigation, but that they 
perhaps have not had time to complete their 
report, and we preferred this report to take 
its usual course, and then if anything de- 
veloped to discuss it further later. 

“Mr. Hardy agreed that this was the 
proper way to handle it, and advised me to 
go on just as we were, as he felt we were 
following the right lines. 

“He asked if we had had any adverse 
legal opinion on any of our activities and 
I told him we had. Told him that two of 
our companies in Cleveland had come to 
Pittsburgh with their attorneys and in their 
opinion the method of the creation of our 
basic list and the putting out of a new 
discount at the same time was possibly on 
a basis of what would be termed collusion. 








“Mr. Hardy asked me if I could give him 
the attorneys’ names. Told him I had for- 
gotten the names, but could give him the 
names of the companies they represented. 
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Peden Iron & Steel Co., Houston, Tex. 











He said this would not be necessary, that 
the trouble they were having with a great 
many attorneys these days was the fact 
that they did not realize that industry had 
to have some place to start from. He gave 
as an example the fact that everything had 
to have a place to start from—even a horse 


; race. In a horse race all horses start at 
| the barrier, but this does not necessarily 
| mean that they would finish in the same 
| position. 

“Asked Mr. Hardy in case any manu- 
facturer of our product in the country 
was taking a position disturbing our in- 
dustry, and attempting to break down our 
effort, was it within the law for me to pre- 
sent our case to him, not with the object 
of making actual agreement, but to show 
him the error of his ways and the great 
danger he is creating for himself and in- 
dustry. 

“Mr. Hardy advised that it was entirely 
within my province to do so at any time. 

“We discussed many things within the 
period ot an hour, but these are the salient 
points. 

“On leaving, advised him that we would 
continue along the lines already laid down 
and should we decide to make any changes 
in our policies, would go to Washington 
and advise him before a change was made. 

“He advised that this was the way to 
handle it; that the Department was much 
more interested in ‘hitting a man over the 
head before he got into trouble than after- 
ward.’ 

“After thanking Mr. Hardy and wishing 
each other the compliments of the season, 
left the Department with a wonderful de- 
gree of satisfaction and a feeling that in 
1928 we could further our effort and some 
day reach the pinnacle we are striving for. 

“All that is necessary for each manufac- 
turer to recognize his full responsibility, to 
be thankful for his own present position 
and the position of our industry, and to 
move on into the future showing a greater 
spirit of unselfishness and a sincere desire 
for closer cooperative effort than ever be- 
fore.” 

Mr. Graham called attention to a pamph- 
let entitled “An outline of a plan for a Na- 
tional Conference, distributed by the Bolt, 
Nut & Rivet Industry of the United States, 
311 Ross St., Pittsburgh, Pa.” Quoting 
from it, he said: y 

“A committee is now in existence in prac- 
tically every important jobbing center in 
the cotintry, consisting of a prominent job- 
bing executive as chairman and its member- 
ship covering the outlying territory.” He 
said the points covered included the lead- 
ing cities-of the United States. 








BOB HICKS, Russell & Erwin Mfg. Co.; 


W. C. HUTCHINS, The Hutchins Co., and 


ISAAC BLACK, Russell & Erwin Mfg. Co. 
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Price Competition of Vital Interest, Hon. Felix 


H. Levy Tells Tuesday Meeting 


66 PNDISCRIMINATE and cut- 
throat price competition is one 
of the most important ques- 

tions affecting business today,” said 

Hon. Felix H. Levy, prominent New 

York City attorney at the Tuesday 

morning joint session. Mr. Levy 

discussed the Sherman law and other 
forces that regulate price mainte- 
nance. He was formerly a special 
assistant attorney-general of the 

United States. 

In discussing profitless-prosperity, 
which he said was caused by the 
Sherman law forbidding manu factur- 
ers from making agreements among 
themselves as to their selling prices, 
Mr. Levy said in part: 

“The great corporations like the General 
Motors and U. S. Steel are free from this 
condition and have been enjoying a real 
and deserved prosperity, but all of the reg- 
ular everyday manufacturing companies 
who have to meet unrestricted competition 
are suffering from what has been aptly 
called ‘profitless prosperity.’ This means 
that they have had plenty of volume but 
no profit, because of the fact that the 
Sherman law forbids them from making 
agreements among themselves as to their 
selling prices, so that when any of your 
brothers starts cutting his prices in order 
to get more business the others have to 
follow suit, and this continues in a vicious 
circle so that none of them make any 
money. 

“Similarly, this question of price cut- 
ting affects individual manufacturers of 
trade-marked articles, who are forbidden 
by the Sherman law from making agree- 
ments with their customers to maintain 
resale prices. The result of this is that 
there is always a small number of such 
customers who cut the price of well- 
known articles as a bait to get in custom- 
ers for other articles, with the result that 
the business of their competitors is de- 
moralized and the value of the manufac- 
turers’ trade-mark is impaired and often 
destroyed. 

“While the Sherman law forbids such 
a manufacturer from making agreements 
with his customers to maintain his sug- 
gested resale prices, the decisions of the 
Supreme Court clearly gives to the man- 
ufacturer the right to announce his sug- 
gested resale prices and also to announce 
that he will refuse to make further sale 
to any customer who fails to observe such 
suggested prices. Many leading corpora- 
tions have availed themselves of this right 
and with great advantage, and have largely 
cured the price-cutting conditions in their 
business. But the court decisions show 
that this right must be exercised with great 
care, because such a manufacturer is for- 
bidden to pursue this course in any cor- 
poration with his customer or to accept 





any promises or assurances from his cus- 


| tomers that they will comply with the sug- 


gested prices. There are other similar 
features which must be carefully observed. | 
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This is shown by the decision of the Fed- 
eral Trade Commission only one week ago, 
which issued an order against the Water- 
bury Clock Company and the Ingersoll 
Watch Company, commanding them to de- 
sist from their resale-price maintenance 
policy because of certain steps taken by 
them which the commission declared ex- 
ceeded their legal right. The economic 
evil of price-cutting, both with respect to 
trade-marked articles and also with re- 
spect to the ruthless and cutthroat compe- 
tition which arises among manufacturers 
themselves, is widely recognized by lead- 
ing authorities. In one case Mr. Justice 
Oliver Wendell Holmes used this striking 
language: ‘I cannot believe that in the 
long run the public will profit by this 
course, permitting knaves to cut reasonable 
prices for mere ulterior purposes of their 
own, and thus to impair if not destroy the 
production and the sale of articles which 
it is assumed to be desirable that the peo- 
ple should be able to get.’ 

“On another occasion Mr. Justice Bran- 
deis, shortly before he became a member 
of the Supreme Court, used similar lan- 
guage in denouncing the practice of cut- 
ting the price of standard merchandise. 

“The interesting fact is that this is the 
only country whose laws forbid definite 
agreements whereby both of these evils 
can be prevented. In England, Australia 
and Canada the law takes a most liberal 
view in favor of the welfare and pros- 
perity of its merchants by permitting them 
freely to cooperate with each other and to 
enter into sensible and useful agreements 
whereby price cutting and cutthroat com- 
petition is prevented. In this country, how- 
ever, the Sherman law stands as a barrier 
against such sensible cooperation to the 
great detriment of the best interest of the 





trade and commerce of this country. The 
Sherman law was passed in 1890 to break 
up the great trusts which were menacing 
the existence of small traders. It largely 
accomplished its purposes, but now its ef- 
fect is directly the opposite, for by pre- 
venting independent competitors from en- 
tering into agreements to stop ruinous 
competition among themselves, they have 
in many instances been driven into bank- 
ruptcy or into a long period of unprofita- 
ble business or into the alternative course 
of saving themselves from destruction by 
merging themselves into single large cor- 
porations. The resulting tendency is that 
the business of this country will soon be 
entirely or largely in the hands of mighty 
aggregations of capital and the small in- 
dependent concerns will be driven out of 
existence. This seems to be a result ex- 
actly opposite to that which the Sherman 
law was enacted to accomplish: It may, 
therefore, be well said that the Sherman 
law now fosters and encourages great ag- 
gregations of capital and discourages and 
drives out of existence the small indepen- 
dent business concerns. 

“To summarize the foregoing, it seems 
to be a fact that the plain business of this 
country is not sharing in the general pros- 
perity because of the cutthroat competition 
which exists and which the Sherman law 
makes it difficult to correct; but within 
the limitations of the decisions which have 
been mentioned above, a large share of 
relief is open for the protection of trade- 
marked articles, and likewise the practice 
of indiscriminate competition among manu- 
facturers themselves may to a large ex- 
tent be corrected by the use of the prin- 
ciples laid down by the Supreme Court in 
the *famous Maple Flooring Association 
decision rendered in 1925. Under this de- 
cision it is permissible for members of an 
industry to gather, exchange and discuss 
information as to past transactions involv- 
ing such matters as volume of production, 
cost of materials, overhead cost, sales 
prices and other like topics, provided these 
discussions be not made the basis of agree- 
ments or understandings as to future prices 
or future productions, or as the basis of 
coercion upon others which would be con- 
sidered an act in restraint of trade. 

“Whatever one may think about the wis- 
dom of the Sherman law in its present- 
day application, and whatever one may 
think about the superior advantages of the 
different legal principles which exist in 
other countries on this subject, the fact 
remains that the Sherman law is the law 
of the land, and must be respected and ob- 
served, despite its many onerous features 
of hardships. The relief from these hard- 
ships is to be found in the adoption and 
intelligent use under expert supervision of 
the decisions of the court which have been 
mentioned whereby to a certain large ex- 
tent these hardships can be appreciably 
minimized.” 
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Leslie M. Stratton Is Reelected President 


. Southern Hardware Jobbers’ Association 


ESLIE M. STRATTON, Strat- 
Hardware Co., 
Memhpis, Tenn., was reelected 
president of the Southern Hardware 








THOS. R. FRAZAR 


First Vice-President, Southern Hardware 
Jobbers’ Association 











Jobbers Association at the closing 
session of that organizations- ¢con- 





vention with the American Hard- 


ware Manufacturers Association, at 
the Edgewater Gulf Hotel, Edge- 
water Park, Miss., April 16, 17, 18 
and 19. Mr. Stratton was the pre- 
siding officer during the convention. 


First vice-president Thos. R. 
Frazer, King Hardware Co., At- 
lanta, Ga. and second vice-president 
R. J. Ogilvie, Ogilvie Hardware Co., 
Inc., Shreveport, La., were chosen 
again in their respective positions. 
Friendly John Donnan, The W. S. 
Donnan Hardware Co., Richmond, 
Va. was of course reelected as secre- 
tary-treasurer. 


J. W. Tabor, McLendon Hard- 
ware Co., Waco, Tex., is the new 
member on the executive committee. 
Others serving in this group are 
Chas. H. Ireland, Odell Hardware 
Co., Greensboro, N. C., F. E. Pharr, 
Buhrman - Pharr Hardware Co., 
Texarkana, Ark-Tex., and A. C. 
Cade, Allen & Jemison Co., Tusca- 
loosa, Ala. 


The nominating committee was 
past president, Mark Lyons, Mc- 
Gowin-Lyons Hardware Co., Mobile, 
Ala., Chas. H. Ireland, and B. 
Morrison, Fones Bros. Hardware 
Co., Little Rock, Ark. 


D. D. Peden, Peden Iron & Steel 
Co., Houston, Tex.; W. A. Parker, 
and Geo. S. Jackson formed the com- 
mittee on resolutions. 








R. J. OGILVIE 


Second Vice-President, Southern Hard- 
ware Jobbers’ Association 














The auditing committee was F. E. 
Pharr, J. A. Summers and C. E. 
Speer. 





Hillman Heads the “Old Guard” 


HE “Old Guard” Southern 

Hardware Salesmen’s Associa- 

tion held its twentieth annual 
meeting and banquet at the Edge- 
water Gulf Hotel, Biloxi, Miss., 
Tuesday evening, April 17. Presi- 
dent H. A. Dean, Rome, Ga., pre- 
sided. 

There was the usual routine busi- 
ness reports of committees and the 
annual election of officers. The of- 
ficers elected were as follows: 

President, George H. Hillman, 
Nashville, Tenn. ; first vice-president, 
N. A. Gladding, Indianapolis, Ind. ; 
second vice-president, R. P. Boyd, 
Knoxville, Tenn. ; secretary-treasurer, 
R. P. Boyd, Knoxville, Tenn. Ex- 
ecutive committee: James T. Skelly, 
Wilmington, Del.; E. J. Newey, New 
York ; Charles P. King, Atlanta, Ga. ; 
James M. Wood, Wilmington, N. C. 

Immediately following the busi- 
ness meeting the annual banquet was 
held under the auspices of the ban- 
quet committee—Hugo Weidmann, 
Fred M. Huggins and Sheffield 
Clark. 





A committee composed of George 


Harper and N. A. Gladding was del- 
egated to bring President Leslie M. 
Stratton of the Southern Hardware 
Jobbers’ Association to the banquet 
as an honored guest. 

Mr. Stratton addressed the mem- 
bers on the subject of “The Traveling 
Salesman,” and spoke feelingly con- 
cerning the activities and value of the 
men on the road. 

Llew S. Soule, honorary member 
of the organization, was also called 
on for a talk. He spoke not only of 
the deeds but the responsibilities of 
the members. He stressed the need 
of help and advice for men behind 
retail counters, and the opportunity 
it afforded to members of the Old 
Guard. 

The newly elected officers were 
then introduced and each spoke 
briefly in acceptance of the honor. 

The Old Guard was organized at 
Hot Springs, Ark., on June 10, 1908, 
with forty-six charter members. Of 
these charter members only eighteen 
remain, twenty-five having passed to 
their great reward and three resigned. 
The membership is limited to 100, 





and has a full quota, with a lengthy 
waiting list. 

During the past year the Old Guard 
suffered the loss of two valuable 
membtrs. Harry H. Beers passed 
away at his home in Richmond, Va., 
on May 15, 1927, in his eighty- 
seventh year. He had been the first 
president of the organization and 
was chairman of the advisory board 
to the day of his death. 

John P. Cotchett died at Saranac 
Lake, N. Y., Oct. 21, 1927, after a 
brief illness. 

During the year three new members 
qualified: Paul H. Reynolds, Ashe- 
ville, N. C.; N. A. Cook, Columbus, 
Ga.; and L. L. Sullivan, Atlanta, Ga. 

It might be mentioned in passing 
that Secretary Boyd received a unani- 
mous vote of thanks for his service, 
and had his salary doubled. Since 
“Bob’s” only remuneration is the 
love and respect of his fellow mem- 
bers, doubling his salary has not ap- 
preciably drained the treasury, and 
the report shows the Association in 
good financial condition, free from 
debt, and with a cash reserve. 
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Millions of Consumers Control Business, Says 
Dr. Gus Dyer at Opening Session 


‘6 T is not the trusts, not the mo- 
I nopolies who control business 
today but the millions of con- 
sumers who are controlling the bus- 
iness world at the present time,” said 
Dr. Gus Dyer of Nashville, Tenn., 
eminent student of business ethics 
and editor of Southern Agriculturist, 
before the joint opening session on 
Monday evening. Dr. Dyer spoke in 
place of United States Senator Pat 
Harrison, who was detained in 
Washington. His keen foresight has 
won him a place among the fore- 
most business analysists of the present 
day and in his talk he said in part: 








H. A. DEAN 
Rome, Ga. 
Retiring President Old Guard 











“You know we are just now discover- 
ing who it is that controls business. We 
have had all sorts of theories, and when 
I was growing up as a boy they said that 
trusts controlled business, millionaires con- 
trolled business and the bankers controlled 
business ; they had all sorts of theories, and 
we finally are finding out now who con- 
trols business. It is not the trusts, it is 
not monopolies, it is the consumer—the 
millions of consumers. We are conducting 
business today as never before, and all you 
men are servants of the millions of con- 
sumers in this country, and you have got 
to do whatever they say. You have got to 
obey their fool commands. That is what is 
giving business so much trouble today. 
There never was a time when they were 
so inconsistent and changeable. You never 
can tell what they are going to want next. 
There is no such thing as stabilizing busi- 
ness today. I spoke before the cotton man- 
ufacturers at Atlanta a few years ago. 
They had it in big headlines down there: 
‘The purpose of the cotton manufacturers 








'ARRY A. BLACK, 
president, Black Hard- 
ware Co., Galveston, 


Tex., on behalf of the Texas 
Association and the citizens of 
Galveston, invited the Asso- 
ciation to hold its next meet- 
ing at Galveston. Mr. Black 
stated that before the year was 
out there would be two first- 
class hotels completed in Gal- 
veston, which, between the 
two, would be able to ac- 
commodate twelve hundred 
guests, and assured the mem- 
bers that they would find ev- 
ery comfort if they decided to 
meet im that city. 











is to stabilize the textile business.’ I told 
them that it would take a great deal of 
courage to try to stabilize anything that 
women used; that I had a long ways more 
respect for their courage than I had for 
their judgment. They said other things 
might change, but women had been wear- 
ing clothes a long time, and they thought 
they were going to keep on wearing 
clothes, and one day without giving any 
warning they commenced to cut them off, 
and they cut high, too, and they put the 
textile business on the rocks, and it has 
been there ever since. The women said 
two years ago when this woman movement 
started, if we would give them equal 
rights, the right of suffrage, the rights that 
men have, they would show us something. 
Well, they kept their promise. 

“T am to talk a short while tonight solely 
on the new industrial revolution in the 
South. It is of the greatest importance to 
any man in business today to understand 
the working of the economic laws and 
these fundamental changes that are going 
on—that apply to transportation and man- 
ufacturing, and it is not so long ago that 
the first railroad built in America was built 
—just a hundred years ago—and it was 
South Carolina that built the first railroad 
built in America. They started the road in 
1827. The tendency was, without going 
into the discussion of it—to centralize in- 
dustry. Business up to that time had to 
be centralized. Factories had to be located 
in small local communities. The applica- 
tion of steam to machinery and transpor- 
tation solved the problem, and for the first 
time in the history of the world it made 
it possible to have unlimited power any- 
where you wanted it. They couid not do 
it up to that time. In the second place, the 
railroads gave a world market to every 
factory. That tended to drop out of busi- 
ness the small factory—the factories in 





the country and in small towns. At that 
time railroads competed with each other 
and factories in the country and in small 
towns could not compete with the factory 
located in a competitive center, and that 
tended to drive business to a few big cen- 
ters. The tendency today is not in that 
direction; it is exactly in the opposite di- 
rection. 

“For the last fifteen or twenty years 
business has been leaving the centers and 
cities and going back to the country. That 
is a most important fact about the indus- 
trial movement today, that the factories are 
going to the country towns and the cities 
have got to fight for their lives to hold 
their business; they are fighting to hold 
the manufacturers. They cannot do it. 








W. H. RATTENBURY 
Landers, Frary & Clark 











“South Carolina, I think, is leading all 
American states in this new order. It 
represents the new order of things. North 
Carolina has not a single big city today. 
Have, you ever thought of the difference 
in the railroad situation? You can look 
out of a railroad coach and see smoking 
factories with hundreds of textile mills. 

“The second furniture market of the 
United States is just across the line in Vir- 
ginia. I live in a very poor agricultural 
county—an old tobacco county. We thought 
we were gone at one time. They shifted 
into the furniture business, and they talk 
about a new factory costing one million 
dollars when they used to talk about fifty 
thousand. 

“Another thing, capital has been de- 
throned. Capital no longer dominates busi- 
ness. All these talks about trusts and bank- 
ers dominating business, they are about 
thirty years behind; that is all gone. 

“Capital is a drug now. They come 
around and beg people to take it. They 
don’t come to me, but they do to a whole 
lot of people. See how capital has changed 
in its attitude. I don’t know any better 
example than some of you perhaps have 
had experience. I don’t know of anything 
that gives me more pleasure than to drive 
up to a Standard Oil station and have the 
Standard Oil man come out and wipe off 
my machine.” 
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Ample Recreation Provided at Conventions— 
Greatly Enjoyed by Members, Ladies and Guests 


Entertainment at the 1928 South- 
ern Hardware Convention had an 
important part in the daily program. 
Ample facilities were on hand and 
due to the absence of sessions in the 
afternoon, this time was: utilized by 
both members and ladies for a con- 
tinuous round of recreation and en- 
tertainment. 

On Monday, informal dancing was 
held after the opening session. A 
twenty-five mile drive over the Old 
Spanish Trail attracted many ladies 
on Tuesday afternoon. Tea was 
served at the Picturesque Inn-by-the- 
Sea and the happy party returned in 
time for supper. Mrs. J. G. Ralston, 
Mrs. Lee Shackleford, Mrs. R. B. 
Jones, Mrs. Hugo Weidman and 
Mrs. H. A. Black planned this en- 
joyable trip. In the evening the 
guests gathered on the terrace to 
hear a program of old Negro 
melodies. 











R. P. BOYD 
Savage Arms Co. 
Secretary, Old Guard 








Bridge was all important to the 
ladies, as golf was to the men, so on 
Wednesday afternoon a bridge party 
and tea was arranged. 

Mrs. M. J. Lacey, Mrs. W. E. 
Biggers, Mrs. C. J. O’Neil, Mrs. T. 
R. Frazer and Mrs. W. W. French 
had charge of this affair. Individual 
table prizes were awarded. 

On Wednesday evening, members, 
ladies and guests gathered in the 
Ballroom of the Edgewater Gulf 
Hotel for a splendid program of en- 
tertainment. Joe Gren came down 
from Chicago with a specially select- 
ed group of entertainers whose offer- 
ings were well received. The formal 
ball took place at 10 o’clock. 

It was a well rounded out program 
of entertainment, and the consensus 
of opinion indicated that the efforts 
of the committees in charge were 
not in vain. 





Golf Tournament Attracts Many Members— 
Prizes Both Useful and Appropriate 


NDIVIDUAL demonstrations of the 
I finer points of golf were given in the 
1928 Golf Tournament, which at- 
tracted more golfers this year than in 
any years previous. The splendid 18-hole 
course on the grounds of the Edgewater 


Gulf Hotel was designated as the official ~ 


course for the tournament, which con- 
sisted of 18 holes for two days, or a total 
of 36 holes. 

In the group competing for the lowest 
score without a handicap, C. A. Avant 
of the Youngstown Sheet & Tube Co. 
was tied with E. G. La Garde and 
R. H. Myers, Simonds Saw & Steel 
Co. Mr. Avant and Mr. Myers were 
awarded golf bags and Mr. La Garde won 
a silver cup. 

W. E. Biggers of the Continental 
Screen Co. won a silver cup in the low- 
est score with a handicap group. His 
score was 89—14, net 75. The second 
lowest score with a handicap, won by 
Louis Williams, Daisy Mfg. Co., brought 
him a handsome leather golf bag. His 
score for 36 holes was 151. C. J. Hen- 
dryx, E. C. Atkins & Co., had lowest 
score on the first day with a card of 100— 
30—70. His prize was a driver. P. J. 
Cosgrave, Harpware AcE, had the sec- 











Among those who enjoyed 
the splendid golfing facili- 
ties were Hugo Weidemann, 
New Orleans, La., an 
H. P. Nelson, Atlanta, Ga. 








ond lowest score of 103—30—73 and was 
awarded a box of balls. On the second 
day the lowest score was turned in by J. 
W. Patterson, American Steel & Wire 
Co. W. E. Cross of Clemson Bros., Inc., 
was second. 

The lowest score without a handicap on 
the first day was captured by C. A. 
Schoen, Gendron Wheel Co. with a score 
of 85. He won a driver. J. M. G. Parker, 
American Bolt Co., was the runner-up. 
On the second day scores without a handi- 
cap, Mr. La Garde and Mr. Myers tied 
with 87, and Sheffield Clark, Sheffield 
Clark & Co. came second and was awarded 
a club. The putting contest attracted con- 
siderable attention. On the first day J. 
M. G. Parker won with 30 putts and was 
awarded a putter and six balls. L. M. 
Stratton, Stratton-Warren Co., won on the 
second day with 32 putts and also received 
a putter and six balls. Last but not least, 
the consolation prizes were a brassie to 
R. E. Greenwood, Simonds Saw & Steel 
Co., and W. C. Holleyman, Beck & Gregg 
Hardware ,Co., Mark Lyons, A. C. Cade, 
Stanley Woodward and W. E. Biggers 
made up the golf committee and to whom 
much credit should be given. 
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Seventy-five members and visitors enjoyed a twenty-five mile sail down the Ship Channel. 
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to an excellent dinner and dancing 


At the San Jacinto Battle Grounds they were treated 


Texas Hardware Jobbers’ Association 
Convention Held April 13 


On Friday morning, April 13, the 
thirty-third annual convention of the 
Texas Hardware Jobbers’ Associa- 


tion was opened at the Rice Hotel in | 








W. A. CORTES 
Bering-Cortes Hardware Co., 
Houston, ‘lex. 

President, Texas Hardware Jobbers’ Assn. 











Houston, Tex. This association is 
strictly a Texas organization, being 
composed of twenty-eight of the 
principal jobbers in the State. Their 
combined sales forces well exceeds 
over 300 traveling representatives, 


covering every principal territory in 
the largest State of the Union. 
President W. A. Cortes of the Bering- 
Cortes Hardware Co., Houston, called the 
meeting to order at 9.30 A. M. F. A. 
Heitmann, president of the F. W. Heit- 
|} mann Co., Houston, and formerly presi- 
| dent of the N. H. A., gave the address of 
| welcome stressing the hospitality of the 
| city and inviting the members to make 
| themselves at home while at the conven- 
} 
| 
| 


| tion. 
E. A. Peden, president of the Peden 
| Iron & Steel Co., Houston, was introduced 
as the speaker of the session and delivered 
| a most interesting talk. The session was 
| adjourned following Mr. Peden’s talk. In 
| the afternoon executive sessions were held. 


and visitors were taken on the yacht 
Nicholaus for a twenty-five mile sail down 
the Ship Channel. At the San Jacinto 
Battle Grounds the good ship docked, and 
all enjoyed an excellent dinner and dancing 
till a late hour. 

The Saturday morning session was very 
| well attended. Among the speakers at this 
session were George A. Fernley, secretary- 
treasurer of the National Hardware Asso- 
ciation; Dan Scoates, secretary-treasurer 
of the Texas Hardware & Implement As- 
sociation, and Herbert P. Sheets, secre- 
tary-treasurer of the N. R. H. A. The 
talks delivered by these three well-known 
hardware men were intensely interesting 
and instructive and thoroughly enjoyed by 
all who were in attendance. 

The meeting closed with the annual elec- 





During the evening seventy-five members | 


| tion, at which time all the officers of the 
| past year were reelected. These officers 
; are: W. A. Cortes, Houston, president; 
| J. Paul Kelly, Dallas, first vice-president ; 








DAN SCOATES 


Secretary-Treasurer, Texas Hardware and 
Implement Association 











Edwin Flato, Corpus Christi, second vice- 
president, and LeRoy B. Everett, Houston, 
secretary and treasurer. J. W. Tabor of 
Waco is chairman of the executive com- 
mittee, consisting o1 V. Keith, Beaumont; 
C. Stanley Roberts, Sherman, and George 
J. Gross, Austin. 
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Is the Hardware Dealer Losing His 
Cutlery Business—and Why? 


By Saunders Norvell 


the truth of the cutlery situation in the United States. 

The picture from every . angle—manufacturing, 
jobbing and retailing—doesn’t seem to be a rosy one. 
Probably, in a chatty way, it will do no harm to review 
some of the information | have gathered. 

For three months I have asked almost every man I 
have met to lend me his pocket knife. I have been 
interested in the kind of knives being carried by the 
men I meet. I have been asking ladies where they buy 
the cutlery they use in their homes, and why they like 
or dislike certain kinds of cutlery. I have talked to 
cutlery manufacturers, hardware jobbers selling cutlery, 
drug jobbers selling cutlery, cutlery salesmen for manu- 
facturers, and jobber salesmen. Probably the simplest 
and clearest way to write this article will be first, to 
state all the things I have heard of a discouraging nature 
about cutlery; then the good things; and then my con- 
clusions. 


Fn: several months, I have been trying to get at 


City Knives 


The first thing that has impressed me is that the 
situation in the large cities and in the country is entirely 
different. There is distinctively.a city pocket knife and 
a country knife. City men, I find, carry a small flat 
knife—usually two blades, one at each end. City men 
tell me that in the old days when we sharpened our lead 
pencils they required a good sharp knife, but now most 
men are using patented self-sharpening pencils, there- 
fore this use for the knife has disappeared. A city 
pocket knife is now used mainly for manicuring 
purposes. I have also noticed in this investigation that 
a very large number of he-men Americans take great 
pride in their vest pocket battery of pens and pencils— 
this battery hooked carefully over the edge of a pocket 
looks very businesslike. It must take some little time, 
when the American changes his clothes, to change all 
his paraphernalia from one vest to another. A pocket 
knife should certainly be added to this assortment. 

I also find that many a high-priced knife is sold in 
the city with a ring or shackle on it to dangle with other 
objects of art at the end of the watch chain. Many 
such knives are made of gold and some of them are 
even studded with precious stones. These knives are 
usually bought by the ladies at Christmas time for 
husbands, sweethearts, etc. I myself, last Christmas, 
was presented with one of these gold handled knives 
with a front door key to my house, with a gold key 
neatly made to slip into the handle of the knife. This 
knife is a work of art and the golden door key always 
gives me a feeling of opulence. Curious to relate, this 
knife was presented to me by a hardware man! 


Cutlery Selling in New York 


Here in New York upon visiting a number of retail 
hardware stores and asking about cutlery sales, I was 


informed that the cutlery business was “on the bum.” 
I found the retail hardware dealers were paying very 
little attention to cutlery. The assortments they carried 
were poor; stock was dusty, mixed up, not well-kept or 
properly displayed. They did not stick to one brand 
and the general appearance of their show cases indi- 
cated a lack of care and attention to cutlery sales. 

I also found that a concern by the name of “Weck” 
has seven exclusive retail cutlery stores in New York. 
These stores carry very complete stocks. Show win- 
dows and show cases are well arranged; show cards are 
properly used. Having a knife with two broken blades, 
I left it to be repaired by Weck. I was given a receipt 
in the form of a ticket. On this ticket was the date 
when the knife would be finished. I saw them put my 
knife in an envelope. Evidently, repairing knives was 
a regular business with them. I called on the date 
designated and was handed my knife. It had not only 
been rebladed, but it had been sharpened, oiled and 
polished, and was returned to me in a soft leather case. 
] paid what I thought was a pretty good price for the 
service, but everything was so well done that I did 
not raise any objections to the price charged. 

I also notice that Weck is doing quite a little adver- 
tising. They carry cards in the New York subway and 
the surface lines. One of my friends desiring to buy 
an old-fashioned razor told me that he bought it from 
Weck simply because he felt that Weck was the head- 
quarters for cutlery, knew his business, and that he 
would get a good razor. He also told me that he took 
his razors back to Weck to be honed and kept in order. 
It would, therefore, seem that while the retail hardware 
stores are practically dropping out of the cutlery busi- 
ness, these exclusive cutlery stores are building up a 
large and profitable business by concentrating on cutlery. 


Country Knives 


Out in the country, I find the prevailing idea among 
a considerable number of jobbers, their salesmen and 
retailers that high-priced fancy pocket knives cannot 
be sold. Recently, to test out the accuracy of this idea, 
a cutlery manufacturer advertised a $5.50 pearl-handled 
pocket knive in a national magazine suggesting in the 
advertisement that if the consumer could not obtain the 
goods from his local retail hardware merchant that he 
send the amount of money direct to the manufacturer 
with the name of his local retail merchant—the idea 
being to mail the knife to the consumer and send a profit 
on the transaction to the local merchant. As a result 
of this single advertisement, in one month this manu- 
facturer received $750 for these pocket knives and in 
the majority of the orders, the buyers stated they could 
not obtain the knives from their local merchants and 
therefore ordered direct. This test seems to prove 
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rather conclusively that there is still a demand for high- 
priced pocket knives. 


Knives in Classes 


After the genéral division of city knives and country 
knives, the Sale of. pocket knives falls into certain 
classes, for instance; there is the carpenter’s knife— 
made with blades to meet the carpenter’s uses—like 
scribing, etc.; the hunter’s, knife with large blades for 
skinning; the ranchman’s knife with blades especially 
made for use in the ranch, speying blades, etc. ; fisher- 
men’s knives with blades made to suit the uses of the 
fishermen and with the handle arranged as a disgorger. 
Then in recent years, there has been a very large sale 
for scout knives—these knives having blades for al- 
most every known purpose. Another popular knife, 
the sale of which has developed largely in the past few 
years, is the large sheath knife—also used by scouts, 
hunters and trappers. 


The Volume of Cutlery Sales Has Not Decreased 


The universal use of the automobile which has led 
many of our citizens to become interested in outdoor 
life and to take their vacations camping, hunting and 
fishing, has largely stimulated the sale of outdoor and 
camping cutlery. As a matter of fact, notwithstanding, 
the use of the patent self-sharpening lead pencil, it is 
quite apparent that there is a larger volume of knives 
of all kinds sold in this country today than ever before 
in its history. The trouble with the cutlery business 
seems to be that the goods are sold in every kind of 
store. In other words, cutlery is sold by too many 
kinds of dealers and as a result, the distribution of 
cutlery has been so cut up and divided that it appears 
on the surface that the volume of business is decreasing, 
when a careful study of the situation would indicate 
that this is far from the truth. Cutlery is sold not only 
by hardware stores but by department stores, dry- 
goods stores, chain stores, drug stores, and even by 
newsstands. Many jobbers have lost a good deal of 
their enthusiasm in selling cutlery, because they state 
they cannot persuade their salesmen to carry samples 
and steadily and regularly push the line. They say 
that the salesmen find the units of the line too small to 
bother with—it takes too much time to sell cutlery. 
Retailers take too long to buy. They don’t seem to be 
able to make up their minds as to just what they want. 
A salesman these days is traveling by automobile—he 
has the speed mania—he wants to sell quickly and get 
away—carrying and showing samples of cutlery delays 
him. Besides, I am told it is a pretty good guess that 
many times the modern salesman is not very well posted 
on cutlery. He has never taken time to actually study 
the line, and I am also informed that if he were asked to 
give the names of the different blades of pocket knives 
he would have a good deal of difficulty in answering. 

Now and then we find a hardware salesman who 
loves to sell cutlery, and who pushes the line. He does 
well. But the average hardware jobber salesman, of 
today, is not interested in the sale of cutlery and is not 
posted on the goods. Again, I am told that the retail 
hardware dealer is so much taken up with the sale of 
radios, radio equipment, vacuum cleaners and washing 
machines—these goods run into money fast—a sale 
counts; therefore, both the retail hardware dealers and 
the traveling salesmen like to sell such items. 


Cutlery Sales in Department Stores 


One cutlery manufacturer tells me that they manu- 
facture a very complete line of cutlery—they make and 








sell everything in the line. At first they started out 
to sell hardware jobbers only but they ran up again: 
the lack of interest of the average hardware salesman 
and also the lack of interest, in cutlery, of the average 
jobber sales manager. This manufacturer told me that 
the head of the cutlery department in a jobbing house, 
unless he was a man of extraordinary energy and ability, 
could not hold his own with the heads of the other de- 
partments in getting the time and attention of the sales- 
men. This manufacturer also found while the jobbers, 
as a rule, only sold the medium and cheaper grades of 
cutlery, that the best and the most profitable class of 
cutlery was sold by the large retailers in the large cities. 
Now they found that these large retailers would not buy 
from the local jobbers. In order to get this business, 
it was necessary for them to sell this large retail trade 
direct. At first, the jobbers objected, but finally they 
accepted the situation—simply because they found that 
they could not sell these large retailers themselves and 
it was not logical for them to tell this manufacturer that 
he could not sell them. In any event, this manufacturer 
did go-direct to the large retail trade in the large cities. 
He also informed me that they went after the depart- 
ment store business on cutlery and enjoyed a very large 
business from this source. As a matter of fact, | was 
informed that 50 per cent of their sales were made 
through the wholesale hardware trade of the country, 
while the other 50 per cent was through large hardware 
retailers, department stores and other large buyers 
in the retail class. This manufacturer stated that they 
found it was simply impossible to get complete and full 
distribution of their line through the hardware jobbers 
alone. 


Bargain Selling 


Another cutlery manufacturer informed me that he 
found it next to impossible to sell a complete line of his 
goods to either jobbers or retailers. He said that in his 
opinion what they wanted were bargains. This class of 
trade was buying on price and not quality. This manu- 
facturer, therefore, has made up a lot of assortments 
at low prices and his argument both to jobbers and to 
retailers has been “the satisfactory profit they could 
make on these bargain assortments and flashy knives.” 
He tells me he has done quite a large business in these 
assortments. Of course he is conscious of the fact 
that this is not a satisfactory or a permanent manner 
in which to do business, but his factory needs the 
orders now. They wish to keep the wheels going 
around, therefore they have simply adopted the line of 
least resistance in selling. A quick flash in selling a 
bargain assortment seems to suit-a good many jobbers 
and jobbers’ salesmen and the goods put out in this way 
seem to impress a good many retail dealers. 


Special Brands 


Another cutlery manufacturer who has been selling 
jobbers’ special brands told me that by following this 
policy he had practically sunk his identity as a manu- 
facturer. As a large maker of cutlery in this country, 
they were almost unknown to the trade. This plan of 
making special brands, he stated, was all very satis- 
factory when the jobbers and their salesmen sold com- 
plete lines, but in these days, when the cutlery business 
seems to be transacted on a basis of hop, skip and jump 
instead of selling lines, they found their business was 
shrinking—jobbers were not satisfied with their prices, 
and the jobber’s salesman, again, was following the 
line of least resistance in selling by pushing cheaper 

(Continued on page 114) 
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Something New in Saw Racks 


JUMPS SALES 50% IN THIRTY DAYS 


HE new saw rack in the Chas. W. Walmer hard- 

ware store, Wilkinsburg, l’a., appears to be the idea 

hardware men have been hunting for many years. 
“Charlie” has been importuned by many friends to 
patent it, but he has steadily refused with the remark. 
“Tf it’s any good to other 


~ 


sired height. The wall case is 8 by 5. He screwed a 
horizontal arm of gas pipe as long as a saw into the 
opening in the side of a T-joint. Across the pipe a few 
inches ‘from the joint there is a holder over which the 
handles of saws slip easily. At the far end is a wood 

support with grooves in it 





hardware men, they are 
welcome to use it,’ and 
many have already acted 
on his suggestion. One 
man has come all the way 
from Minnesota to see 
it and sketch it. 

It consists in detail of 
two upright pipes each 
3% in. in diameter, perma- 
nently fastened to the 
floor of the side wall case. 
He began building from 
the floor by slipping down 
over the 3 in. pipe short 
sections of % in. pipe 








‘to the desired height. 


| for saw blades. There are 
‘five on each side of the 
gas pipe arm, allowing for 
ten saws. Each arm sup- 
porting ten saws swings 
in and out with ease, since 


the T-joint fits loosely 
over the 3¢ in. upright 


and is supported snugly 
above and below by wash- 
ers. The two uprights 
and the vacant space be- 
tween them display 230 
saws, where formerly the 
same case displayed less 











Next, he put on a round 
washer, and above that a 
T-joint. Over that is another washer, another section 
of % in. pipe, a washer, T-joint, and so on to the de- 





than one-half as many, 
and they were fixed 
Working Diagram of Walmer’s Rack against the wall. Now, 


customers swing the arms 
and in the thirty days since the racks were installed 
Walmer’s saw business has increased 50 per cent. 
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A typical window display prepared by Sunderman & Hess, in which tools are given prominence 


Knowledge of Tools Proves 
Profitable to Sunderman & Hess 


Display attracts buyers into this progressive New 


York City store. 


The owners credit much of their 


success to good display, and their knowledge of tools 
has helped them sell $40,000 worth each year 


tools carpenters, cabinet makers and wood-workers 

use in their daily work and also know how each 
tool is used and what is expected of it. This knowledge 
has been invaluable to them in selling tools at their 
store at 1634 First Avenue, New York City. 

The firm of Sunderman & Hess has been supplying 
wood-workers, whether they be carpenters or cabinet 
makers, with high grade tools for the last six vears. 
Before that the partners had sold tools for more than 
ten years. When the partnership was formed, a repre- 
sentative stock of tools was the first item on the jobbers’ 
order book and since that day there has always been an 
attractive display of tools in the show window and in 
the cases within the store. 

“Display,” said Otto Hess, “is largely responsible 
for our success in disposing of about $40,000 worth of 
tools each year. Without display we know that this 
mark could never have been reached. \We have tools in 
our windows at all times as well as several permanent 
displays in the store.” 


Piss: SUNDERMAN and Otto Hess know which 


The show window is large, measuring about 18 by 9 
feet. Due to the depth, large items, such as work 
benches, large tool cases and gas ranges are lined up 
across the back. This allows the smaller tool items to 
be seen from the front of the window and also provides 
a good background for the window. Trolley cars which 
traverse l*irst Avenue stop directly in front of the store. 
Those waiting for the, cars on this corner, cannot help 
but notice the displays. 

In the store the modern wall panels and cases are 
filled with attractive tools. “These practically sell them- 
selves for Mr. Hess says that it is not at all uncommon 
to have a carpenter come in for a hammer; see a chisel 
display and depart with both items. The firm supplies 
several large woodworking and carpenter shops with 
tools, besides the regular individual trade. 

The tool business transacted each year averages about 
60 per cent of the total yearly volume, the remainder 
is made up from builders’ hardware, paints and miscel- 
laneous hardware items. 


Setting a Bad Example 


ARELESSNESS in decrying the quality of the 

other fellow’s merchandise is poor salesmanship 
and it inevitably has its effect in lowering the ideals 
of the youngsters who hear an experienced salesman 
resort to that sort of thing. We need to think of the 
example we set as well as of effect upon our own posi- 
tion. I know an automobile salesman who has a reputa- 
tion for condemning competing cars in reckless terms. 
He has a small son who is showing what sort of an 


example he has set for him. One day the boy was 
out with his coaster cart when another boy came along 
with a new cart of his own. He stopped and the first 
boy, the son of the careless automobile man, got up and 
walked around that new cart, inspecting it from stem 
to stern. Finally he turned to the curb, spat as much 
like a man as possible and remarked scornfully, “Jest 
a mess of junk!” There’s an old salesman who is 
helping the wrong development of a future salesman. 
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ool Guarantee Letters 


Continue to Hold Interest 


This week’s letters on the subject of tool guarantees are in agreement that 
the problem is a serious one. Prominent hardware men from various 
sections of the country comment upon it in terms that indicate that study 


Against All Guarantees 


“VERY poor business selling tools 
of any kind and guaranteeing them 
in any way at all. Dealer is sure to 
have a good many goods returned 
that should not have been.” 

(Signed) F. P. PAYNE, 
Conrad Payne & Co. 


Finds Abuses Growing 


“IT IS certainly 
true that the guar- 
antee put on tools 
by the manufac- 
turer, and which 
must be made good 
by both the job- 
ber and_ retailer, 
has been greatly 
abused. 

“We find this 
more true during 
the past three or 
four years than ever before. The 
consumer still feels that tools are en- 
tirely too high, and in order to keep 
from buying new ones he works the 
guarantee to the limit. This applies 
to hammers, hatchets, axes in par- 
ticular, and all kinds of small tools. 

“We realize that occasionally a de- 
fective tool is sent out by the manu- 
facturer and this should, of course, 
be made good, but it is our opinion 
that the impression which the con- 
sumer has today, that every tool 
carries an ‘unlimited guarantee,’ 
should be corrected. We also find 
that during the last three or four 
years there has been a great demand 
for cheap tools and the consumer is 
expecting the same guarantee on 
them as he has been accustomed to 
getting on first quality grades. 

“We are called upon by our deal- 
ers most every week to make adjust- 
ments which are not covered by the 
manufacturer’s guarantee. We sim- 





N. B. GETTY 


ply refuse to make adjustments on 
cheap, second grade tools, but in 
many cases this causes friction with 








of. the difficulty is necessary. 


our dealers. We are, therefore, 
heartily in accord with any move- 
ment which will help to eliminate the 
guarantee evil.” 
(Signed) N. B. GETTY, 
Secty. & Mdse. Mogr., 
Tenk Hardware Company, 
Quincy, Ill. 


For Restricted Guarantees 


“EVERY article of our manufac- 
ture is guaranteed to be free from 
imperfections of material or defects 
in workmanship. If otherwise, we 
will repair or replace without charge 
when sufficient evidence is presented 
to show that said article has not 
been subjected to abusive treatment. 

“On the whole we have very little 
trouble. Once in a while a customer 
will slip something over on a dealer, 
in which case we naturally see that 
the dealer loses nothing. 

“Occasionally some user will bring 
a stone back to a dealer after using 
it a long time, claiming it is defec- 
tive. The dealer changes for a new 
one and sends the old oné¢ back for 
credit. If the complaint is justified, 
proper credit is issued. If not, we 
return the stone to the dealer, ex- 
plaining why the article is not defec- 
tive, and that is generally the last 
we hear of the matter. 

“Any reputable manufacturer 
should stand behind his product ab- 
solutely. His distributors should do 
the same, but personally I do not see 
how the situation can be handled ex- 
cept in one way, and that is by mu- 
tual agreement between the ultimate 
consumer and the dealer who sold the 
article. If the complaint is unjusti- 
fied, the dealer should have backbone 
enough to say so and not pass the 
buck back to the jobber of manufac- 
turer. A justifiable complaint should 
be settled on the spot, and most 


manufacturers will fix the dealer up 


without argument.” 
(Signed) H. S. BRYANT. 
Pike Mfg. Co., 
Pike, N. H. 











Guarantee Greatly Abused 


“MY observation 
_ of the tool guaran- 

- tee situation is 
- that it is greatly 
© abused. My opin- 
ion is that some ac- 
tion should be 
taken by the manu- 
facturers to cor- 
rect this evil. Why 
would it not be a 
good idea for the 
manufacturers and 
the jobbers to discuss this important 
matter at their annual convention, 
and, perhaps, set a time when the 
guarantee would be taken off of all 
items in this group, and to notify 
the different retail associations that 
on such-and-such a date there would 
be no guarantee on this line? This 
would give the retailers a chance to 
adjust their selling plans on this new 
basis. 

“If the manufacturers decide that 
they still want to continue a guaran- 
tee on their tools, then they might 
tag each tool, advising the retailer 
that while their tool was guaranteed 
against defects, it would be neces- 
sary for the retailer to send the de- 
fective item direct to the manufac- 
turer; that under no circumstances 
would the manufacturér make ad- 
justments on the tools that were re- 
turned by the jobber. 

“Many retailers, who now do not 
hesitate in replacing defective tools 
and returning to the jobber, would 
be more reluctant to replace these 
tools if they knew that it would be 
up to the manufacturer as to whether 
or not they would receive a credit on 
them. 

“This, in our judgment, answers 
your question as to what is our opin- 
ion and observation on the tool guar- 
antee situation.” 

(Signed) C. B. CrReTs, 
Vice-President, 

Van Camp Hardware & Iron Co., 

Indianapolis, Ind. 





C. B. CRETS 
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Too Much Guarantee 


“WE ARE of 
the opinion that 
too much guaran- 
tee has been placed 
on these goods in 
the past. We are 
also of the opinion 
that the majority 
of complaints that 
are made on tools 
are not justified. = 
In reality, they are F. E. PHARR 
not defective, but are the victims of 
abuse. 

“There might have been a time 
when manufacturers could afford to 
turn out most any kind of a tool at 
exorbitant prices, but if so, that day 
has passed, and we believe firmly 
that any reputable maker of tools 
realizes that he must put his very 
best effort into an article if he is to 
build a business on that item. Sure- 
ly if he is to place an unlimited guar- 
antee behind it, he knows that he is 
going to have to make replacements 
and must necessarily figure this into 
his costs. We believe that the re- 
moval of guarantee would not cause 
a reputable manufacturer to decrease 
his effort to make the best tool pos- 
sible, and that any and all manufac- 
turers will be glad to replace any 
defective tool even though there was 
no guarantee behind it. 

“If our opinion meets with the ap- 
proval of others, it would seem that 
it might be well to recommend a dis- 
continuing of guarantees.” 

(Signed) F. E. PHARR, 
President, 
Buhrman-Pharr Hardware Company, 
Texarkana, Ark.-Tex. 








Eliminate All Guarantees 


“THIS is an extremely broad sub- 
ject and one that should have a great 
deal of consideration in order to an- 
swer your inquiry intelligently or 
suggest some remedy for the present 
situation. 

“Some of the guarantees now op- 
erative by various manufacturers, 
including those on watches, clocks, 
cutlery, etc., which require-that de- 
fective goods be returned by the re- 
tailer direct to the manufacturer for 
adjustment, work an extreme hard- 
ship on the jobber because the aver- 
age retailer will not go to the trouble 
or expense of returning goods di- 
rect to the manufacturer, contending 
that he has dealt wholly with the 
jobber and therefore looks to the 
jobber for adjustment, and the ex- 
pense of handling these goods in and 
out of the warehouse and forward- 
ing same to the manufacturer for 





| adjustment, is very expensive, in ad- 
| dition to the fact that we make, in | 
| case of replacement, two sales with | 


but a limited profit on one of them. 

“It would be a great relief to the 
consumer particularly if all manu- 
facturers would remove guarantees 
from their merchandise, sell same to 
the consumer for what it may be at 
a considerably reduced price and 
eliminate the necessity of duplicate 
work for retailer, jobber or the 


manufacturers themselves, for but 


one profit. 


| 
“Whether or not it would be pos- | 


sible for the manufacturer of any 
commodity to remove a guarantee 
entirely in face of such a long es- 
tablished practice, I do not know; on 
the other hand, there is this argu- 
ment too—the manufacturer’s guar- 
antee on his product cannot be re- 
stricted to certain conditions but 
must be a complete guarantee of ser- 
vice or refuse to make any replace- 
ment on account of defect. 


“Economically it would be a great | 


relief to the merchandising trade if 

all guarantees were withdrawn, but 

this, in all probability, is entirely 

outside the subject.” 

(Signed) W. S. KNAPP, President, 

Knapp & Spencer Co., Sioux City, 
Towa. 


Many Policy Adjustments 

“RELATIVE to the small tool 
guarantee, it is the writer’s opinion 
that at least half of the adjustments 
made by us are what we call ‘policy 
adjustments.’ In other words, there 
is no flaw in the material or work- 
manship of the tool, but abuse on 
the part of the user. 

“We had some rather embarrass- 
ing experiences in the matter of 
guaranteeing edged tools. We felt 
that the manufacturer deserved some 
protection against abuse, and on at 
least two occasions we refused to 
replace goods that were returned as 
defective—feeling it was an unjust 
request. In each case, these goods 
were returned direct to the manu- 
facturer by the retailer, and in re- 
turn he received a new tool, with a 
very nice letter from the manufac- 
turer stating how glad they were to 
accommodate him. 

“Naturally, this put us in a very 
bad position, so that we have almost 
reached the point where we do not 
offer much resistance when tools are 
returned which we feel are ‘not de- 
fective, as we do not care to lose the 
friendship of our customers as long 
as the manufacturer takes that po- 
sition.” 

(Signed) CuHas. S. ROBINSON, 

The Smith Bros. Hdwe. Co., 

Columbus, Ohio. 





Many Just Claims 


“WE believe the 
manufacturers of 
this line should 
guarantee their 
tools at all times, 
against proven fac- 
tory defects or ma- 








terials, and that 
such guarantee 
should be made 
either direct from 
factory to  con- 


C. L. SCHWARTZ 


sumer, or through 
| the usual channel of manufacturer to 
| jobber, to retailer, to consumer. 
“Our observation is that the aver- 
age manufacturer is fair and reason- 
able, making replacement of the de- 
fective tools, but there are a great 
many manufacturers who seem to 
resent the application for an adjust- 
ment on any one of their tools, as 
if their product was perfect at all 
| times. Policy adjustments are nec- 
| essary in every business dealing, and 





| there is no exception when it comes 
| to small tools. 

“Of course, there are abuses of 
guarantees, and many of them, but 
there are a lot more just complaints 
| against defects than there are un- 
| just demands. The public may not 
| be always right, as some merchant 
prince once said, but the fact is that 
| 
| 


they are the last court of appeal, and 
the manufacturer who becomes nar- 
row minded and insists on adher- 
ence to the principle that his product 
is 100 per cent pure, will finally suf- 
fer a loss of business. A dissatisfied 
user of a file, hammer or saw, even 
| though his claim may have something 
| of injustice about it, is a mighty bad 
| advertisement and will interfere with 
| a lot of expense that puts out high- 
class advertising that leads the con- 
sumer to believe that he is getting 
something which will give him com- 
plete satisfaction. The gist of the 
matter is that the education of the 
public toward a proper judgment as 
to whether a tool is really defective 
or not, is the first principle on which 
to act. Then we believe a fair and 
reasonable adjustment made without 
the spirit of independence and don’t- 
care attitude, should follow. 

“Pride goes before a fall, and the 
manufacturer who thinks that he has 
made a 100 per cent perfect product, 
and admits of no replacement on a 
cleverly worded advertisement which 
makes an appeal to the consumer, is 
bound to suffer.” 

(Signed) C. L. SCHWARTZ, 
President, 
The Lee Hardware Company, 
Salina, Kan. 
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Chicago Toy Fair Closes— 
Was a Great Success 


While the annual display of toys in Chi- 
cago was started approximately 40 years 
ago, it was not until 1926 that there was 
any organized effort back of it. 
three years ago, the various toy manufac- 
turers, by common consent, displayed their 


lines at several of Chicago’s downtown | 
hotels during the early spring for an in- | 


definite period, and the buyers-came to the 
city at that time in hopes that they would 
arrive when at least the majority of the 
displays would be in place. 

However, after the displays in 1925, sev- 
eral of the leading manufacturers decided 
to abandon these “hit or miss” methods 
and organize the Chicago Toy Fair on a 
basis on which it could be properly pro- 
moted and advertised. Accordingly, the 
Chicago Toy Fair Association came into 
being, and cfficers were elected and defi- 
nite dates for a two-week display agreed 
upon. This year’s Toy Fair, which ran 
from April 16 to 28, is the third to be held 


under the supervision. of the Chicago Toy | 
Fair Association, and the fine increase in | 


interest, both by the buyers and the manu- 
facturers, is proof of the efficiency of or- 


ganized effort. 
The 1928 exhibits were held at three 
hotels, the Morrison, the Palmer House 


and the Sherman, in which a total of nine 
floor were devoted to the displays. 
hundred and thirty-five firms showed their 
lines, which included many new items and 
novelties. Dolls, games, wheel goods, 
playground equipment, sporting goods, pull 
toys, friction toys, play suits, electrical 
toys and juvenile furniture were all rep- 
resented. Over 1000 buyers registered as 
guests during the show. 

Two of the special features of the fair, 
made possible through the organization of 
the exhibitors, were “Children’s Day” and 
“Clerks’ Day.” 
Sunday afternoon, April 22, when the 
school children, through the cooperation 
of the Chicago school authorities, were 
invited to view the displays when accom- 
panied by their parents. On Monday eve- 
ning, April 23, the clerks of the toy de- 
partments of the stores in Chicago and the 
vicinity were given a special invitation to 
attend and learn something of the con- 
struction and selling points of the mer- 
chandise they were called upon to sell to 
their customers. In the neighborhood of 
500 store clerks availed themselves of this 
opportunity to study the merchandise. 

On Thursday evening, April 19, the an- 
nual banquet was held at the Palmer 
House with over 450 in attendance. 

During the entire fair a great deal of 
publicity was given to the promotion of 
Children’s Day, an event which the toy 
industry is hoping to establish as an an- 
nual event as firmly as is “Mothers’ Day.” 
Children’s Day this year is set for June 16, 
and the Children’s Day Promotion Com- 
mittee, 10 West Twenty-third Street, New 
York, is offering a series of awards to the 
toy retailers who arrange the most attrac- 
tive window displays and newspaper ad- 
vertisements of the event. 

At the annual business meeting of the 
Chicago Toy Fair Association, held toward 


Up until | 





Two | 


The former was held on | 








| the end of the exhibition, Harry A. Die- | 
| mer, of the American-National Co., To- 
ledo, Ohio, was relected as president for | 


the ensuing year, and William A. Benoliel, 
Live Long Toys, Chicago, was reelected as 
secretary. Walter Fleischaker, Fleischaker 
& Baum, New York; Nathan Redlich, 
Louis Amberg & Son, New York; A. G. 
Bissell, Lionel Corp., New York, and Paul 
Oberlin, Gendron Wheel Co., Toledo, were 
chosen as vice-presidents, and Fred Dowst, 
Dowst Mfg. Co., Chicago, was made treas- 
urer. 

April 15 to 27, 1929, was decided upon 
as the date of next year’s Toy Fair, with 
the annual banquet to be held on the 17th 
at the Morrison Hotel. 


Branum with Bethlehem Steel 

A. M. Branum, formerly in the Chicago 
office of the Jones & Laughlin Steel Cor- 
poration, and for a time with Joseph T. 
Ryerson & Son, Inc., Chicago, has joined 
the Chicago sales organization of the Beth- 
lehem Steel Co. 


Purchasing Agents to Convene 
at Kansas City May 28 to 31 


The Thirteenth Annual Convention and 
Informashow of the National Association 
of Purchasing Agents will be held in 
Kansas City, Mo., from May 28 to 31, in- 
clusive. The sessions and exhibit will be 
held in the American Royal Building, in 
that city. 


Francis H. Elms Resigns as 
Schick Razor Sales Manager 


Francis H. Elms, general sales manager 
of the Magazine Repeating Razor Com- 
pany, New York City, since its organiza- 
tion, recently announced his resignation 
from that company. Mr. Elms has had 
full charge of merchandising and market- 
ing of the Schick Repeating Razor since 
its inception. 

Previous to his connection with the 
Magazine Repeating Razor Company, Mr. 
Elms was sales manager of the Vacuum 
Bottle Division of Landers, Frary & Clark, 
of New Britain, Conn. 

Mr. Elms has not announced his future 
plans. 
neeauati 
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Weather Continues to Affect Sea- 
sonal Lines—Building Goes 


Ahead 


New York, May 2.—Reports from im- 
portant market centers indicate that sea- 
sonal lines continue to be affected by 
weather conditions. While spring lines 
have been somewhat hampered, there is 
practically no frost in the ground, and the 
first warm weather is expected to start an 
immediate consumer demand. 

Building operations are going ahead rap- 
idly, and industrial conditions, with a few 
exceptions, are considered fair. 

Prices continue firm. Collections re- 
ported slow in most market centers. 








Seymour Sears, Jr., Becomes 

Stock Exchange Member at 22 

Seymour N. Sears, Jr., with the broker- 
age firm of Miller, Hewitt & Dodge, New 


York City, less than two years, has been 
made a member of the firm, which has 








SEYMOUR N. SEARS, JR. 











purchased him a seat on the New York 
Stock Exchange. 

This rapid achievement makes Mr. Sears 
at 22 the ycungest broker on the Exchange. 
His first job with the company was that 
of page boy, later as telephone clerk, and 
now he has reached the much dreamed of 
goal which all Exchange page boys hope 
to approach. Previous to Mr. Sears ob- 
taining a seat on the Exchange, papers 
carried the news that a seat had been sold 
for $390,000. New York newspapers carried 
photos and the story of the rapid rise of 
young Sears. 

Hardware men will recognize the name, 
and will identify Broker Sears as the son 
of Seymour N. Sears, Sr., vice-president 
Tucker Co., New York City, president of 
the National Council of Traveling Sales- 
men’s Associations, director of The Nut- 
meggers, and the first Chief Booster of the 
New York Hardware Boosters. 


“Sy” Sears Now Mr. Sears, 
Exchange Member at 22 
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Geo. W. Niedringhaus Dies— 
Was Veteran Stamping Mfr. 


George W. Niedringhaus, chairman of 


| 


the board of the National Enameling & | 


Stamping Co., Granite City, IIl., died sud- 
denly at his home in the latter city on 
April 19. 

He was born at St. Louis, Mo., May 28, 
1864, and attended Smith Academy, now 








GEORGE W. NIEDRINGHAUS 











a part of Washington University, St. Louis, 
and the Williston, Mass., Seminary. When 
19 years of age he became associated with 
his father and uncle, William-F. and Fred- 
erick G. Niedringhaus, in the St. Louis 
Stamping Co. which they had founded in 
1857 to manufacture tin and sheet steel 
and which had been incorporated in 1866. 
The plant was removed to Granite City 
a few years later, the town having derived 
its name from the granite ware in which 
the company was specializing at that time. 
The company later became the National 
Enameling & Stamping Co., and George 
W. Niedringhaus had been active in its 
management until his death. He was also 
one of the founders of the Commonwealth 
Steel Co., the American Steel Foundries, 
and the St. Louis Coke & Chemical Co., 
all of which have plants at Granite City. 
At the time of his death he was also 
chairman of the Granite City Steel Co., 
recently established steel making subsidiary 
of the Enameling & Stamping Co.; chair- 
man of the Granite City National Bank; 
president of the W. F. Niedringhaus In- 
vestment Co., a trust estate created by -his 
father; president of the St. Louis & East- 
ern Belt Line Railroad; president of the 
Granite City Gas Light & Fuel Co., and 
a director of the Missouri Pacific Railroad. 
A son, Hayward, is general manager of 
the National Enameling & Stamping Co. 





Gates “Top Hundred List” 


E. A. Featherstone, Inc., Los Angeles, 
Cal., once again is listed at the head of 
the Gates Rubber Co., Denver, Colo., “Top 
Hundred List.” This group is a list of 
those among the 450 jobbers handling 
Vulco accessory products who have made 
the most sales during the preceding quar- 





ter. This California company headed the 


| list last year. 


J. D. Bell, Australian Jobber, 
| Is Visiting American Plants 


Motor Equipment Co., Wichita, Kan., | 


was second, and Archenhold Auto Supply | 


Co., Wichita Falls, is listed third. 


H. H. Silverman & Sons Move 
to New and Larger Quarters 


H. H. Silverman & Sons, wholesale dis- | 


tributers of hardware and factory sup- 
plies, located for many years at 104 Bow- 


ery, New York City, have moved to larger | 


quarters at 101 Spring Street, corner of 
Mercer Street, New York. 

These new quarters represent an in- 
crease of about 4000 sq. ft. and are con- 


veniently located to all transportation lines. | 


W.R. Voorhees & Co. Represents 
Billings & Spencer on Coast 


W. R. Voorhees & Co., of San Fran- 
cisco, Cal., and Seattle, Wash., are now 
representing The Billings & Spencer Co., 
Hartford, Conn., in Montana, Colorado, 
Wyoming, Idaho, Utah, Nevada, Wash- 
ington, Oregon, California, Arizona, New 
Mexico, and El Paso, Tex. 

This firm will not only handle the entire 
Billings line of wrenches, hammers, pliers, 
clamps, dogs, etc., but special forgings and 
machinery. 


J. W. Gates Resigns from 
Enterprise Mfg. Co. of Pa. 


Joseph W. Gates, who for several years 
has been secretary and assistant treas- 
urer of the Enterprise Mfg. Co. of Penn- 
sylvania, Philadelphia, Pa., has resigned 
his position as of May 1. Mr. Gates has 
not announced his future plans. 


James L. Atwood Dead 


James L. Atwood, one of the pioneer 
hardware dealers of Northern New York, 
passed away at his home in Watertown 
on April 17. Mr. Atwood for many years 
conducted a hardware store in Clayton. 
N. Y., where he established himself as a 
progressive merchant and an active par- 
ticipant in civic affairs. He retired sev- 
eral years ago. 


The American Line Catalog 


Catalog No. 32, devoted to The Ameri- 
can Line of cooking, heating and lighting 
appliances manufactured by the American 
Gas Machine Co., Inc., Albert Lea, Minn., 
has recently been issued. It is an attrac- 
tive catalog, well printed and bound, list- 
ing, describing and illustrating in color 
the many products. The line of “Kitchen 
Kook” ranges is shown, also the “Kamp- 
kook” camp stove and “Ready-Lite” lamps 
and lanterns. 

The catalog is being mailed to dealers 
throughout the country. 


J. D. Bell, director of James Campbell 
| & Sons, Ltd., wholesale hardware distrib- 
utors of Brisbane, Australia, is now in the 
United States on a short business visit 
and has been making his headquarters in 
| the Hotel Commodore, New York City. 
Mr. Bell is also president of the Federated 
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Hardware Merchants of Australia, which 
is very similar to the N. H. A. in this 
country. He will visit various manufac- 
turers in the Eastern States before return- 
ing to Australia, by way of England. 


Hunt-Helm-Ferris & Co. Issue 
New Catalog No. 90 


Hunt-Helm-Ferris & Co., Inc., Harvard, 
Ill., recently published Catalog No. 90 de- 
scribing, illustrating and listing the many 
products which it manufactures. The “Star 
Line Equipment” for farms is given gen- 
erous space in this new book. Here are 
shown all kinds of apparatus and supplies 
for the farmyard, barn, dairy and poultry 
house. The Cannon Ball line of children’s 
vehicles is shown, including a pedal car, 
scooter, velocipede and baby walker. 


Oliver Iron & Steel Corp. 
| Appoints Nelson G. Craig 


Nelson G. Craig has been appointed dis- 
trict sales manager in Philadelphia, Pa., 
of the Oliver Iron & Steel Corp., Pitts- 
burgh, Pa. His offices will be at 1420 
Walnut Street. 

Mr. Craig was formerly associated with 
the Rumsey Electric Co. of Philadelphia. 





Edward: P. Jones Dies 


Edward P. Jones, who for more than 
fifty years was intimately identified with 
the paint trade, died recently in the Maples 
Sanitarium in Caldwell, N. J. Prior to 
retiring two years ago, Mr. Jones had been 
connected with the National Lead Co. for 
many years. He was seventy years of age. 
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Supplee-Biddle Q. Q. M. Club 
Stages 9th Annual Party 


The 9th Annual Entertainment and Dance 


of The Supplee-Biddle Hardware Co. | 


Q.Q.M. Club was held on Friday evening, 
April 20, in the Elks Club, Philadelphia, 


Pa. More than 2500 members and guests | 
of the club attended this affair, which has | 


become one of the outstanding social events 
each year in the city of Philadelphia. 

The best entertainment that could be 
procured was on hand, including Adelphia 
Melodians, favorably remembered to the 
delegates to the last N. R. H. A. in Phila- 
de!phia. Harry Taylor’s Syncopators and 
Pirates provided the music for the dancers 
and their costumes enhanced their offer- 
ings. “The Hicksville Revue” and other 
acts received generous applause from the 
celebrants. 


The Q.Q.M. Club is composed of male | 


employees of the Supplee-Biddle Co. The 
club’s activities are wide in scope, and 
plans are already being prepared for the 
annual outing, which will be held in the 
latter part of June. 

Frederick H. Karutz is president of the 
club. 


Roller Bearing Co. of America 

Buys Plant in Trenton, N. J. 

The Roller Bearing Co. of America, 141 
Frelinghuysen Avenue, Newark, N. J., has 
just concluded the purchase of the large 
plant of the Mercer Motor Car Co. in 
Trenton, N. J. The company is planning 
to install its present equipment i: that 
plant, as well as obtaining a large amount 
of new equipment. This plant occupies 
11% acres and the buildings have 175,000 
sq. ft. of floor space. The factory is con- 
sidered to be one of the best equipped and 
most modern manufacturing plants in the 
State. 

The Rcller Bearing Co. of America has 
been engaged in the manufacture of roller 
bearings since 1919. 


G. Vincent White Returns to 
Sumner Company, Ltd. 

G. Vincent White, publicity manager of 
the Mencton, N. B., hardware firm of 
Surner Co., Ltd., has returned to his desk 
after an eight months absence. Mr. 
White’s health had been very poor during 
the early months of 1927, forcing him to 
relinquish his post, until he could rest and 
recover. He recently returned from an 
extended trip to the West Indies. 


New H. K. Porter, Inc., Catalog 


H. K. Porter, Inc., of Everett, Mass., 
manufacturer of nut splitters, chain and 


wire cutters, bolt clippers, etc., recently | 


issued a complete and elaborate catalog 





| 





containing descriptions, illustrations and | 


listings of the company’s products. Each 
item has been carefully treated, giving the 
reader a good idea of the exact nature of 
the product. 


This catalog has been printed in both | Henry & Allen, Auburn, N. Y., and Scholler 
I'nglish and American editions, and is be- | Mfg. Co., Buffalo, N. Y. 





ing mailed to the trade in practically every | 
civilized country where such products are 
used. 


Capt. Phillip P. Quayle Photo- 
graphs Shot in Flight 

Capt. Phillip P. Quayle has achieved the 

honor of being the first person in the 

world to photograph shot in flight. This feat 

was accomplished recently in the physi- 
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cal laboratory of the Peters Cartridge Co. | 
at Kings Mills, Ohio. Captain Quayle is 
the director of this laboratory. The shot 
strings moved at an approximate speed of | 
more than 1000 ft. per second and the ex- | 
posure needed was only two-millionths of 
a second. All the equipment used in tak- | 
ing these photographs was assembled or 
built by Captain Quayle and is the only 
outfit of its kind in existence. 

Irom a manufacturing standpoint, the 
Peters company has found that the infor- 
mation gathered in its research laboratory 
is of benefit in the processes of manufac- 
ture. 


Coe Cleveland Manager for 
U. S. Electrical Tool Co. 


H. O. Cce of the Cleveland hardware 
firm of Coe & Bacher, which sold its busi- 
ness recently to the Rudal Hardware Co., | 
is now the district manager in charge of 
the Cleveland office for the United States | 
Electrical Tool Co., Cincinnati, Ohio. | 

| 


Thomas A. Too, & Son to Move 


Thomas A. Troy & Son, manufacturers’ | 
representative at 150 Chambers Street, New | 
York City, will move to larger quarters at 
200 Varick Street, New York City, on or 
about May 1. 

This firm represents The Chain Products 
Co., Cleveland, Ohio; E. C. Stearns Co., 
Syracuse, N. Y.; Seymour Mfg. Co., Sey- 
mour, Ind.; McKaig-Hatch, Inc., Buffalo, 
N. Y.; H. M. Harper Co., Evanston, III. ; 





C. L. Schwartz New President 
The Lee Hardware Co. 


Charles L. Schwartz, a founder, vice- 
president and general manager of The Lee 
Hardware Co., Salina, Kan., has been 
elected to the presidency of the company, 
succeeding the late H. D. Lee. Mr. 


| Schwartz is a veteran hardware man, com- 


ing from a family intimately connected 
with the trade. When The Lee Hardware 
Co. was formed, he was one of the found- 
ers, and*since that time has been largely 
responsible for the success of the com- 
pany. 

Fred S. Abel, for many years treas- 
urer of the company, has been elected 
vice-president. Mr. Abel has been a very 
excellent treasurer for this important job- 
bmg house, and his promotion is well de- 
served. 

Ward L. Harris, secretary of the com- 
pany, becomes treasurer, succeeding Mr. 
Abel, and Norb F. Schwartz, a founder, 
director and brother of the new presi- 
dent, becomes secretary of the company, 
succeeding Mr. Harris. 

The Lee Hardware Co. was established 
in 1902 and has been operated continuous- 
ly under the personal supervision of the 
late president, H. D. Lee, who passed 
away on March 15. 


Richards & Conover Co. Ad- 
vances Richards Lancaster 
Richards Lancaster has been advanced 
to head the sales promotion department, 


with the title of assistant sales manager, 
by the Richards & Conover Co., Kansas 


| City, Mo. He succeeds Fred Lamberton, 


who recently resigned to accept an execu- 
tive position with the Winchester-Simmons 
Co., St. Louis. 

Although Mr. Lancaster is a young man, 
he has been employed by this well-known 
wholesale house for 17 years. 

Conover Smith will act as Mr. Lancas- 
ter’s assistant. 


The Stuebing Cowan Co. Moves 
Its Holyoke, Mass., Plant 


The Stuebing Cowan Co., Cincinnati, 
Ohio, whose plant at Holyoke, Mass., has 
been producing lift truck systems, has 
found it necessary to move this plant into 
new and larger quarters. 

The increased demand for Stuebing 
Cowan lift trucks and platforms necessi- 
tated this move and giving the Holyoke 
factory 80 per cent increased floor space. 

The general offices and main works of 
the company are located in Cincinnati. 


Trico Fuse Mfg. Co. 
Moves Pittsburgh Office 


The Trico Fuse Mfg. Co., Milwaukee, 
Wis., announces the removal of its Pitts- 
burgh, Pa., office to new and larger quar- 
ters at 405 Penn Avenue. William A. 
Bittner and his staff are in charge of this 
office and are always ready to serve the 
company’s customers. 
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Columbus McKinnon Chain Co. 
Acquires New Divisions 


Officers of the Columbus McKinnon 
Chain Company, Tonawanda, N. Y., re- 
cently announced the purchase by that 
company of the chain block electric hoist 


and crane division of the Chisholm 
Moore Manufacturing Co., Cleveland, 
Ohio. 


Samuel H. Moore, president and founder 
of the Chisholm & Moore Manufacturing 
Co., will continue to be active, and the 
personnel of this company will remain un- 
changed. The sales offices and plant will 
remain in Cleveland and will be operated 
as the Chisholm-Moore Hoist Company, 
a division of the Columbus McKinnon 
Chain Company. 

This will further extend the activities of 


& | 





the Columbus McKinnon Chain Company | 


in the industrial field, adding the facili- 
ties of the Chisholm-Moore Company to 
Columbus McKinnon plants now located 
in Tonawanda, N. Y., Columbus, Ohio, 
and St. Catharines, Ontario, Canada. 

A new corporation has been organized 
to take over the foundry division of the 


Chisholm-Moore plant and will be known | 


as the Chisholm-Moore Malleable Iron 


Company. 


John Sommer Dies—Executive 


of Keystone Steel & Wire Co. 


John Sommer, vice-president and a di- 
rector and one of the founders of the Key- 
stone Steel & Wige Co., Peoria, Ill., and 
president of the Mid-States Steel & Wire 
Co., Crawfordsville, Ind., died on April 7 
at the age of 62. 

He was born at Morton, Iil., and spent 
his boyhood at that place and at Tremont, 
Ill. In 1889 he became associated with his 
father and brother in the manufacture of 
wire fence at Tremont. The business was 
removed to Peoria in 1895. He has been 
prominent in the management of the Key- 
stone company, and last year was active 
in the formation of the Mid-State Steel 
& Wire Co., organized by a merger of the 
Crawfordsville Wire & Nail Co., the 
Dwiggens Fence Co., and the Adrian Wire 
Fence Co. Two brothers, B. L. and W. H. 
Sommer are president, and vice-president 
and general superintendent, respectively, of 
the Keystone company. 


Midland Division of National 
Lamp Works to Move 


A. H. Meyer, general manager of the 
Midland, Lamp Division of National Lamp 
Works of the General Electric Co., an- 
nounces that on May 1 the division will 
move from its present quarters to the 
newly completed Adams-Franklin Build- 
ing, 222 West Adams Street, Chicago, III. 

The illumination of the Midland offices 
and demonstration rooms will be an ex- 
ample to all of what modern lighting can 
be. Different rooms in the suite of offices 
will be lighted with different designs of 
fixtures in order to portray a variety of 
ideas. The special demonstraticn and con- 
ference room is being installed with a view 





electrical accounts, mainly from the stand- 


a fire of undetermined origin. 


to stimulating the sale of lighting and the 
merchandising of lamps. 


In a recent HArpwarE AGE an an- 
nouncement was made that the Adams- 
Franklin Building was located at 22 


West Adams Street. The correct address 
is 222 West Adams Street. 

Frederick Haase Joins 

The Blanchard Press 


Frederick Haase, until recently vice- 
president in charge of sales for The 
Frank E. Wolcott Mfg. Co., Hartford, 


Conn., has joined the sales staff of The 
Blanchard Press, New York City. Mr. 
Haase has been conducting his own mar. 
keting service in the Bush Terminal Sales 
Bldg., New York City, since leaving the 
Wolcott company. He will specialize in 


point of sales promotion and trade exten- 
sion. 


“Joint Wiping and Lead Work” 
Now in Third Edition 


Scientific Book Corp., 15 East 26th St., 
New York City, is publishing a most com- 
plete and comprehensive book on “Joint 
Wiping and Lead Work,” by William Hut- 
ton. This is a practical work on the prep- 
aration of lead pipe and connections, also 
the wiping of joints in various positions. 
Each step in the work is explained and 
illustrated. The book should prove a ready 
guide to the beginner, journeyman, em- 
ployer and others who desire to become 
proficient in the art of wiping joints. 

This book is now in its third edition. 
There are 90 pages, 116 illustrations and 
a flexible fabrikoid cover. Popularly priced. 





Newark, N. J., Toy Factory 
Damaged by Recent Fire 


On April 22, the plant of the Nonpareil 
Toy & Novelty Co., Inc., 60 Union St. 
Newark, N. J., was seriously damaged by 
The blaze 
started early in the morning, and before 
it had been controlled a damage of about 
$25,000 resulted. 


Marlin Firearms Co. Plans to 
Advertise Through W. M. S. G. 


Firearms manufactured by the Marlin 
Firearms Co., 85 Willow St., New Haven, 
Conn., are soon to be advertised over the 
radio. This company recently made ar- 
rangements with the Madison Square Gar- 
den Corp., New York City, to use its sta- 
tion, WMSG, located on top of the famous 
Madison Square Garden in New York, for 
the broadcasting of information relative 
to the Marlin rifles and shotguns. 

This broadcasting station is devoted ex- 
clusively to sporting events and is said to 
have an audience of more than 400,000. 

It is understood that the Marlin guns 
are the first to be advertised over the air, 
and this step is an evidence of the com- 
pany’s enterprise and desire to further 





stimulate sales. 


A. A. Houghton Died Recently 
Part Owner Corning Glass Wks. 


Notice has just been received of the 
death of A. A. Houghton, brother of 
Alonson B. Houghton, United States Am- 
bassador to England. The two brothers 
were the owners cf the Corning Glass 
Works, Corning, N. Y., manufacturers of 
Pyrex. 


Chas. J. Smith & Co. Opens 
Campaign on Waste Practices 


Charles J. Smith & Co., wholesale hard- 
ware distributor with offices at 258 Broad- 
way, New York City, and at 410 Com- 
munipaw Avenue, Jersey City, N. J., has 
inaugurated a campaign showing retail 
hardware dealers some cof the wasteful 
practices that exist in the hardware trade 
at the present time and outlining how some 
of these evils may be eliminated or great 
ly reduced. The campaign consists of a 
series of letters and illustrated folders. In 
the first letter which was sent out recently, 
an appeal was made for the retail deal- 
er’s support. The object of the campaign, 
“Elimination of Wasteful Practices,” was 
cited, and a postcard was inclosed, en- 
abling the dealer to register his approval 
of the policy undertaken. 

The company sent this first letter to 810 
retailers in the Metropolitan district, and 
of this number. 274 dealers returned the 
cards within two days, indicating their 
support. In addition, 135 cards were 
brought in by the company’s salesmen, all 
bearing indorsement. At the present time 
the cards returned indicate that more than 
50 per cent of the dealers thought enough 
of the movement to actually register their 
support. 

The first letter was followed by a broad- 
side in which the company endeavored to 
show the dealer what it has done and 
what it is doing to eliminate wasteful prac- 
tices in the Charles J. Smith & Co. build- 
ing. " Offices, stockrooms, railroad sidings, 
loading platforms, etc., and many other 
improvements are shown and explained, 
together with the citation of other factors. 


Gillette Executive Founds Chair 
of Humanics at M. I. T. 


William E. Nickerson, vice-president of 
the Gillette Safety Razor Co., Boston, 
Mass., has made a lifelong study of hu- 
man relationships in business and industry, 
and to further that cause has founded a 
chair in the Massachusetts Institute of 
Technology, Boston, for the instruction cf 
students in the study of humanics. 

Dr. Charles R. Gow, noted consulting 
engineer of Boston, has been appointed to 
the Chair of Humanics. Dr. Gow was 
graduated from Tufts in 1893. 

Mr. Nickerson is understood to have 
realized that the average student leaves 
college to enter business, not prepared to 
meet the difficult problems in human re- 
lationships with those associated with him 
int industry. The new course is designed 
to help the young professional man, and 
will be given to students in their third and 
fourth years at M. I. T. 
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Hardware Market in Atlanta, Ga., District 
Reported Steady—Collections Satisfactory 


ATLANTA, GA., April 30.—The hardware business in Atlanta is a 


F.O.B. ATL 
i Ball conte Se mowers from 
very steady. The continued bad weather has kept the farmers ot) ee eS 
of the field. However, judging from orders placed by retail dealers | $4.50 up. APRA ER aN 
. é . . ° | e , 5 ply, 7e. per 
they are laying in the necessary equipment and making preparations | foot; % in. iby ply, 8c. per foot: 
e ° ° | % in. by 5 ply, 9\%c. per foot. 25- 
to lose no time once the season is right. foot lengths; deduct Ye. per foot for 
Jobbers in this section have given a great deal of time the past eee ee, lista as Vania: 
. . ° 2 “4 | Rain King Sprinklers, $2.35 each: 
few weeks to inventories and closing their books for the fiscal year, | Giant King Pa $7.50 sock: 
. ° | ing Sprinklers, 50c. each. 
which 18 from May 1 to April 30. , : 2 i ‘ | _ Hose reels, $3.35. a hose coup- 
All lines are firm in price and the collection situation is satisfac- | lings, % to % in., $1.25 dozen; clinch 
| couplings, $1.75 per dozen; galvanized 
tory. | hose clamps, % to %, 25c. per dozen. 
Hose washers, 60c. per Ib. 





Galvanized sprinkling cans, 4 qt., 


$6.50 per dozen; 6 qt., $7 per dozen; 


AUTOMOBILE TIRES AND ACCES: | ae 4 inm., 95c. oes ins $2 pest? 5 in., 8 qt., $8 per dozen; 10 qt., $9 per 
I A as - 


| 
. $1.25; 6 in., $1.50 10 in., dozen; 12 qt., $10.75 per dozen. 
SORIES.—The sale of accessories in $4.30 per dozen pair; 12 in, $6.85. a 
this territory is only fair | Heavy tee hinges, 6 in., $1.40 per | POULTRY NETTING AND SUP- 
; tip JOB sans QUOTE dozen pair; 8 in., $2. Extra heavy | PLIES.—Jobbers here have been en- 
| joying a nice netting business. Prices 


tee hinges, 8 in., $3; 10 in., $4.75. 
HIGH PRESSURE TIRES F.O.B. 2 a teed ‘ 
ATLANTA: FILES.—Jobbers here are having nice | are 60 per cent discount f.o.b. Atlanta. 


3% 6.10: 30 ‘ : 
Ei Size mx 3 fp, Cones ¥ business on files, Nicholson and Black Drinking Founts.—No. 19, $2 per 
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32 x 4% $20. 20; 33 x 5, $25.50; Bal- h d l 70 t 24, $4 per dozen; No. 32. 75e. per 
“fale Tires, 29 x 4.40, $0.16; 30 x 5, cheaper grades as low as per cent. dozen, 


Feeders.—No. 11, 85c. per _dozen : 
No. 12, $1.65 per dozen; No. 27, $1.65 
per dozen; No. 28, $2.50 per dozen. 

Double Feeding Troughs.—-No. 58. 
$2.50 per dozen; No. 59, $3.60 per 


$13.00; 31 x 5, $13.55; 30 x 5.25, $15.15; 
30 x 5.75, $20.85; 30 x 6, $20.40; 32 x 6, 
$21.10. Tubes, High Pressure Tan, 


size—30 x 3%, $1.60; 31 x 4, $2.40; “ 
32 2.50; 33 , $2.60; 32 x 4%, | r 

ER pe Rat Ff a x' 41%, $3.10: GTARTING this ee Fi de $4. N i forst, 

33 x 5, $3.75; Grey, Red and Brown os eeders.—No , $9.70 per 
fe anit rte || Week & PeCOBe | ee ee tm 

Tu Des, Grey Ba rs ubes—29 x ' ? —dJobber: otations 
s180:- 30 5 5 Hat | mized market | to retailers, fob. Atlanta, G 

30 x 5.25, $2.55; 30 x 5.75, $3.10; 32 x o retailers, f.o.b. at anta, Ga., are 


5.75, 


6, $3.10; 33 x 6, $3.55. given here. 
AXES.—Jobbers are filling a few scat- 8 t uy d en t w i l l Screen Doors.—3 x 7, No. 240, $18.50 








per dozen; No. 240G14, $20.50 per 

4 tering orders now and booking some W PF i t é& ever y dozen; No. 301, $26.75 per dozen; 

r for fall shipment. Three to four pound | No. sen $28. 75, per dozen; No. 
° 55 25 per dozen. 

standard handled axes are selling at other week a Screen Windows, Wood Frame.— 

$19.75 per dozen. No. 2437, $5.50 per dozen; No. 3037, 


85 dozen; No. 3637, $3 27 
BATTERIES.—Jobbers here note only hardware mar- a ozen 0. 3637, $8 per 
Screen Windows, Metal Frame.- 


ai f.o.b. Atlanta. ‘5 e ~ “ 
oA ema ae Token Fat || MOCPCPORE COVER: |) ys. Fin Gi Pas mse 8 
rach Bach | |} $A COnditions im ||| wikE pRODUCTS.—Fence and fenc- 
ing material are going good just now. 


we Es eer iene S $2.53 $2.33 
oe ee 333 the territory JOBBERS’ QUOTATIONS TO RE. 





OE ROR SESES spare cat: 2.06 1.92 TAILERS, F.O.B. ATLANTA 
Sieg PUNO Sos ccetogss nasa ee 2.80 6 t 9’ Be plat " ving 
+ nae 5 ro 5 to 9 gage, plain smooth wire, 
g Recegtisheoees Me ia served by Hard anneled, $58 pe? tb 1h ealvand 
seal | TRE dee cath cee a4 oo 4; 10 gage, plain smooth wire, an- 
NO. 163 «202+. -0eeeeeee — “a ware Distribu- nealed, $3.55 per 100 Ib.; galvanized, 
on La ad = ips a eit er 130 tpn be £F. — Bey on wite. 
Sr? Mem eres sesesicn se : - annealed, $3.60 per 100 1b.; galvanized, 
NO. TET .. 20 ereeeeeenes 2.06 1.92 tors in Atlanta, $4.10; 12 gage, plain smooth wire, 
No. 6, telephone type, $30 per 100; annealed, $3.65 per 100 Ib.; galvan- 
No. 6, ignition type, $32.50 per 100. Ga ized, $4.15; 14 gage, plain smooth 
Flashlight Batteries. —No. 935, $9.25 e wire, annealed, $3.90 per 100 Ib.: 














per 100; No. 950, $9.25 per 100; No. galvanized, $4.45; 16 gage, plain 
790, $18.50 per 100: No. 705, $27.50 smooth wire, annealed, $4.20 per 100 
per 100; No. 750, $18.50 per 100; No. ae ——— er 4 " . 
761, $25.00 per 100. — a right Nails.—$3.15 per keg base. 
‘Multiple Hot Shot Batteries—No. FREEZERS.—Jobbers here find busi Barb Wire.—Per 80-rod spool: 2- 
1461, 4-cell, $1.67 each; No. 1661. ness fair for the time of year. point light cattle, $2.50; 2-point light 
6-cell, $2.37 each. JOBBERS QUOTE RETAILERS, 7m 82. 16; 4-point heavy cattle, $3.40; 
BOLTS, NUTS AND RIVETS.—Job- yl ote Piceeaneeasiiak ste, Woven Wire Fence.—-Per 20-rod 
e ou i —_ 9 y 
bers here note a good demand. $4.80 list; 2 at $5.60 list; 5 at. $6.75 oe een m4 832-14, $6; 939-11, 
JOBBERS spore RETAILERS, list; 4 qt., $8. st; 6 qt., -45 list; Poult F oF. ‘ 
F.6.0. ATLA 8 qt., $13.40 list; 10 qt., $17.90 list; per 10 ey and Rabbit. 1, $4. 1948-14 
Carriage aa < e bolts at list 12 qt., $21.50 list; 15 qt., $25.60 list; $4.85; 2158-14, $5.50 
less 60 per cent. Nuts list less 60 20 qt., $33.20 list; 25 qt., $42.60 list. Steel Fence Posts.—5 ft.. T rail 
per cent. Stove bolts, less 75 per Arctic Freezers.—1 qt., $4 list; 2 qt., galvanized, 55c. Ib.; formed’ painted. 
cent. Tire bolts, less 50 per cent. $4.60 list; 3 qt., $5.45 list; 4 at., $6.80 35c. Ib.; 6% ft., T rail, galvanized. 
Lag bolts, 60 per cent. Rivets, large, list; 6 qt., $8.60 list; 8 qt., $11.10 list. 65c. Ib.; formed painted, 45c. lb.: 714 
$4 base per 100 Ib. Small wagon The above list prices are less 50 per ft., T rail, galvanized, 70c. lb.; formed 
rivets at 60 per cent. — ge re.—1 qt. $2.95 list painted, 50c. Ib.; 8 ft., T rail, gal- 
aska .95 list; ‘ 4 ‘ Be 
BUILDERS’ HARDWARF.—Jobbers| — 2 4t.°33-45 list: 3 at. it id list; "4 at. vanized, 5c. Ib.; formed painted, 
here find a fair business. $5 ui “ A aes ~#, a AA at . — Wire Screen.—Jobbers here report 
JOBBERS QUOTE RETAILERS, , late season. Prices quoted f.o.b. 
FOG ATLAN 15 $17 list; 20 at., $21.50 list. 1 a 
eat tap canted ersal butts, dull a ca Freezers take discount of 20 12-mesh, black, $1.85 per 100 sq. ft.: 
brass or old copper plated, in less ee —age aja mes 14-mesh, galvanized, $2.60 per 100 sq. 
than case lots, 3 x 3. $20 per 100 pair; LAWN GOODS.—Not much demand as ft.; 16-mesh, galvanized, $2.90 per 100 


314 x 3%, $21 per 100 pair; 4 x 4, $28 








sq. ft.; 16-mesh, bronze, $6.50 per 


per 100 pair. Hinges, heavy strap, yet. 100 sq. ft 
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Warmer Weather Is Helping Sales— 
Chicago Prices Are Unchanged 


(Chicago office of HARDWARE AGE) | each, in lots of 10, 40c, each; two- 
| piece attachment plugs, 7%c. each; 


CHICAGO, May 1.—Milder and more seasonal weather has brought | ary cells, boxes of 50,’ 32%c. each! 
about a moderate expansion in the hardware trade during the past er ee ee a ee 


week in the Chicago territory. Especially in the agricultural sec- Electrical Appliances.—iron, Hot 


Point, $4.20; in lots of six, $3.90; Sun- 





tions, where farm activities are progressing satisfactorily, the de- | eam, $5; lots of six, $4.75; Per- 
‘ , : ; 5 Z | colator, Universal 9169, $16.65. 

mand for spring and summer items is showing considerable im- | Radio, Supplies. Radio B batteries, 

| 9 E, 5 each; base lots of 5, 

provement. } . 5 ; $1.30: No. 770, $3 each; packages of 

Prices are being well maintained and while there are no changes | — Rage ie Fg age ag oy Meee 

to be reported, some slight increases in the near future are not un- | packages of 5, $3.33; new No. 485 

Layerbilt battery, less than standard 

expected. | ong sony eS each; standard pack- 

oa 3¢ ma ° ° | age ts, $2.33 each. 

Building operations are going forward at a rapid rate and mate-| “““ °* ar 

rials of all kinds are in brisk demand. It is announced that jobbers’ | fase Whan 10.38.50 exch. 


prices on butts and hinges will be advanced very shortly to conform | : 

with the increase of the manufacturers a few weeks ago. Other iy Ane iis end Gemene 

builders’ hardware items are very firm. a ge 
Production in the local steel mills continues at about 90 per cent | rob. Chicazo: American files. 60-10 

of capacity with a good volume of orders being placed by the auto- | per con adi pinck Diamond files, 

mobile and implement manufacturers and the railroads. 2 ee ee 


Collections are reported as fair. FISHING TACKLE.—There is a sea- 
sonally active demand and prices are 
firm. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: Bronson No. _ 1800, 


AUTOMOBILE ACCESSORIES.—The | prices shortly to conform with the ih cae 'Chienas lead eked 








unfavorable weather so far this spring | manufacturers’ advance of a month ago. reel, $2.00 each; Symploreel No. 752, 
" $4.90 each. 
has held down sales materially, but We quote from jobbers’ stocks, yo 
rospects are good. f.o.b. Chicago: 3% x 3% steel butts, : . "i 
P P g old copper and dull brass finish, $2.07 GALVANIZED W ARE.— Unseasonable 
We quote from obbers’ stocks, per doz. pair, case lots; less quanti- . +3 
tov Chisene: j 5 ties, 9c. per doz. pair higher: 4 x 4 weather conditions have slowed up the 
Spark Plugs.—Splitdorf, for Fords, steel butts, old copper and dull brass demand somewhat, although there is a 
50c. each; regular, 58c. each; Cham- finish, $2.90 per doz. pair, case lots; . i s 
pion X, 45c. each; Champion Blue less quantities, 10c. per doz, pair heavy call for rubbish burners. 
Box line, 58c. each; A. C., 53c. each; higher; heavy steel bevel inside sets, We quote from jobbers’ stocks. 
lots of 100, 50c.; A. C. Special Ford, $5.50 per doz. sets, case lots; steel f.o.b, Chicago: Standard galvanized 
36c. each. hit-keyed front door sets, $1.45. per after made tubs, No. 1, $5.75; No. 2, 
Spot Light.— Appleton, No. 3280, set; wrought brass, bit-keyed front $6.50; No. 3, $7.65; 10 qt. galvanized 
$6.50 each. door sets, $2.60 per set; cylinder front after made pails, $2.00; 12 qt., $2.25; 
Chains.—Non-skid, dozen pair lots, door sets, $6 per set. 14 qt., $2.50; 1 gal. all galvanized oil 
35 per cent discount. i ‘ . cans, special, $2.35 doz.; 2 gal., $4.00 
oo ere Standard, No. 21, CHAIN.—Prices are unchanged and the doz.; 3 gal., $5.75 doz.; 5 gal., $7 doz.; 
00 eacn. ; ; 1 bu. galvanized baskets, $6.25 doz.; 
Pumps.—Rose, 1% in. cylinder, demand is active. No. 26 baled % bu. galvanized meas- 
$1.85 each. ' We quote from jobbers’ stocks, ure, $4.50. 
ong ay a > a a f.o.b. Chicago: % in. proof cow 
30 x 3% yerty Cord, “10; heavy ‘hains, $8.50 per 100 lb. Tensco Bull M N 
duty oversize, $8.30; 32 x 4 Liberty, Sie okt seoke con cibin tt Gar GARDEN HOSE AND LAWN 
$11.15; heavy duty, $13.80; balloon cent discount. No. 00-41% electric SPRINKLERS.—Sales are improving 
tires, 27 x 4.40, $8.70; 29 x 4.40, $9.15; welded cow ties, $2.75 per doz. : icant 
= x 6, $13; 32 x 6, heavy duty, $21.10; steadily as the season advances. 
32 x 6. heavy duty, $24.85; te ‘ I . 
tubes, 30 x 31, $1.60: So 4, '$2.50: COPPER RIVETS AND BURRS.—A We quote from jobbers’ stocks, 
34 x 4%, $3.10, balloon tire tubes. very satisfactory volume of orders is f.o.b, Chicago: Garden jhose, good 
- 9 - Re e ° . quality, moidec 108e, a - se ec, per 
gray, 27 x 4.40, $1.80; 29 x 4.40, $1.85; | being received and prices are firm. ft; %-in., 12%c. per ft; 5 ply, good 


30 x 5, $2.25; 32 x 6, $3.10; 32 x 6.20, : : 
$3.50. quality, wrapped, %in., 8c. per ft.; 


We quote from jobbers’ stocks, %-in.: 9%c. per ft. Lawn sprink- 


- f.o.b. Chicago: Copper rivets and lers, Rain Kine. $28 a doz.: orizinal 
BASEBALL GOODS.—The demand is | burrs, 402012 per cent discount. fountain sprinklers, $6. doz.; Rain- 
larger this bow, 38-in. high, $24 a doz. 
lly is season than for many | pays TROUGH, PIPE, ETC.—The ow, 38-in. high, $24 a doz. 
ik dike fecha umiier” vibes, | MARBOY Meee to eaehionged: se to ether | Chass AND PUTTY—The demand te 
f.o.b. Chicago: Goldsmith Official price or volume. seasonally good and prices are very 
League ball, $15.00 doz.; Louisville We quote from jobbers’ stocks, firm. 
Slugger bat, $16.29 doz. f.o.b. Chicago: 28 gage single head 
T Pet lap joint gutter, 5in., $4.50 per 100 We quote from _ jobbers’ stocks, 
BOLTS AND NUTS.—Prices are firm ft.; corrugated conductor pipe, 3-in.. f.o.b. Chicago: Single strength A, all 
and there is a steady improvement in $4.80 per 100 ft.; plain ridge roll, brackets, 89-5 per cent discount; sin- 
the demand 1%-in., $3.65 per 100 ft.; corrugated gle strength B, all brackets, 90-7% 
: conductor elbows, 3in., $1.51 doz. per cent discount; double strength A, 
We quote from jobbers’ stocks, all brackets, 89 per cent discount; 
f.o.b. Chicas: Cindaae bolts, pond ELECTRICAL MERCHAN DISE.— double strength B, all brackets, 90-5 
thread, 60 per cent discount, small ‘ . ‘ ‘ per cent discount; putty, pure grade, 
carriage bolts, rolled “thread, 60-10 Sales are fair at this time and prices $4.25 per 100 Ib.; commercial, $3.50 
per cent discount; machine bolts, cut are unchanged. per 100 Ib. 
thread, 60 per cent discount; small We quote from jobbers’ stocks, 
pscagecon dcutas at aoe tae f.o.b. Chicago: Electrical merchan HAMMERS AND HATCHETS.—There 
10 per cent ‘discount; lag screws, 60 a one oie Pega Pec ays oll “1006 is the usual heavy demand for standard 
per cent discount. ft. lots, $6.30; No. 18 lamp cords, nail hammers. Prices are generally 


BUILDERS’ HARDWARE. — Jobbers $10.25 per 1000 ft.; in 1000 ft. lots, higher on the medium and cheaper 


Fs $12; %-in. brush brass key sockets, 
announce that they will advance butt 15%3c. each; two-way plugs, 45c. grades. 
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HAMMERS— 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16 oz. 
nail hammers, $12 doz.; Maydole, 
$12.60 doz.; 16 oz. machinists’ ham- 
mers, first quality, $9.20 doz.; com 
petitive grade, 16 oz. nail hammers, 
$6 to $8 doz. 


HATCHETS— 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, AGRICULTURAL.—The 
demand is increasing somewhat and 
prices are firm. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: Hay fork handles, 
straight, chucked and bored, X 4 ft., 
$2.40 per doz.; 4%, ft., $2.70 per doz.; 
XX 4 ft., $3.90 per doz.; 4% ft., $4.20 
per doz.; ash fork handles, bent, 
chucked and bored, X 4 ft., $2.90 per 
doz.; 4% ft., $3.20 per doz.; ash hay 
fork handles, bent with strap, fer- 
rule and cap, X 4 ft., $4.90 per doz.; 
4% ft., $5.25 per doz.; XX 4 ft., $6.15 
per doz.; 4% ft., $7.10 per doz.; bent 
manure fork handles, plain, X 4 ft., 
$3.05, per doz.; 4% ft., $3.40 per doz.; 
XX 4 ft., $4.65 per doz.; 4% ft., $5 
per doz.; bent manure fork handles, 
with strap, ferrule and cap, X 4% ft., 
$5.25 per doz.; XX 4 ft., $6.65 per 
doz.; 4% ft., $7.10 per doz.; garden 
hoe handle, X 4% ft., $2.60 per 
doz.; XX 4% ft., $3.70 per doz.; rake 
handles, X 5% ft., $3.50 per doz.; 
XX 5% ft., $5.65 per doz.; shovel 
handles, regular pattern, X 4% ft., 
$4.25 per doz.; XX 4% ft., $5.95 per 
doz.; D shovel handles, X, $5.25 per 
doz.: XXX, $8 per doz.; wood D 
spade handles, X, $4.90 per doz.: D 
shovel handles, X, I. D. L. top, $4.45 
per doz.; Sturd-E top, $4.50. 


HANDLES, HICKORY.— Prices are 
strong, with supplies of the better 
grades rather depleted. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 (new B. W.) 
hickory, $4 doz.; No. 2 (new B. R.), 
$3 doz.; second growth hickory (new 
A. W.), $5 doz.; finest selected second 
growth hickory (new A. A.), $6.50 
doz. 

Hatchet and Hammer Handiles.— 
No. 1 (new S. B. R.), 90c. doz.; finest 
second growth hickory (new S. A. 
W.), $1.80 doz. 


HINGES.—Jobbers’ prices are expected 
to advance shortly. Sales are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges 
in bundles, 4 in., 92c.; 5 in., $1.22; 
6 in., $1.54; 8 in., $2.47; 10 in., $4.00 
per doz. pair; extra heavy T hinges 
in bundles, 4 in., $1.26; 5 in., $1.56: 
6 in., $1.87; 8 in., $2.80; 10 in., $4.50 
per doz. 


ICE CREAM FREEZERS.—Due to the 
unfavorable weather, the season’s sales 
are somewhat slow in getting under 
way. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1 
qt., $4.80 list: 2 qt., $5.60 list; 3 qt., 
$6.75 list; 4 qt., $8. 25 list; 6 at., 
$10.45 list; 8 at.. $13.40 list: 10 qt., 
$17.90 list; 12 qt., $21.50 list; 15 qt., 
$25.60 list; 20 qt., $33.20 list; 25 qt., 
$42.60 list. Arctic, 1 qt., $4 list: 2 at., 
$4.60 list; 3 qt., $5.45 list; 4 qt., $6.80 
list; 6 qt., $8.60 list; 8 at., $11.10 list. 
All the above less 50 per cent dis- 
count. Alaska, 1 qt., $2.95 list; 2 qt., 
$3.45 list; 3 qt., $4.10 list; 4 qt., $5 
list; 6 qt.. $6.30 list; 8 qt., $8.20 list; 
10 qt., 10.75 list; 12 qt., $14 list; 15 
t., $17 list; 20 qt., $21.50 list. A dis- 
count of 20 and 10 per cent on all 
above prices. Acme, 2 qt., galv., $8 
doz.; 2 qt., enamel. $10 per doz.: 4 
qt., enamel, $18 per doz. Above prices 
are net. 


LAWN MOWERS.—Sales are gradually 
improving as spring advances. Prices 


are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 16-in. ball bearing, 
5-knife, 1l-in. wheels, $12.35 each; 
16 in. bali bearing, 4-knife, 10% -in. 
wheels, $10 each; 16-in. plain bear 
ing, 4-knife, 10%-in. wheels, $8.65 
each; 16-in., ball bearing, 4-knife, 
9-in. wheels, $7.85 each; 16-in., plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each. 


NAILS.—Order volume is seasonably 
satisfactory and prices are still well 


maintained. 


We uote from jobbers’ stocks, 
f.o.b. Chicago: l.c.l. quantities com- 
mon wire and cement coated nails, 
current Le.l. stock orders, $3.10 per 
keg base, Dec. 1, 1927, extras. 


PAINTS AND OILS.—Prices are un- 
changed. Sales are seasonally brisk. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil, Raw.—Barrel lots, 85c. 
per gal.; 5 barrel lots, 82c. per gal. 

Linseed Oil, Boiled.—Barrel lots, 
87c, per gal.; 5 barrel lots, 84c. per 


gal. 

Denatured Alcohol. — Barrel lots, 
58'4c. per gal.; steel drums, extra $6, 
returnable. 

Turpentine.—Drum lots, 7le. per 
gal., net. 

White Lead.—100 Ib. lots, $13.25: 50 
Ib. lots, $6.75; 25 Ib. lots, $3.40; 12% 
Ib. lots, $1.75. 

Shellac.—(414 Ib. cuts), white, $2.60 
per gal.; orange, $2.30 per gal. 

English Venetian Red.—In barrels, 
3.50 to $6.75 per 100 Ib. 

Phd Paste.—Barrel lots, 7c. per 


POULTRY AND FIELD FENCE.— 
Season prices remain in effect as last 
quoted. Orders are up to usual volume 


at this season. 


We quote “— jobbers’ stocks, 
f.o.b. Chicago: 726- 6- 12M , $28.68 per 
100 rods; 1948- 6- 14144; $43.62 per 100 
rods; 2158-6-41%, $48.98 per 100 rods. 


PREPARED ROOFING. — Sales are 
very active at the present low prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $1.75 per 
square; best grade tale surfaced, 
$2.15 per square; medium tale sur- 
faced, $1.30 per square; light talc 
surfaced, 90c. per square; red rosin 
sheathing, $55 per ton. 


PYREX WARE.—Sales are fair. Prices 


are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No, 212, $7.20 dozen; 
No. 214, $12 dozen. 

New Handled Casseroles.—Round, 
No. 622, $12 doz.: No. 623, $14 doz.: 
Oval, No. 632, $12 doz.; No. 633, $14 
doz.; Shallow Oval, No. 642, $12 doz.; 
No. 643. $14 doz. 

Pie Plates.—No. 208, $6 per doz.; 
No. 209, $7.20 per doz. 

Tea Pots.—2 a es doz.; 4 cup, 
$24 doz.; 6 cup 8 d 

Utility } a 231, $8 doz.; No. 
232, $14 doz. 

Iced Tea Sets.—$4 per set. 


ROLLER SKATES.—There is no 
change in prices. Sales are very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Union roller skates, 
boys, $1.40; girls, $1.50; Chicago roller 
skates, boys, $1.30; girls, $1.40. 


ROPE.—Orders are coming in freely. 
No early market changes are expected. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: No. 1 Manila standard 
brand, 21c. to 23c. per Ib.: No. 2 





Manila, 20c. per Ib.; No. 1 sisal, 14%4c. 





to 16c. per Ib.; No. 2 sisal, 13%c. to 
15c. per Ib. 


SASH CORD.—Prices are unchanged. 


The demand is only fair. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$7.90 per doz. hanks; No. 8, $8.90 per 
doz. hanks. 


SASH PULLEYS.—Sales are fair and 


prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
55c. per doz.; barrels, 50c. per doz.; 
Common Sense, 2 in., 55c, doz.; bar- 
rels, 50c. doz.; No. 110, 50c. doz.; 
barrels, 45c. doz. 


SCREEN DOORS AND WINDOW 
SCREENS.—The demand is increasing 


gradually and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Screen doors, No. 266, 
2-8 x 6-8, $20.46 doz.; No. 296, 2-8 x 
6-8, $24.66 doz.; No. 311, 2-8 x 6-8, 
$29.22 doz. Window screens, No. 1833, 
$4.56 doz.; No. 2433, $5.40 doz. 


SCREWS.—Sales are good and prices 


are well maintained. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: (New lists Jan. 3, 
1928.) Flat bright screws, 50 per 
cent, round head, blued, 45 per cent: 
flat head brass, 45 per cent; round 
head brass, 40 per cent. 


SOLDER ANP BABBITT.—The mar- 
ket is unchanged this week and sales 


are about normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 sol- 
der, $35 per 100 Ib.; medium 45 55 
solder, $33 per 100 lb.; tinners 40-60 
solder, $30.50 per 100 lb.; high speed 
babbitt metal, $20 per 100 Ib.; stand- 
ard No. 4 babbitt metal, $12 per 100 
lb. 


STEEL SHEETS.—Prices are steadily 


held except on quantity inquiries. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28 gage galvanized 
sheets, $5.30 per 100 Ib.; 28 gage 
black sheets, $4.20 per 100 Ib. 


WIRE PRODUCTS.—Sales are showing 


increased activity, with prices expected 
to continue. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: No. 9 black annealed 
wire, $3.30 per 100 lb.; No. 9 gal- 
vanized plain wire, $3. 85 per 100 Ib. 
eatech weight spools galvanized cattle 
or hog wire, $3.80 per 100 lb. Polished 
fence ‘staples, $3.55 per 100 lb. Wire 
cloth, black, 12-mesh, $1.85 per 100 
sq. ft., galvanized, 12-mesh, $2.05 per 
100 sq. ft.; bronze, 14-mesh, $5.60 per 
100 sq. ft. Galvanized poultry net- 
ting, galvanized before made, 60 per 
cent discount; galvanized after made, 
50-10 per cent discount. 


WRENCHES.—Sales are very satisfac- 


tory and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10-5 per cent discount. Coes 
wrenches, 40-10 per cent discount; 
engineers wrenches, 50-10 per cent 
discount off new list; Stillson 
wrenches, 70-10 per cent discount; 
Trimo, 70-5 per cent discount. 

Snap-on Wrenches.— Radio and 
electrical sets in metal cases, $2.75; 
No. 101, Master Service Set, $13.75; 


404, Flexible Socket Set, $8.80; No. 
608. Crankcase Drain Plug Socket, 
$3.20; No. 90, Square Socket Set, 
$3.70; No. 1817, Giant “Snap-on”’ with 
extra heavy duty ratchet, $27.35. All 
Snap-on Wrenches less 33% per cent 
discount. 
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Sporting Goods Lead Hardware Lines 


in Missouri River Crossing District 


KANSAS CiITy, May 1.—Sporting goods are leading most of the 


hardware lines as May opens. 


It is believed in some quarters that 


1928 may set a new record for the movement of such merchandise, 
although changeable temperatures are having their effect on actual 


shipments. 


The demand for high grade sporting goods is insistent. 


Because of the rise and fall of the mercury the hardware business 
as a whole is somewhat sluggish. The recent freeze throughout the 
southwest snuffed out the peach crop. The thermometer which had 
been registering eighty degrees in some sections dropped to 24 and 
threw a panic into the fruit-growers. 


Observers now say that the apple 
yield will be cut in half. Cherries will 
suffer in about the same degree. It is 
probable that the strawberry crop will 
escape with a curtailment of about 
25 per cent. Peaches and strawberries 
are important elements in the wealth 
of southern Missouri and northwestern 
Arkansas. Apples have a wider range. 
It is sure that the hardware trade will 
lose some volume because of this cold 
snap. Gardens are still backward. 

Good fishing tackle is more popular 
than ever this year. Flies are active 
and the better grades of fishing rods 
are in brisk demand. One well-known 
wholesale buyer has had to buy high- 
grade rods three times since the first 
of the year to keep abreast of orders. 
Baseball goods show an increase over 
the 1927 season, although the low tem- 
peratures have been holding business 
back. An excellent baseball season, 
however, is in prospect. 

Golf and tennis supplies participate 
in this general upward movement in 
sporting goods. The never-ending in- 
crease of automobiles is doing much to 
popularize outdoor sports. People drive 
less and less for the pleasure of driv- 
ing. They want to go somewhere and 
do something. Hence the demand for 
sporting goods. Much more golf is 
played over the week-ends and at other 
times. Many golfers no longer hesitate 
to pay $8 or $10 for a steel-shaft 
driver or brassie. They prefer high- 
grade equipment. 

Though the gun season is far ahead, 
the outlook, even now, is bright. There 
are many more gun clubs than there 
used to be. An average of two State 
shoots a week are scheduled for this 
territory from now until July. It is 
predicted that this is to be one of the 
best gun years in the history of the 
southwest. There are twelve pistol 
teams in the two Kansas Citys and 
many more elsewhere. 

Wheat prospects, generally, are full 
of promise throughout this part of the 
country, with the exception of north- 
western Kansas where there has been 





a shortage of moisture. Central, south- 
ern and southwestern Kansas are full 
of optimists predicting a “bumper” 
crop. The dry-farming sections of east- 
ern Colorado are in good condition for a 
wheat crop and the abundance of snow 
in the Rocky Mountains certifies a sup- 
ply of water for the irrigation ditches 
next summer. 

In the beet-growing district north of 
Denver, however, conditions are not so 
good. Many dealers have bought beet 
implements with meager prospects of 
selling them unless the situation takes 
a turn for the better. The sugar com- 
panies have offered the growers $7 a 
ton for their beets and the growers’ 
association, to which about 70 per cent 
of the beet farmers belong, has re- 
jected the bid. 

Merchants and others are trying to 
break the deadlock. Unless it is broken, 
the beet acreage will in all likelihood 
be cut to about a hundred thousand 
acres from the normal acreage of three 
hundred thousand. Beet planting time 
is at hand and the merchants are in a 
quandary. 


ALCOHOL.—An advance of one cent a 
gallon has just been registered. Fut- 
ures active. Prices tend to be unsteady. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: De- 
natured alcohol, 188 proof, formula 
5, in 55-gal. drums, $0.57 per gal.; in 
lots of 5 to 9 drums, $0.55 per gal.; 
10 to 19 drums, $0.53 per gal.; in lots 
of 20 or more drums, $0.52 per gal.; 
$6.00 charge for drums, subject to 
credit on return. 


ALL-STEEL HOSE REELS.—Move- 
ment has scarcely started for the sea- 
son. Prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Don- 
ley all-steel, No. 2, $1.70 each. 


AXES.—Little demand has registered 
thus far this season; about half the vol- 
ume is sold after June 1 for fall de- 
livery. Prices stable. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: First 
quality, single-bitted, unhandled axes. 
3 to 4 lb., $14.50, base; handled, $18.75 
to $20.50, base. 





BALE TIES.—Haying season is too 
far ahead to show much call for bale 
ties now. Prospects good. Prices un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: 14 
gage, 9 ft., $1.56 per bundle; 15 gage, 

S$ ft., $1.22; 8% ft., $1.29; 9 ft., $1.37 
per bundle, net. 
BUILDERS’ HARDWARE. — More 


open weather is expected to stimulate 
trade. Movement very moderate at 
this time. No new prices out. 


We quote from jobbers’ 
f.o.b. Missouri River crossings: 
lots of 24% x 2% steel butts, old cop- 
per and dull brass finish, $19.25 a 
hundred pair; 3% x 3%, $20 a hun- 
dred pair; 4 x 4, $27 a hundred pair; 
heavy steel bevel inside sets, case 
lots, $6 per doz.; steel bit-keyed, 
front door sets, $18 per dozen sets: 
wrought bronze metal, $2.25 per set; 
cylinder front door sets, wrought 
bronze metal, $6.50 per set. 


CARRIAGE AND MACHINE BOLTS. 
—Business continues fairly active in 
this line. Prices remain firm. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Small 
carriage roll thread, 50-10-10-5 off 
list; small carriage cut thread, 50- 
10-5 off list; large carriage cut 
thread, 50-10-5 off list; small machine 
rolled thread, 50-10-10-5 off list: 
small machine cut, 50-10-5 off. From 
list as of April 1, 1927. 


stocks, 
Case 


CHAIN.—Orders keep coming in rather 
steadily, despite continued cool 
weather. No price changes. 
We quote from _ jobbers’ 
f.o.b. Missouri River crossings: Proof 
coil chain, *% in., $9 per cwt.; No. 
2-0 Tenso, 250 ft. reel lots, $6 per 
reel. 
COPPER RIVETS AND BURRS.—Re- 
tail trade yields a good flow of orders, 
although no more than normal. Prices 
firm. 


We quote from jobbers’ 
f.o.b. Missouri River crossings: 
per cent off list. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Little volume has developed as 
yet. No wavering in prices. 


We quote from jobbers’ stocks. 
f.o.b. Missouri River crossings: 28- 
gage, 5 in. lap joint eaves trough, 
$5 per 100 ft.; 28 gage, 3 in. conduc- 
tor pipe, $5.40 per 100 ft. 


FIELD FENCING.—Current move- 
ment is rather heavy, mostly on de- 
livery of futures. Market shows firm- 
ness. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: $22.50 
for 26-in. fence to $38.50 for 9 top 
and bottom, 11 intermediate and 12 
stay wire. 


stocks, 


stotks, 
40-10 


FILES.—Flat files for agricultural 
purposes show a brisk increase in vol- 
ume. Former prices hold. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Nich- 
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olson, 50 per cent off list; jobbers’ 
brands in full packages, 60-5 off list. 


GALVANIZED WARE. — Flow of 
orders shows no sign of abatement and 
retailers are selling a good volume. 
Prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Gal- 
vanized tubs, standard No. 0, $5.17 
per doz.; No. 1, $6.44 per doz.; No. 2, 
$7.22 per doz.; No. 3, $8.46 per doz.; 
common galvanized pails, 8-qt., $2.08 
per doz.; 10-qt., $2.24 per doz. 


GARDEN HOSE.—The market in this 
line is said to be disturbed by the sales 
influence of the cheaper grades. Cool 
weather retards big demand. Wide 
range of prices. 

We quote from jobbers’ = stocks, 
f.o.b. Missouri River crossings: $7.75 
to $10.00 per 100 ft. 

GRAIN SCOOPS.—Current movement 
is very light and futures show little ac- 
tivity. New prices remain undisturbed. 

We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Light 
weight, full polished, split-D handle, 


No. 6, $12.00 per doz.; No. 8, $13.00; 
No. 10, $14.00; No. 12, $15.00; No. 14, 
$16. 


HAMMERS.—Not much volume mov- 
ing except in the cheaper grades. No 
new prices announced. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: First 
grade 711% nail hammers, $12.00 
per dozen; jobbers’ brands, $10.80 to 
$11.40; competitive forged nail ham- 
ners, $6.50 to $8.00 per doz.; cast 
steel hammers, $3.60 per doz. 


HARNESS.—Movement is sloping off 
from the peak, although it tends to 
hold up satisfactorily. Prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Reg- 
ular No. 1 quality, 1%-in. traces, 
$70.00 per set; No. 2 quality, 1%-in. 
traces, $58.00 per set; Nou. 3 quality, 
$53.00 per set. 


HARNESS HARDWARE.—Trade is 
slowing down for the remainder of the 
season. Slight price variations. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: One- 
in. japanned snaps, $2.40 to 2.75 
per gross; No. 200 XC, snaps, 1-in., 
$6.55 per gross; roller snaps, No. 85, 
$2.65 to $3.00 per doz.; No. 47% XC 
bits, $1.50 per doz. 





HATCHETS.—Movement is very slight | 


and retail trade is said to be well 
stocked. No new price figures. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Size 
2 extra quality broad hatchets, 
$16.70 per doz.; competitive forged 
shingle hatchets, $6.50 per doz. 


HINGES.—Moderate movement con- 
tinues in the face of unfavorable build- 
ing weather. Prices stiff. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Heavy 
strap hinges in bundles, 4-in., $1.00: 
5-in., $1.35; 6-in., $1.68; 8-in., $2.60; 
10-in., $4.35 per doz. pair; extra 
heavy T-hinges, in bundles, 4-in., 
$1.40; 5-in., $1.70; 6-in., $1.90; 8-in., 
$3.00. 


HORSE COLLARS.—Lively demand is 
abating somewhat, although it holds 
up remarkably well. This has been an 
excellent collar season. Prices un- 
changed. 


We quote from jobbers’ stocks, 


f.o.b. Missouri River crossings: Full- 
grain, collar-leather collars. average 
16% in., draft, $55.00 per doz. 


LAWN MOWERS.—Season is not ad- 
vanced enough for refill orders. Fu- 





ture shipments have been heavy. Re- 
tail carry-over reported to be slight. 
Wide ae of prices unchanged. 


uote from jobbers’ stocks, 
tot 4,  silscourl River crossings: Hand 
lawn mowers, $6.00 to $30.00 each. 


MILD STEEL BARS.—Not much in- 
crease in demand. Present movement 
light. No price changes. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Bars, 
shapes and small angles, $3.56 per 
ewt., base; structural sizes and 
shapes, $3.66 per cwt.; mild steel 
bands, 3/16 and lighter, $4.21 per 
ewt.; steel hoops, $4.66 per cwt.; 
reinforcing bars, $3.40 per cwt.; cold 
rolled round shafting, $4.16 per cwt.; 
cold rolled square bars, $4.66 per cwt. 


NAILS.—Good business continues. Ap- 
proach of more open weather helps de- 
mand. Prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Com- 
mon wire nails, $3.50 per keg, base 
(see new extras). 





OILS.—Fair movement in _ progress, 
with tendency to accelerate. No new 
prices since the recent reduction of 2 
cents. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Raw 
linseed oil in bbl. lots, $0.86 per gal.; 
boiled linseed oil in bbl. lots, $0.89 per 
gal.; raw linseed oil in half-bbl. lots, 
$0.91 per gal. Turpentine in bbl. lots, 
$0.74; turpentine in half-bbl. lots, 
$0.79 per gal. 


POULTRY NETTING.—Sales are sat- 
isfactory and demand continues brisk. 
Volume tends to increase. One of the 
livest items in the current movement 
of hardware. No new prices. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: 5(- 
10-5 per cent. 

RADIO BATTERIES.—With the ap- 
proach of warmer weather demand 
shows the usual seasonal decrease. 
New prices recently announced remain 
in force. 

We quote from jobbers’ stocks, | 
f.o.b. Missouri River crossings: No. 
770 B battery, $2.80 in unit packages | 
of five each; No. 772, $1.92; No. 485, 
$2.33. ‘‘Eveready”’ C batteries in unit 
packages of ten, $0.39 each; singly, 
$0.42. 





ROPE.—Business, heretofore good, is | 
falling off slightly. Manila standard | 
brands have dropped one cent per 
pound. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: High- 
est quality Manila rope, standard 
brands, 24 cents per pound, base; No. 

2 Manila, standard brands, 204 cents 
wt pound; No. 1 sisal rope, highest 
quality, standard brands, 19 cents 
per pound; No. 2 sisal rope, standard 
brands, 14 to 16% cents per pound. 


SCREWS.—Demand is light. Cool 
weather holds orders down. No price 
changes. 


We quote from jobbers’ stocks, 
f.o.b, Missouri River crossings: Flat- 
head bright screws, 50-20 per cent 
off list; round head blued screws, 45- 
15 per cent off list; flat-head brass 
screws, 45-15 per cent off list; round- 
head brass screws, 40-15 per cent off 
list. 


SMOOTH WIRE.—Good movement in 
progress, mostly on No. 12. Prices are 


firm. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings, $3.25 
per cwt., base. 





SOLE LEATHER. — Shipments con- 
tinue in satisfactory volume. Prices 
continue steady. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: No. 
1 sole leather strips, 98c.; light No. 
2, 80c. 


STEEL SHEETS.—Business is accel- 
erating, especially on corrugated. Ac- 
tivity expected to continue. Prices at 
same level. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: 24 
gage galvanized flat, $5.25 per cwt., 
24 gage black flat, $4.55 per cwt.; 
corrugated iron, 28 gage galvanized, 
$4.85 per square; 26 gage galvanized 
corrugated, $5.45 per square; 28 gage 
painted corrugated, $3.50 per square. 


STORAGE BATTERIES.—Demand is 
growing lighter with the approach of 
milder weather. Prices are without 
further change. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Auto- 
mobile, 6-volt, 11-plate, heavy, stand- 
ard terminal, $9.10 each; 6-volt, 13- 
plate, $10.75 each; 12-volt, 7-plate, 
$12.85; 6-volt, 11-plate, thin, stand- 
ard terminal, $7.35; 6-volt, 13-plate, 
thin, for Ford and Chevrolet, $8.05. 


SWEAT PADS.—Movement tends to 
lessen, although it has been extremely 
heavy. Jobbing stocks are down. No 
new prices. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: $4.25 
per doz.; 20-in. base. 


TIRES.—May opens with a better tire 
demand, although low temperatures 
have retarded the season. Former 
prices hold. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Mans- 
field, automobile, covered by stand- 
ard warranty; 30 x 3%, oversize, 
heavy-duty cord, s.s., $10.40; 31 x 4, 
$13.00; 32 x 4, 13.80; 33 x 4, $14.50: 
32 x 4%, $18. 15: 33 x 4%, $19. aif 33 
x 56, $25.50. Balloon: 29 4.40, 
regular, $9. 15; 30 x 4.50, $10. 15: 30 - 
5.25, $15.15; 31 x 5.25, $15.65; 31 
6.00, $20.75; 33 x 6.00, $21. 80. Gateks: 
32 x 414, 8-ply, $23.50; 33 x 4%4, $24.35; 
30 x 5, $28.30: 32 x 6, $37.00; 36 x 6, 
10-ply, $50.40; 34 x 7, $65.05: 40 x 8, 
12-ply, $99.00. 


TUBES.—Trade is picking up along 
with that on casings. Prices remain 
unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Mans- 
field, 30 x 3% heavy-duty, tan, $18.00 
per doz.; gray, $16.20 per doz.; 31 x 
4, tan, $13.80 per % doz., gray, $11.10 
per 4%-doz.; 32 x 4, tan, $14.40 per 
\% doz, gray, $11.70 per % doz.; 
33 x 4, tan, $15.00 per % doz., gray, 
$12.30 per % doz.; 32 x 4%, tan, 
$16.80 per % doz.; 33 x 4%, tan, 
$17.40 per % doz.; 33 x 5, tan, $21.90 
per % doz. Balloon: ‘29 x 4.40, 
heavy-duty, gray, $21.00 per doz.: 
30 x 5.25, gray, $14.70 per % doz.; 
31 x 6.00, gray, $17.40 per % doz., 
33 x 6.00, gray, $19.50 per % doz. 
Special brand tubes; 30 x 3%, 55 
to 70 gage, 2%-in. pole, reinforced 
valve base, vulcanized splice, full- 
size valve, $0.85 each; 29 x 4.40; $1.15 
each. 


WIRE CLOTH.—Early shipments have 
been made, but volume of new busi- 
ness is slow in developing, because of 
the continued cool weather. Prices 
firm. 


We quote from jobbers’ stocks, 
f.o,b. Missouri River crossings: Black, 
12-mesh, $1.85 per 100 sq. ft.; gal- 
vanized, 12-mesh, $2.05 per 100 sq. 
ft.; galvanized, 14 mesh, $2.45 per 100 
sq. ft.; galvanized, 16-mesh, $2.80 per 
100 sq. 
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Trade in Twin Cities Territory 
Again Assumes Normal Proportions 


(Minneapolis office of HARDWARE AGE) carpenters’ hammers, $12.60; Plumb 
No. HF81, $12; Plumb broad hate ae 


MINNEAPOLIS, May 1.—Progress is being made in spring work No, 2 2, $16.40; shingling, No. 2 $12. 
over the territory in the Northwest tributary to the Twin Cities. and claw, No. 3, © Gos net. 
After the stormy April roads are drying out, thus aiding transporta- gag eee mie ae be 
tion, and fields are in condition again to allow the completion of | Stocks are ready for the call, and prices 
seeding. With this change for the better, trade is beginning to as- | are firm. 
sume normal proportions in all lines. Business during April was 7 We ,quote trom jobbers’ stocks, 


retarded to some extent due to road conditions, which prevented hose reels, No. 2 at $2 each, net. 
LAMPS AND LANTERNS.—Sales are 


travel. BAI : 
With the opening of the new month, everyone is anticipating a per saetlte anced —" of year. Prices 
steady increase in business. Stocks are ready, and there should be ane preg Ae ae a 
nothing in the general conditions to bring disappointment. Bo. ca, gas No. Cale ats Ne! 
Prices are firm with practically no changes. C317, $7.40 each; lanterns, ‘No. ‘L327. 
$5.25; No. L427, $6; No. L227, $6. 10 


each; tubular, long or short globe 
lanterns, $13 doz. net. 





seniiid ‘ i i Light pein strap hinges, 3 in., 56c. : j : 
ee ee ee doz. pair; 4 in., 75c. doz. pair; heavy NAILS.—Call for nails is gradually 
yore 4 . Lo ein gaa ees. Sane’ —— $1.36 increasing as building operations de- 
— ? doz. pair; light plain tee hinges, 3 in. velop. Stocks are well filled and prices 
We quote from jobbers’ stocks, 62c. doz. pairs; 4 in., 78c. doz. pairs: ve ff 
f.o.b. Twin Cities: Single bit base heavy plain tee hinges, 4 in., $1.06 are lirm. 
weight axes, $16; double bit base doz. pair; 5 in., $1.20 doz. pair; 6 in., We quote from jobbers’ stocks, 
weight, $21.50; Plumb Dreadnaught $1.40 doz. pair; 8 in., $1.95 doz. f.o.b. Twin Cities: Standard wire 
single bit, unhandled axes, $14.50; pair; extra heavy plain tee hinges, 4 nails, and cement coated wire nails 
double bit, $19.50; handled single bit, in., $1.28 doz. pair; 5 in., $1.58 doz. in 100-Ib. kegs at $3.20 per keg, 
$19.25; double bit, $24.25 per doz, net. pair; 6 in., $1.89 doz. pair; 8 in., $2.83 base. ’ 


AUTOMOBILE TIRES AND TUBES. Pe nage = ao aon ~e =e OIL STOVES.—Sales are showing some 
—Business is rapidly developing in the S.—Sales show a good volume, | activity in the line of oil cook stoves. 


auto supply line with the improvement sea sopgien page ng ne pre’ Stocks are ready for the trade. 
itions. ll e quote from jobbers’ stocks, We quote from jobbers’ stocks, 
of road conditions eee ane we f.o.b. Twin Cities: i chains, % x f.o.b. Twin Cities: Ne 500 Messe. oll 
filled. 14, $13. 85; % x 14, $1 0.80; % 2% stoves, $80.00 each; No. 213, $22.00 
We quote from jobbers’ stocks, $10. 76. FF °%, = chain, 4 in. #1 3.3 each; No. 213 with No. 1103 shelf, 
f.o.b. Twin Cities: “Mansfield tires, ak ak 5; ‘ $28.50 each; less 30-5 per cent. No. 
Liberty cord, 30 x 3%, $6.10; heavy +» net. 79, Perfection, with black cabinet, 
duty Ne $8.30; paces. tires, EAVES TROUGH CONDUCTOR PIPE $78. 00 each; No, 73 only, $22.50 each: 
2 4.40, 10; x 4.40, 15; x ° ame ai lack cabinet, } 
HM $13: 32 ¥ 6 heavy sty, eat ie: 32 AND ELBOWS.—Call 1S beginning to each; with a discount of 30 per cent 
x 6.20, heavy duty, $24.85, each, jos be noted for spring business. Jobbers’ ts A — Bs — oe 30-5 
5 per cent ansfie tubes, tan : e s . ore. 
x 3, single lots, $1.60; case lots (12), stocks are well filled. Prices show no PYREX OVENWARE.—Demand - is 
$1.40; 32 x 4, single, $2.50; case (12), changes. : i 
$2.40: 34 x 414, single, $3.10; case 7 Seiees sseue sail peliae fair, though showing a decrease from 
(12), — te og balloon $i Fe: £.0.b.. Twin Cities: Haves trough, 38 the winter months. Prices are steady 
29 x 4.40, single, $1.85; case (12), SF do “pen ’tnd th slip jeant. in erent, | as quoted. 
1.75; 30 x 5, single, $2.25; case (12), ss: in cenied, Sak Gea Mae We quote from jobbers’ stocks, 
2.15; 32 x 6, single, $3.10; case (12), £4., 9 4 4 , : f.o.b. Twin Cities: No. 623 casseroles 
$3.00: 32 x 6.20, single, $3.50; case per 100 ft.; 3 in., $1.73 doz. net. $1.17; No. 624 casseroles, $1.33; No. 
(12), $3.40 each, less 10 per cent, FILES.—Demand is steady, though not , 634 casseroles, $1.33; No. 212 bread 
BOLTS.—Demand is fair, with stocks | heavy yet. Prices have not changed. No. 309 pie plates, 60e.: No. 231 util: 
well assorted. Prices are unchanged. We quote from jobbers’ stocks, ity, dishes, 67c. ; No. 13 team pots, 
, f.o.b. Twin Cities: Best grade files .67; No. tea pots, $2.33, and No. 
PP ng Bag ah iE bmg FE yey at 50 per cent. and second grade files, 953 percolator tops, Te. each net. 
chine bolts, all sizes, 60 per cent; 60 per cent from lists. REGISTERS.—Deliveries are improv- 


stove bolts, 75-10 per cent; and lag GALVANIZED WARE.—There is a ing with the increase in building op- 


screws, 60 per cent from standard ° . P P ° ? . 
lists, fair volume of sales in this line, with| erations. Prices have not changed. 


BRADS.—Call for brads shows a steady stocks ready for the spring trade. We quote from jobbers’ stocks, 
consumption. Prices are firm as quoted. | Prices have not changed. tank: 98° pee Gane io Gecaaht’ cheel 
° ars, <2 -) 3 /. an Ww 4 £ 

We quote from jobbers’ stocks We quote from jobbers’ stocks, registers. 40 per cent from lista. 1: 

f.o.b. Twin Cities: Steel wire brads, ee ee eee oe ROPE i i 
ob Se fen eee ‘ gaivanized _Palls at $2.55; 22 at, : .—Sales are steady, with prices 

ot em a at., 6 at. stoc pails, rm j 
BUILDERS’ HARDWARE.—Building | $4.70: 18 qt.” $5.30; standard galvan- hi tt : 

is well under way for the spring, and ized tubs, No. 1, $7; No. 2, $7.90; tob tun thane Sek aes eee 

wel y Pp ng, No. 3, $9. 20: heavy galvanized tubs. .0.b. Twin Cities: / est grade manila 

finishing hardware is beginning to No. 1, $12.85; No. 2, $14.05; No. 3, rope at 28c. per Ib., base, and best 

grade sisal rope at 17c. per Ib., base. 


$15.25 doz., net. 


mega ohctcha a fair rate. Prices show GLASS AND PUTTY.—tTrade is im- SANDPAPER.—Call for this line of 
. materials is good, with stocks well 


; : ‘ proving, with stocks well filled. Prices 
We quote from jobbers’ | stocks, filled. Prices have not changed. 


f.o.b. Twin Cities: 3% x 3% steel show no changes. 

butts ,old copper find dul brass fn We quote from jobbers’ stocks, | We quote from | Jobbers', stocks 

ix. Ce Tk de tae, ox keel tom Twin Cities: Single and double ee Cit v7 Best grade sand- 

butts, old copper and dull brass fin- strength glass, Minnesota prices, 87 peed par 4 ad a a bie oct 

ish, 26c. pair, less than case lots per cent; and strictly pure putty in lek of 9 ameste: oan a ee i tile 
. : y 50 Ib. containers, $4.85 cwt., net. cate pa Bn — garnet No. 1, $10.75 


25c. pair, in case lots; broad bevel 


steel inside sets, old copper or dull HAMMERS AND HATCHETS.—Sale SANITARY PRODUCTS.—Demand is 


brass finish, one piece knots, less * : : 

than case lots, $7 doz., sets, case lots, of small tools is slightly increased steady and shows good volume. Prices 
$6.75 doz. sets; steel bit-keyed front with the opening of the building sea- h : 

door sets, $1.85 per set, cylinder Pri h ed. are unchanged. 

brass outside trim, bit-keyed front son. rices are unchang We quote from jobbers’ stocks 





door sets, $1.85 set cylinder We quote from jobbers’ stocks, f.o.b. Twin Cities: 
front door sets, $6. oe per set. f.o.b. Twin Cities: Maydole, No. 11% Presto Products.—Oil soap, 16 oz. 
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size, $2.60 per dozen; bowl cleaner, 22 
oz. size, $1.85 per dozen; pipe opener, 
16 oz. size, $2 per doz.; tile and por- 
celain cleaner, 16 oz. size, $1.20 per 
doz.; Met-L-Shyn, 8 oz. size, $3.60 
er doz.; Silvershyn, 4% oz. size, 
1.80 per doz.; Waterless cleaner, 2 
pt. size, $5.40 per doz.; same, 5 pt. 
size, $9 per doz.; Window cleaner, 6 
oz. size, $3.60 per doz.; same, 12 oz. 
size, $5.40 32.60 doz. ; Presto Lustre, 6 

12 oz. size, 


oz. size, 60 per doz.; 
$4.32 per - vag 16 oz. size, $5.40 
doz., and Dry Cleaner, 8 oz. size, 


$3.60 per doz. 

Desolvo special pipe cleaner, 10 oz. 
size, less than case lots, $2.25 per 
doz.; case of 3 doz.; $2.15 per doz.; 
and in gross lots, $2 per doz. Desolvo 
triple strength, 16 oz, size, case of 2 
doz. cans, $4 per doz.; half gross lots, 
$3.75 per doz.; in gross lots, $3.50 per 
doz. Desolvo, triple strength, in 2 Ib. 
cans, case of 1 doz. cans, $7 per doz., 
and gross lots, $6.50 per doz. 

Kloset Klean.—22 oz. size, less than 
case lots, $2.25 per doz.; case of 2 
doz. cans, $2.15 per doz.; gross lots, 
$2 per doz. 

Tubola, 12 oz. cans, 
lots, $2.25 per doz.; case of 2 dozen 
cans, $2.15 per doz.; gross lots, $2 
per doz. 

Chaco boiler liquid, single quarts, 
$2.50; half dozen quantity, $2 per at., 
and dozen quantity $1.75 per at. 

Hercules tile and porcelain cleaner, 
$2 doz. less than gross lots and $1.90 
doz. in gross lots; Hercules Radiator 
Stop Leak, 8 oz, cans, 1, 2 and 3 doz. 
cans to the carton, $4.50 dozen; 
Hercules boiler compound, qt. cans, 
$2 each. 

Economy Plumber drain pipe clean- 
er, 1 Ib. cans, $2 per doz.; 2 Ib. cans, 
$3.90. The 1 lb. size is packed 1, 2 
and 3 dozen to the carton, and the 
2 Ib. size is packed 1 and 2 dozen 
to the carton. 


less than case 


SCREWS.—Sales are showing an in- 
crease in volume, the demand being - 


blued, 45 per cent; flat head brass, 

45 per cent and round head brass, 

40 per cent from new lists. 
SKATES.—Roller skates continue to 
sell well, with dealers refilling their 
stocks. Prices are firm as quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Plain steel roller 
skates, 75c. pair; Speed King, boys’, 
$1.35 pair, and girls’ Speed King, 
$1.30 pair, net. 

SOLDER.—Demand is steady, with fair 
volume in this line. Price remains un- 
changed. 

We uote from 

f.o.b. Twin Cities: Strictly half and 
half solder at 34%c. Ib. and war- 
ranted half and half solder at 35\%c. 
Ib., in 100 Ib. boxes. 

STEEL SHEETS.—Call for this class 
of material is good, with stocks well 
filled. Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
sheets at $4.90 cwt., base (24 ga.), 
and black steel sheets at $3.95 cwt., 
base (24 ga.). 

TIN.—Demand is steady, with some 
improvement in general trade. Prices 
are unchanged. 

We quote from_ jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke tin, 
ICL, 20 x ™. a 50 box, and roofing 
tin, IC, 20 , 8 Ib. coating, $15. 50 
box, net. 

WINDOW VENTILATORS.—Demand 
is still fair, with stocks being graded 
down for the season. Prices have not 


changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 02 steel frame 
window wees, $4.80; No. 2, 


obbers’ stocks, 


Continental ventilators, metal type, 
No. 833, $4.60; No. 837, $4.75; No. 
ta $5. 30; No. 1145, $6.35; No. 1437, 
$6.90, and ‘No. 1445, $7.80 doz. net. 


WIRE.—Fence wire is selling well and 
dealers are keeping their stocks well 
filled. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized cattle 
barbed wire, $3.17 per 80-rod spool; 
galvanized hog barbed wire, $3.39 per 
80-rod spool; painted cattle barbed 
wire, $2.97 per 80-rod spool; painted 
hog barbed wire, $3.18 per 80-rod 
spool. No. 9 (base smooth galvan- 
ized wire, $3.65 cwt.; No. 9 (base), 
smooth back wire, $3.20 cwt. 


WHEELBARROWS. — Contractors’ 
barrows are selling at a better rate, 
with demand increasing for domestic 
barrows. Stocks are ready for the 
heavy selling season, and prices are 
firm. 


We quote from_ jobbers’ stocks, 
f.o.b. Twin Cities: Fully posted - barrel 
type tray wheelbarrows, $34 doz.; No. 
2 tubular, $7.33 each, and No. 1 gar- 
den, $6.25 each, net. 


WRENCHES.—Sales are showing an 
improvement, and shops and garages 
swing into the spring and summer 
—_ Prices have not changed. 


— jobbers’ stocks, 
f.o. Ng win Cities: cultural 
wrenches, 60-10 per cent; key model 
wrenches, 45 per cent; engineers’ 
wrenches, 50-50 el cent, and Trimo 
pipe wrenches, 65 per cent from list. 
Bemis & Call long sleeve nut, 10 in., 
oer 12 in., $2.06; 15 in., $2.75 each 
net. 


Snap-on Wrenches. — Radio and 
electrical sets in metal cases, $2.75; 
No. 101, Master Service Set, $13.75; 











good from shops and factories. Prices $5.00; No. 3 , $6.40; and No. 4, $7.60 No. 202, Heavy Duty oot, $3.80; No. 
oz. net. 404, Flexible Socket Set, $8; 

are firm as quoted. Continental _ ventilators, yeoman Crankease Drain Plug Becket. "382 20: 

We quote from iobbers’ stocks. type, No. 923, $3.65; No. 937, $4; Ni No. 90, Square Socket Set, $3.70; 1 oO. 
f.o.b. Twin Cities: Flat head bright 949, $5.50; No. 959, $6.05; No. 1537, 1817, Giant “Snap-on” ith 

wood screws, 50 per cent; flat head $5.25; No. 1549, $7. 10, and No. 836, heavy duty ratchet, $27.35 ist, .— 


japanned, 37% per cent round head 33. 35, all prices’ per dozen. 33% per cent discount. 


3 New England Weather Has Been Against 
the Sale of Seasonable Hardware Items 


(Boston office of HARDWARE AGE) 

BosTON, June 1.—During the last half of April New England 

weather conditions were against the sale of seasonable hardware 

items. During the last week Maine, New Hampshire and Vermont 

reported several inches of snow in many locations. In Massachu- 

setts, Rhode Island and Connecticut it was unseasonably cold, rainy 
most of the time, or overcast. Sunshine was worth a great deal 

more than par. When it has not been raining, snowing or freezing, 4 end Per gent dls tf to 360 count, 

high winds have been in order, making many kinds of outdoor work Horns. — Klaxon, quantities less 

e e ° ts than ‘$50 in list value, 35 per cent dis- 

that require hardware or items carried by the retail hardware count; 50 to $199 value, 40 and 5 

dealer practically impossible per cent discount; in’ $200" value, 60 

cher, 30 x 3 in., $6.35 each) net; 30 

x 3% in., $7.25. an duty cord, 

cally no frost in the ground. A spell of real warm weather there- 1180. th ek ie bees eee ee 

ty 00; es 4% tray » $19. Ae 33 x 4% a. ie 


per cent discount. 
Soil, grass, trees, shrubs have all done well, however, as a result 
straight side, 30 3 in., $10.95 
fore should make things fairly jump out of the ground, and New $20°50 ae ea 





retail dealer operating an accessory 
department is keeping a rather limited 
assortment of tires on hand, confining 
himself fo popular sizes. 


We _ quote from Boston jobbers’ 
stocks 

Sumpore—One to 49 count, 40 per 
cent discount; 50 to 249 count, 40 and 
5 per cent discount. 

Fender Guards.—One to 49 count, 


Tires.—Mansfield line, fabric, clin- 
of the abundant moisture. While it has been cold there is practi- 
each net; 31 x4 in, oe 5; 32 x 4 in., 


England will then settle down to the many tasks it usually performs 4, 26,85; 35 x 5 in, $28.85. os 
during the spring. Then it should be that retail hardware sales Bo $3 x Fa an esi, “ae x 
will increase materially, and that jobbing business will reflect the iy ag ish ob. 34x 8 Ag $38 tse ass 5 

in., 36.25; a x 6 “ 45.90; 36 x 6 


improvement in retail. The future cannot be any more discourag- “ geo 


ing than it has been for the retail dealer, consequently he naturally| ‘us in 8 a ns yg 


: lotnatine { i iti i i in., $1.70; 32 x 3% in., $1.90; in lot 
is anticipating improved business conditions. Collections are still | in. $1.70; 32 x 3% in. inti tot 
slow. 31 x 4 in, $240: 32 x 4 In, $2.50: 
33 x 4 2.75 ; 

and tubes over- 3; 34 


32 x 4% = 3°90: a8 x 4% In 
x 4% in., $3.10; 35 x 4% in., * 0: 36 
x 416 in., $3.40: 30 x 5 in., $3.45; 33 x 


AUTOMOBILE ACCESSORIES.—AIl | business in tires 


kinds of accessories are selling, but 








The average 


shadows everything else. 


Reading matter continued on page 98 
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The Remington Weekly Letter 


DO YOU WANT TO SELL MORE .22 RIFLES? 


Vacation time brings a rich harvest to hardware 
stores. It won’t be long now before country roads 
are dotted with cars piled high with camping 
equipment; before tents spring up like mush- 
rooms by every lake and stream; before summer 
cottages are opened to the sun and air. 


No need to tell you that this means business. A 
hardware store, of course, will always get a large 
share of this vacation trade, but I want to suggest 
a way to get more of it. It is easy to sell what the 
customer knows he wants and asks for, but real 
salesmanship consists in revealing unexpected 
wants to him. 


Remington .22 rifles always sell well in the 
spring and summer. But some dealers and their 
clerks think of firearms as seasonable goods sell- 
ing principally in the fall. In stores where this 
attitude exists, Remington .22’s are “bought” in 
the spring and summer, but they are not “sold.” 
They are brought out only if a customer asks for 
them. Such stores are losing a lot of business. 


There are no better prospects for small bore 
rifles than men or boys equipping for summer 
play. When you sell fishing tackle, a canoe, or 
beach accessories, always suggest a Remington 
-22, and in making the suggestion “show samples 
—talk points.” 


The Model 24 Remington, .22 calibre auto- 
loader is an ideal vacation rifle. It takes down 


We have had a number of requests 
for reprints of these Weekly Let- 
ters, to be distributed to salesmen 
and others. We shall be glad to 
supply any of our customers with 
copies, upon request. 


without tools and fits in a suitcase. It comes 
chambered for either .22 short or .22 long rifle 
cartridges. Those chambered for shorts take 15 
cartridges in the magazine, those chambered for 
long rifle hold 10 cartridges. It shoots as fast as 
you can pull the trigger. The recoil ejects the 
empty, puts a fresh cartridge in the chamber and 
cocks the mechanism. It is simple in construc- 
tion and positive in action—does not jam or miss. 


The Model 12, slide action, Remington .22 
calibre, take-down, repeating rifle is the leading 
small bore rifle of this type. The magazine holds 
15 shorts, 12 longs, or 10 long rifle cartridges, and 
this rifle is chambered to take all of these car- 
tridges. interchangeably. The action is smooth 
and fast. The balance is perfect and the graceful 
lines appeal at once to every lover of fine firearms. 


Remington Single Shot .22 rifles, Nos. 4 and 6, 
embody the fine workmanship and materials 
found in all Remington products. They are thor- 
oughly accurate and offer an amazing value at the 
moderate prices for which they sell. 


Remember that every time you sell a rifle you 
put yourself in line for repeat business on am- 
munition and of course this means Remington 
Kleanbore Cartridges. With a good stock of 
Remingtons and a little extra effort, many dealers 
can double their business on .22’s during the vaca- 
tion season. Why don’t you do: it? 


President 


REMINGTON ARMS COMPANY, Inc. 


The Originators of Kleanbore Ammunition 


25 Broadway, New York City 


Telephone, Bowling Green 3392 


Manufacturers of Arms, Ammunition, Cutlery, Cash Registers and Service Machines 
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5 in., $3.75; 34 x 5 in., $3.85; 35 x 5 We quote from Boston jobbers’ Sheet Zinc.—In 300 lb. casks, bags 75 
in., $4; in lots of six tubes or more stocks: per cwt.; in 200 lb. casks, $11; in 100 
deduct 10c. per tube; 32 x 6 in., $6.20; Garden Sets. — No. 3FSX, steel Ib. casks, $11.25; in less than 100 Ib. 
7 6 im. $6.15; 38 x 7 in., $9 40. shovel, hoe and rake, $15.40 per doz. lots, $11.75. 
ir poly ; > N 7 ’ . . 
e ains. ne to nine sets, 30 sets, net; No. HF, steel hoe, spade, SHELLAC.—Prices on both white and 


10 to 49 sets, 35 
50 to 99 sets, 40 


per cent discount; 
per cent discount: 
per cent discount; 100 to 149 sets, 
40 and 5 per cent discount; 250 sets 
and more, 40 and 10 per cent dis- 
count. 

Auto Clocks.—Westlox line, plain 
$2.40. $1.50 each net; luminous dial, 


BICYCLES AND TIRES. —Bicycles are 
moving out of jobbers’ stocks every 
day in lots of one, and two mostly. 


We quote from Boston jobbers’ 
stocks: 

Bicycles.—Men’s, 20 in., $30.50 each 
net; 22 in., $30.50; arched bar, $31.25; 
motor bike type with double bar, 
$32.75. Women’s, 20 in., $32.75: boys’, 
18 in., $29. 


lots of 25 pair, 
lots 


Tires.—Guaranteed, 
$2.75 per pair net; Thornproof, 
of 25 pair, $3.40 per pair. 


BOUQUET HOLDERS.—Retailers are 
ordering bouquet holders for the pre- 
Memorial public buying movement. 


Sales are about on a par with those | 


of a year ago. 


We quote from Boston jobbers’ 
stocks: 

Bouquet Holders.—Glass, No. 14, 
60c. each net; iron, tulip, no. 2, 
35c. each net; tin, No. 22, $1.25 per 
doz. net. 


ELECTRIC FANS.—Despite the cold 
weather, jobbers have been able to in- 
terest the retail trade in electric fans. 
The general run of retailers, however, 
carried over stocks last year. 


We from Boston jobbers’ 
stocks: 
Electric Fan.—Polar Cub line, No. 


quote 


B60, in lots of less than 12, t.. 45 
each net; in lots of 12, $2.35. Model 
H, 8-in., ‘in lots of less than 12, $2.80; 


in lots of 12, $2.65; 9-in., . lots cof less 


than 6, $3.70; in lots of 6, $3.50; 10- 
in., osc illating, in lots of less than 6, 
$7; in lots of 6, 65. 


FLOWER BOXES.—As is natural at | 


this time of the year, flower boxes are 
wanted by the retail trade. More and 
more of these boxes are used each year, 
and at least certain retail dealers have 
worked up an excellent trade. 

We quote from Boston jobbers’ 
stocks: 

Fiower Boxes. — Galvanized 
24-in., $10.60 a doz. net; 30-in., 
36-in., $20.90. 

GARDEN SETS.—The movement of 
garden sets out of jobbers’ stocks is | 
somewhat behind last year, yet weather 
conditions considered, business is quite 


satisfactory. 


steel, 
$13.90; 


Special File for Saws 


A new file, designed especially for filing 
‘saws, has been placed before the trade by 
Disston & Sons, Inc., 


Henry Philadelphia, 


Pa. 








| for the merchandising of this saw. 


rake and fork, $9; other sets range 

in price from 10c. per set to 50c. 
GLUE.—This is a time of year when 
consumption of glue is heavier than it 
usually is, consequently jobbers are 
urging retail dealers to lay in a stock. 


We quote from Boston jobbers’ 
stocks: 

Glue.—Rogers, in 1l-oz. tubes, 80c. 
per doz. net; in 1l-oz. bottles, 80c.; 
half gills, $1.60; gills, $3.60; half pints, 
$i pints, $6.80; quarts, $12; gallons, 


GRASS HOOKS.—Jobbers’ reports re- 
garding the sale of grass hooks are 
fairly optimistic. It is firmly believed 
a lot of hooks will be required by the 
public this spring and summer. 


| We quote from Boston jobbers’ 
| stocks: 
Grass Hooks.—Lawn King, $6.50 


per doz. net; Little Giant, $5.25; Re- 
liance, No. 70, $2.75; Kelley brier 
edge, $4.75; hand made, $4; Atkins 
Perfection, $4.60. 
SASH CORD.—Competitive marks of 
sash cord are now quoted by the job- 
bing trade at 35c. per lb. base, con- 
trasted with 33c. heretofore. On regu- 
lar lines of cord no change in prices 
has been made. 


We quote from Boston jobbers’ 
stocks: 

Sash Cord.—Samson, 60c. per Ib. 

| base; Phoenix, 43c.; competitive, 35c. 


SCREENS AND DOORS.—Jobbers are 
still vigorously pushing screens and 
doors, but because of weather condi- 
tions, the average retail dealer has not 
had much luck in interesting custom- 
ers, consequently he, in turn, is show- 
ing lukewarm interest. 


We quote from Boston jobbers’ 
stocks: 

Screen Doors.—From stock, No. “ 
2.6 x 6.8, $19 per doz. net; 5.8 
gies; 2.10 x 6.10) pees 3. : 
$21.88. No. 384, 2.6 6.8, $26.69; 
2.8 x 6.8, $27.81; 210 x O10, ; 
3.0 x 7.0, $30.13;. No. 54 26 x 6.8, 
$41.69; 2.8 x 6.8, $43.13; 2710 x 6.10, 
$44.88: 3.0 x 7.0, $46 
| Factory Ty — Deduct 10 
per cent from the above prices. 
Freight is allowed in the distribution 
of cars from factory. 


SHEET ZINC.—Jobbing prices on sheet 
r= have been advanced 50c. per cwt. 





Revised prices follow: 


We 
| stocks: 


quote from Boston jobbers’ 





The Diswen: ‘Seeciat Extra-Slim Blunt 
Saw File is extra slim and has a special 
| cut with plenty of bite. It is blunt, mak- 
| ing it easier to file with a level, uniform 
stroke. Made of Disston steel; is hard, 
| tough and strong. 

@ An all-metal display cabinet is provided 
It is 
small and compact, occupying a space of 
/enly 11% by 5 in. on the counter. It 


| 


| displays one file of each size on the front 


and holds a reserve stock in the rear com- 
partment. This cabinet is given free with 
a standard assortment of six doz. files. 





| Norwich Ball Pein Hammers 


| The David Maydole Hammer Co., Nor- 
| wich, N. Y., recently placed on the mar- 

ket a new line of Ball Pein Hammers 
| under the trade name of “Norwich,” to 
| distinguish them from the regular May- 


orange shellac have been reduced 
slightly by Boston jobbers. Revised 
prices follow: 


quote from Boston jobbers’ 


stocks: 

Shellac.—White, half gallon con- 
tainers, $2.80 per gal. net; gallon, 
$2.70; five gallons, $2.56. Orange, 
half gallon containers, $2.56 per gal.; 
gallon, $2.44; five gallons, $2.30. 

SKATES.—Every time we experience 
a day or two of sunshine, there is a 
noticeable pickup in retail buying of 
roller skates. So far this spring, buy- 
ing has run somewhat behind a year 
ago. 

We quote from Boston jobbers’ 
stocks: 

Ice Skates.—Union line, men’s No. 
524%, $1.36 per pair net; No. 424%, 
$1.74; No. 924, $3.31; No. 924%. 
$3.12; No. 1624, 89c.; No. 1624, $1.24; 

No. 1824, $2.06. Hockey and figure 
$2. Canadian hockey, 
$1; No. 7, $1.67. Ladies, No. 
No. Sead, $1.17; No. 562414, 

1:49; P org 5724% 


$1.92; No. 592436: 
3.50: No. 524%, $1.62; Children’s bob 
skates, 45c. 


Roller Skates.—Union line, No. 2, 
70c. net per pair; No. 3, 75c.; No. 10, 
$1.10; No. 5, $1.45. 


TROWELS.—There is a steady, al- 
though not large, flow of garden 
trowels out of jobbers’ stocks. 


We quote from Boston jobbers’ 
stocks: 

Trowels. — Garden, from 80c. per 
doz. net to $2.50. Transplanting, $1.50 
per doz. net. 


WEEDING HOOKS.—In common with 
garden tools in general, jobbers here 
are doing a normal business in weed- 
ing hooks. The average retailer, how- 
ever, is ordering small quantities at a 
time. 


We quote from Boston jobbers’ 
stocks: 

Weeding Hooks.—No. 14, five prong, 
$1.08 per doz. net; No. 82, five prong, 
all steel, $1.60 per doz. net. 

WINDOW GLASS.—Rumors persist 
that an advance is coming in window 


glass. Jobbers are therefore urging 





| retail dealers to put stocks in good 


| condition. 





¢ ct quote from Boston jobbers’ 
tock 
Window Glass.—Third quality sin- 
gle B, first bracket, 90 and 5 per cent 
discount; larger, 90 per cent dis- 
count; double B, all sizes, 89 per cent 
discount. 


dole line, which has been a standard for 
many years. 

This new line has been designed to sell 
at popular prices, but the company states 
that none of the quality and workmanship 
which has made the company well-known 
has been sacrificed in the manufacturing 
of this new line. 





The head of the Norwich Ball Pein is 


drop-forged of selected tool steel, hand- 
somely polished, and the handle is of clear, 
second growth hickory, walnut stained. 
The handle has a good grip and is well 
balanced. This hammer comes in five 
weights—12, 16, 20, 24 and 32 oz. 


Reading matter continued on page 100 
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THE SPIRIT OF PROGRESS 


Richards-Wilcox Hardware 
is designed to meet modern 
. requirements 


ARCHITECTS, BuILDERS, CONTRACTORS— all who are engaged on 
construction work —are keenly alive to the spirit of the times. 
Methods that were in vogue but a comparatively few years ago 
are discarded for other and detter ways of doing the same things. 


This “spirit of progress” is the keynote of the R-W organization. 
The R-W Engineering Department is familiar with every door- 
way need. Its carefully prepared designs are reflected in R-W 
Products that exactly meet modern doorway requirements. 














This meticulous care, both in design and execution, extends to 
every item of R-W manufacture. There is a type of R-W Door 
Hanger suitable for doors of every description—house, elevator, 
garage, fire, industrial and barn. These various types are standard 
equipment of their kind. 


To R-W “spirit of progress” is joined the R-W “spirit of service.” 
Near you is an R-W branch anxious to help you with your door- 
way problems. Or, write the R-W Engineering Department giv- 
ing your needs. Its experience is at your command, without 
cost or obligation. 





AURORA, ILLINOIS, U.S.A. 


New Yorx Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 
Chicago Minneapolis KansasCity Los Angeles SanFrancisco Omaha_ Seattle Detroit 


Montreal - RICHARDS-WILCOX CANADIAN CO.,LTD., LONDON, ONT. - Winnipeg 
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suffered. The weather has been an 


many goods when consumers buy. 


the railroads serving them decide to 


Richmond, Va., recently. Northern 


they can or will. 


other commodities. 


F slow. 


Pittsburgh Reports Trade Quiet— 


Weather an Important Factor 


(Pittsburgh office of HARDWARE AGE) 


PITTSBURGH, May 1.—April has not merely been a month of showers; 
it has been one in which it has rained with a good deal of constancy 
and as temperatures have been of the sort that make winter clothing 
comfortable and outdoor activities uninviting, hardware business has 


important factor, because the fact 


that business has picked up when conditions savored of the spring indi- 
cates that the retailers are not heavily stocked and will want a good 


There is not much satisfaction, 


however, in the fact that a good many wants are accumulating, nor are 
dealers inclined to be cheerful about the prospect when it is being 
brought home constantly that the buying power of the area is not in- 
creasing. The coal situation does not promise to improve any unless 


maintain the freight rate differen- 


tial established last summer by the Interstate Commerce Commission 
beween Southern and Northern tariffs to the lakes, which was sus- 
pended for the present by the injunction granted Southern roads at 


railroads are being asked to cut 


their rates another 20c. per ton, but there is considerable doubt that 
It would savor of a coal freight rate war and if the 
rates on coal could be so easily changed, it would probably be followed 
by increased pressure on the part of those seeking lower charges on 
Hardware jobbers who made a trip recently through 
the Beaver Valley bring back the word that many retailers in the area 
visited buy more hardware from Cleveland than Pittsburgh jobbers. 
No important price changes are noted in hardware. 


Collections still are 





AUTOMOBILE TIRES AND TUBES. 
—tThere is no life to the trade, and 
there is disappointment, since ordi- 
f narily this is a period of good demand. 
Jobbers quote the popular sizes of 
Mansfield tires and tubes: 


Casings.—High pressure, cord, 30 x 
3% in., = enw each; same ex- 
tra size, $8.30; x 4 1in., $13; 32 x 4 
in., $13.80; 33 x | in. 4 


3 
rim, $15. 18: 21 in rim, $15.65; 30 x 5.57 
ge $20.85; 30 x 6 in., $20.40; 32 x 6 
20 in. rim, $21.10; 21 in. rim, $211 80. 
“haben. —High pressure, tan, 30 x 
3% in. clincher, $1.60 each; 31 x 4 in., 


$2.40; 32 x 4 in., $2.50; 33 x 4 in. 
$2.60; 32 x 4% in., $2.90; 33 x 4% in., 
$3; 34 x 4% in., $3.10; 33 x 5 in., $3.75; 
gray tubes seli 15c. to 50c. less; bal- 
loon gray, 29 x - e in. $1. * 30 x 5 
in., $2.25; 31 x $2.30 x 5.25 
in., 20 in. rim, $2. SB ‘of og ‘ee: 2.65; 
30 x 5.77 in., $3.10; 32 x 6 in., $3.10: 


33 x 6 in., $3.55. 


BATTERIES.—Demand for dry-cell ra- 
dio batteries is much lighter than it 
was recently. Many popular features 
of the radio programs drop out with 
the advent of daylight saving time, 
which also tends to curtail to the use 
of sets and of batteries. Jobbers quote: 


Broken Unit 
tx om Packages 
$2.53 $2. 








No. 485 33 

3.33 

1.92 

2.80 

1.14 

.39 

.97 

1.30 

1.30 

. 767 2.06 1.92 

No. 6 dry cells, ee type unit 
packages, 32%c. 

Flashli ute ito.. 035, 9%c. each; 

No. 950 Kei — 790, 18%c.; No. 705, 

28c.; No. 750, 18%c.; No. 761, 25c. 





Hot Shot.—No. 1461, $1.67; No. 1661, 
$2.37. 


BOLTS, NUTS AND RIVETS.—Job- 
bers find demands for sthall lots very 
steady. Prices are firm. Jobbers quote: 


Boilts.—All styles except stove and 
tire bolts, per 100 pieces, 60 per cent 
off list; stove bolts, 75 and 10 per 
cent off list; tire bolts, 50 and 10 per 
cent off list. 

Nuts.—All 
list. 

Rivets.—Large, $3.50 base per 100 
pieces; small wagon and tinners riv- 
ets, 60 per cent off list 


BUILDERS’ HARDWARE.—Seasonal 
expansion in demand and inquiry is re- 
ported. Prices are firm. Jobbers quote: 


Butts.—Ball tip, plated, dull brass 
and antinque copper less than case 
lots, 3 in. x 3 in. $18.50 per 100 pair; 
3% in. x 3 in $1804 in. x 4 in., $30. 

Hinges.— fi strap, 6 in., $1.85 
per doz.; 2 5; 10 in., $4.80; 
extra heavy, ‘t $2.30 per doz.; 
3 in., $3.40; 10 ih 38. 40; light strap, 
with’ ae packed one pair in a 
hox, in., $9.60 per 100 pair; 4 in., 
$1160, light, T, 3 in., $11 per 100 pair; 
4 in., $12.60. 


styles, 60 per cent off 


Hasps.—Hanger, without screws, 
single dozen lots, 3 in. 65c. per doz.; 


4 in., 79c.; 6 in., $1.05; safety, 3 in., 
9 per doz.; 4% in., $1.14; 6 in., 


Garage Sets.—Swinging hinges, 10 


in., $3 per set. 
FARM, GARDEN AND LAWN.—Busi- 
ness of the past week has suffered 
from the fact that it has been rainy 
and cold and outdoor work has been 
carried on only with difficulty. Jobbers 
quote: 


Forks, Rakes and Hoes.—Manure 
forks, No. 31, $13.63 per doz.; 
$15.24; spading on h-< 84, 
r doz.; No. 72, a rakes, 
" .64 per ana: 0. $8.64; 
No. 514, $9; lawn rakes, No 4 R, 
$5.50 per doz.; field hoes, $6 per doz. 

Barrows. — Garden, No. 81, $3.65 





each; No. 82, $4.75; No. 83, $5; No. 84, 
$7.75; No. 45, $4.50; No. 35, $5.75; No. 
Trowsis—Garden n, No. 7, $1.40 per 


doz.; 803, 90c.; No. 369, $2; No. 
100, ry 50; No. 85, 80c.; 2, Te. 
worats Hooks and Shears.—Hooks, 

7, $2.50 per doz.; No. 450, $4; Ger- 


a. "$3 60; English, $7; She ars, No. 
360, $3 per doz.; No. 380, $3.60; No 
520, $5.50; No. 525, $7; No. 540, $6 

Shears.—Pruning, No. 25, $2 per 
doz.; No. 0, agi No. 533, $6.50; No. 
4671, $9; jhedge, § in. blades, $1. , to 
$1.75 each; 9 in., $1.40 to $1.90; 10 in., 
$1.60 to $2. 

Pruners.—Tree, Water, $1.30 to 


$1.60 ee Division, $2 to $2.10; Rock- 
_. a to $1.65; McKinney, $2.60 


Hose, Reels and Nozzles.—Garden 
hose in 50- ft. rolls, % in., 9c. per ft.; 
i. in., 9%c.; % in., lic.; nozzles, 
= to $6 ber doz. "reels, $1 to $4 


®*Sprinklers. —Ring, 50c. each; Rain 
King, $2.35; —— Rain King, $7.50; 
Pluvius, 1 

Sprinkling Sans. —Galvanized, 4 qt. 
$6 per doz.; » $6.60; 8 qt., $7.50; 


10 qt., Ney 
Lawn Mowers.—12 in., $5 to $8.75 


each; 14 in., $5.25 to $13: 16 in., $5.75 
to $13. 50; 18 in., $8.50 to $14; $0 in. ip 
$10.50 to $15. 

Sprays.—Bordeaux mixtures, 1 Ib. 
papers, 25c. per Ilb.; in 100-lb. drums, 
15c. per lb.; arsenate of lead, 1 Ib 
papers, 25c. per Ilb.; 100-lb. drums 
16c. per Ib. 

HOUSE-CLEANING SUPPLIES.— 
Householders have not been able to 
let their furnace fires go out, and 
house-cleaning activities have been 
somewhat retarded by that fact. May 
1 is moving day in these parts, and 
this entails a good deal of house-clean- 
ing on the part of new occupants. 
Business in the supplies is good, but 
could be better. Jobbers quote: 


Mops.—O-Cedar, 33% r cent off 
list; Cotton, best om 50 12, A 
per doz.; No. 20, or No: 

36, $13.50. detent 
$2.75; No , $4.50; No.3 30° "$6. 75; 
36, $8.40. 

Chamois Skins.—12 x 14 in., $3.50 
er doz.; 13 x 17 in., $6; 14 x 18 in., 
750; 15 x 20 in., $9.20. 

axes.—Johnson paste wax, 1 Ib. 
eans, 75c.; 2 Ib. cans, $1.70; 4 Ib. 


$3; 8 Ib. cans, $6; Old English 
1 Ib. cans, 85c.; 2 Ib. cans, $1.70; 4 Ib. 
cans, $3; ‘liquid wax, Johnson, ‘stuns, 
75c.; quarts, $1.40: Old English, 
pints, 75c.; quarts, $1.40. Dealer's 
discount, 33% per cent. 
ponges.—According to sf€e and 
epatty, $2 to $9 per doz. Assortment 
of 22 sponges with wire racks, $6 per 
assortment. 
Wall Cleaners.—Smoky City and 
Cleveland, 85c. per doz, cans; Climax, 
per doz. cans; Perfection paint 
cleaner, $3.25 per doz. 
Step Ladders.—Standard full rodded 
ladders, 28c. per ft.; extra, 40c. per ft. 
Floor Polishers.—Johnson’s electric, 
$22.12 each net; hand, $3.75 each; Old 
English, $2.60 each. 
Carpet Beaters. — Justrite, $1.10 
doz.; No. 4, $1.20. 


PAINTING SUPPLIES.—Turpentine is 
down 1c. a gallon. Prices otherwise are 
unchanged. Business is fairly active, 
but has paid some tribute to cold and 
rainy weather. 


Prices to retailers: 
a. best grades, $2.60 pe 
ower ore es = 00 (whites oe 
gal. higher); white 

cad, 13%. per Ib in 100-1b, lots; 10 
per cent less in lots of 500 Ib. or 
more and extra 4 per cent less in 
lots of a ton or more; turpentine, 73c. 
per gallon in barrel jots; raw _—— 
oil, 11.5¢. per Ib. in barrel lots 


ponte mixed 
lion ; 

dark 
eens, 15c. 


Reading matter continued on page 102 
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The Original Special 
Hand Saw File 
Sells Easier 


Nearly three years ago SIMONDS began 
telling the consumer about the Special 

Hand Saw File made in a SIMONDS 
factory. Carpenters and others who 
file hand saws at once proved it 
by actual working tests and the 
result has been a big demand 
all over the country for 
this file. Men have 
written us telling of 


the large number of 
saws aSIMONDS 















7 SPECIAL HAND SAW 

FILE will do. Carpenters 
are calling for this file. It is 
a proposition which interests 
dealers because it means quick file 
sales, quick turnover and a liberal 


profit to you. 


When ordering from your jobber do not 
confuse the SIMONDS SPECIAL HAND 
SAW FILE with imitations now being offered. 


Your jobber can supply you with the original. 


Simonds Saw and Steel Co. 


Established 1832 
Hardware Department aewaaiie Mass. 


‘SIMONDS 


Special Hand Saw 
FILE 
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POULTRY NETTING.—Continued 
good demand is reported for netting, 
which jobbers quoted at 50 and 10 per 
cent off list after weaving for galvan- 
ized netting. 

SANITARY GOODS.—This line is 
moving well as usual at this time of 
the year. Jobbers quote: 


Desolvo, No. 16, $3.75 ps doz. 
lots of 3 doz. or more; less than 
3 doz., $4; No. 10, $2.15 = doz. 7 
lots of 3 doz. or more; less than 
doz., $3.25; Kloset Klean, $2 per ty 
Saniflush, $2.25 per doz.; esto pipe 
opener, $2 per doz.; tile and porcelain 
ee $1.20 per doz.; bowl cleaner, 

.5o. 


SCREEN WIRE GOODS.—Cloth still 
is doing well and retailers are begin- 
ning to stock up on screen doors and 


windows against future demands. Job- 
bers quote: 
Screen Wire Cloth.—Black, $1.80 


per 100 sq. ft.; 
Screen Doors.—2 
7 241, $18 per doz.; 
a4: No. 457-G12, $22; No. 


creen wit —Wooden frame, ex- 
tension, 12-33 $3.30 per doz.; 15-33, 
$3.85; 18-33, $4.40; 24-33, $5.10. 


VENTILATORS.—Very steady demand 
is noted for this item, but sales are 


opal -¥ 10, bronze $5.50. 

ft. 8 in. x 6 ft. 8 
No. 288, 
315-B14, 





not as heavy now as they were last 


fall. Jobbers quote: 
Continental ventilators, w en 
t Pe. te 923, $3.65; No. 937, $4.00; 


$5.50; No. 595, $6.05; No. 
1537, se 95; No. 1549, $7. 10; and No. 
836, $3.35. All prices per dozen. 
Continental ventilators, metal type, 


$6.90, and No. 1445, $7.80. 
dozen. 
ond E a0, No. 08, 


ao 

: No. 2, $5.60: 

3 $6.4 0; No. “ 7.60: No. , $8.40. 

xa prices per dozen. 
WIRE PRODUCTS.—Good movement 
is noted in fence and fencing materials, 
but nails and not doing particularly 
well. 


We quote from Pittsburgh jobbers’ 
stocks: 
(Fence Wire 


All ‘prices 


all a 


per 100 Ib.) Annealed a 
No. 6 to 9 gage...... 3.05 $3.5 
SS See 3.10 385 
BT Soin s'k dices 5 40 906% 3.15 3.60 
J Saar 3.20 3.70 
EEE Waiirda b's 600s ane 3.30 3.85 
Se Be So See 3.40 4.05 
I a ae ed 4.30 
Se ea eee 80 4.45 
Barbed Wire (per 80- an spool): 
2-point RUUD Gad iucncccversccsene $2.97 
TARE TOO con bdbca0 +004 8bec0ane 3.18 
ee ae ee 3.43 
BOG QD icenceebtbe aceccuwe 3.17 


2-point cattle (special) 2.2 
Field Woven Wire Fence (per 100 


939- 9 


No. 1635 





Steel Fence Posts: 
Galvanized Painted 
Tubular Formed 
ssvbeveusaesigs BBC. GRO -ic > o.0.0n0% 
ree en 55c. each 38c. each 
+ ci beens ee 65c. each 40c. each 


hn eee See 45c. each 
right nails, base, per keg, $2.85. 


LEAD GAS CONNECTIONS.—Prices 
have been revised in keeping with lower 
lead prices, and jobbers expect the new 
prices to stimulate early purchases. 


They quote: 


Standard weight, 
18 in., 26c.; 24 in., 
36 in., 37e. 


SAFETY RAZORS.—What is called a 
$1,000,000 safety razor deal is being 

staged by the makers of Autostrop 
razors. A set consisting of razor, strop 

| and two extra blades to retail at $1 

| and to cost dealers $7.50 per case of 
10 sets is being offered. 


12 in., 22c. each; 
29c.; 30 in., 33c.; 








Seasonal and Staple Lines 
Improve in Cleveland Market 


(Cleveland office of HARDWARE AGE) 


CLEVELAND, May 1.—Some improvement is reported in the de- 
mand both for seasonal merchandise and for staple hardware lines. 
However, there is not much buying for future delivery. Weather 
conditions evidently have hampered sales of garden tools and other 
spring merchandise, which are not yet moving in any great quan- 


tities from retailers’ stocks. Cold 


weather has also interfered with 


the sale of fishing tackle, baseball goods and other sporting goods 


lines. 


There is a fair seasonal demand for painters’ supplies. 


Industrial conditions generally in this territory are fair and the 
outlook for the farm industry is reported good. The automotive in- 


dustry in the Michigan territory 


continues at its recent high pro- 


duction and a seasonal slowing down is not expected for a few weeks. 


The Ford Motor Co. is gradually 
recently placed considerable work 


tory. 


stepping up production and has 
with parts makers in this terri- 


No important price changes are reported. Plumbers’ enamel 


ware, which declined 15 per cent i 
5 per cent. 
weatherstripping, which are consi 


n December, has been marked up 


New prices are out for next season on some lines of 


derably lower than a year ago. 





AUTOMOBILE TIRES AND ACCES- 
SORIES.—While tire sales are fair, 
they are not what might be expected 
at this time of the year. While there 
is no talk of lower prices in the near 
future, dealers are keeping their stocks 
low in anticipation of a possible re- 
duction. 


Cleveland jobbers quote Mansfield 


jovoane, 30 x 3% Lib- 
% 10; eavy duty over- 

x ry Liberty, $11.15; 
3is. 80; balloon tires, 27 x 


heavy duty, § 
x 4.40, $9.15; 30 x 5, $13; 


4.40, $8.70; 39 





32 x 6, heavy duty, $21.10; 32 x 6.20, 
heavy auty, $24, 85; tan tubes, 30 x 18: 
balloon tire tubes,’ ’ 


a= ih: = 
1.80; 29 = 4.40, fsb x's * 6 2.25 
2x 32’ x 6.20, 


each for all sies in oe ts) 
50; Champion X spark plugs 

each for less than 100, an 41c. each 
for over ood: Champion regular, 53c. 
each for less than 100, all sizes; 50c. 
each for over 100. 


AXES.—Orders for fall shipment have 
improved somewhat recently. 


Jobbers quote f.o.b. Cleveland: 

First grade single bitted, rustless, 
black finished handled axes, $19.50 
base per doz.; unhandled, $15.50 per 
doz.; double pitted, handled, $24.50 
per "doz.; double bitted, unhandled, 
$20 per doz.; 60c. increases for dozen 
lots weighing 42 to 48 Ib. and similar 
advance for each 6 lb. additional 
weight increase. 


BATTERIES.—The demand is not as 
good as recently. 


Jobbers uote f.o.b. Cleveland: 
B and C radio batteries. 
Unit Broken 
e Packages Lots 
WG, TOR: sexi idises aren $1.14 $1.22 
on; Ue ssbecessanenst 1.30 1.40 
i ee a SP 1.92 2.06 
MO. GOB 6 6scce eek ane 2.33 2.53 
OO; “THO die ccasesesuee 2.80 3.00 
Pe, ER ste csbtesdbons 3.33 3.58 
Dry cell, “A batteries, No. 7111, 
35%c. in standard eg ey 40c. in - 
broken lots; Columbia i ter ee Gey cell 
batteries, $2%%c. in pack- 


ages, 36c. in broken og 
BOLTS AND NUTS.—Jobbers are get- 
ting a moderate amount of business, 
and the recent price advance is appar- 
ently being well maintained. 


Jobbers quote f.o.b. Cleveland for 
less than case lots of one size with 
an extra 10 per cent for full case lots; 
Machine and carriage bolts, cut 
thread, hot pressed and cold punched 
nuts and lag screws at 60 per cent off 
list. Bolts with rolled thread, 60 and 
10 per cent off list. Stove bolts, 75 
and 10 per cent off list. Semi-finished 
nuts in bulk, 60 per cent off list; 54 
per cent for packages. 


BIRD CAGES.—These continue an 
active item. 
Cleveland jobbers quote bird cages 
f.o.b. Cleveland: No. 274, $1.85 each; 
No. $2.35 each: No. 275 Duco 


finish, $3.50. each, for cartons of 3 
the price is 15 cents less. 


BINDER TWINE.—Orders have been 





fairly brisk since the new prices came 


Reading matter continued on page 104 
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Columbian Dan Says: 






©The Dealer who wants 


to sell More Rope 


chooses Columbian” 


Isn’t this a fact? Take two stores, one sell- 
ing Columbian—the other selling a different brand 
and the store handling Columbian will invariably 
do the larger volume of business. 

Why is this? There are several answers. 
But first and foremost among them is Confidence. 
The dealer handling Columbian has such confi- 
dence in the rope that he pushes it. This confi- y 
dence is warranted by the Columbian Guarantee—the Guarantee which L, 
protects every sale the dealer makes. It is the greatest feature ever dé- y 


vised to sell quality rope. y 


Another dynamic answer is Columbian Advertising. Columbian dis- t 
play material, headed by the famous Columbian Dan, Columbian Dealer Me 
helps, comprising signs, folders, blotters and broadsides, as well as Colum- ; £ 
bian advertisements appearing in Farm Publications and leading Trade e 
Papers are of real tangible help to the Columbian Dealer. 


Columbian Dan is right when he said, “The Dealer who wants to sell 
More Rope Chooses Columbian.” 


A Post-Card will bring you the name of the Columbian Distributor 
in your territory. 


Columbian Rope Company 
Auburn, “The Cordage City,” N. Y. 
New York Boston New Orleans Chicago 


COLUMBIANn: ic ROPE 
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out and jobbers have started to make 


shipments. 

Cleveland jobbers quote standard 
binder twine f.o.b. Chicago, and North 
Plymouth, Mass., $5.50 per bale; 
f.o.b. Cleveland, $5.62 per bale; Com- 
petition twine is 37% cents lower. 


BUILDERS’ HARDWARE.—While the 
demand could be better, sales are fair- 
ly satisfactory. 


Cleveland jobbers quote in case lots 
lock sets, $5.25 per doz.; heavy strap 
hinges, 6 in., $1.45 per doz.; 8 in., 
$2.38 per doz.; extra heavy T hinges, 
: in., $1.73 per doz.; 8 in., $2.80 per 

OZ. 

Butts, case lots, 3 in., 16% cents 
per pair; 3% in., 17 cents per pair; 

4 in., 23 cents per pair; for less than 
pias lots all sizes are 1 to 2 cents per 
pair higher. Butts with sand blasted 
finish are 4 cents per pair higher. 

Ornamental hinges, standard finish, 
$1 per doz.; nickel finish, $1.25 per 
) aay sand blasted finish, $1.20 per 
doz. 


CORRUGATED ROOFING.—Little sea- 
sonal activity has developed recently in 
this. line. 
Cleveland jobbers uote 28-gage 
corrugated roofing at $4.01 for 1% in., 


and $3.97 for 2% in. per square, f.o. b. 
Pittsburgh, for ten squares or more. 


FERTILIZERS.—Sales have com- 

menced to taper off. The volume of 

business this year has been very heavy. 
Cleveland jobbers quote Old Gard- 


ner fertilizer, 5-lb. bags, 32c.; 10-Ib. 
bags, 55c.; 25-lb. bags, $1.12; 50-Ib. 
bags, $2; 100-lb. bags, $3.50. 


GLASS BAKING WARE.—The demand 
for both Pyrex ware and mountings is 
quite satisfactory for this season of 


the year. 

Jobbers quote f.o.b. Cleveland: 

Casseroles.—Round or oval, 1 qt., 
$1; 1% qt., $1.17; 2 qt., $1.33; square, 
$1.17; casseroles with fancy covers, 
35c. higher. 

Pie Plates.—8 in., 50c.; 9 in., 60c.; 
10 in., 67c. 

Bread Pans.—No. 212, 60c.; No. 214, 


Utility Dishes.—No. 231, 67c.; No. 
232, $1.17. 

Teapots.—2 cups, $1.67; 4 cups, $2; 
6 cups, $2.33. 


GARDEN RAKES.—These and other 
steel goods are moving fairly well. 


Cleveland jobbers quote _ rakes: 
Steel bow, first quality, 12-in., $10 
r doz.; 14- in., $10.75 per doz.; 16-in., 
fil. 60 per doz.:all in full bundle lots. 
vel head steel 14-in., $9.84 per doz.; 
16-in., $10.56 per doz.; competition 
ade, 12 in., $5.16 per doz.; 16-in., 
$5.64 per doz.; 16-in., $6.12 r doz. 
—_— lawn rakes, 22-teeth, $8.75 per 
oz. 


HOSE REELS.—A good seasonal de- 
mand has developed for these. 


Cleveland jobbers ne No. 2 Don- 
ley Alsteel hose reels at $1.60 each. 


HOUSEHOLD CLEANERS.—W hile 
jobbers report that sales are not heavy, 
these are in fair seasonal demand. 


Jobbers quote f.o.b. Cleveland: 

Presto pipe opener, $2 per doz.; 
Presto toilet bowl cleaner, $1.85 per 
doz.; Presto tile and _ porcelain 
cleaner, $1.20 per doz.; Presto vege- 
table oil soap, $2.60 per doz.; Presto 
Met-L-Shyn, 60 per doz.; Presto 
Silvershyn, $1.80 per doz.; Presto 
waterless cleaner, 2-pt. cans, $5.40 

r doz.; 5-pt. cans, $9 per doz.; 

esto window cleaner, 6-0z., $3.60 
per doz.; 12-oz., $5.40 per doz.; Presto 
Lustre Furniture Polish, 6-o0z., $2.60 

r doz.; 12-oz., $4.32 per doz.; 16-oz., 

5.40 per doz.; Presto dry cleaner, 
$3.60 per doz. 

Desolvo special pipe cleaner, 10 oz. 
size, less than case lots, $2.25 per 
doz.; case of 3 doz., $2.15 per doz.; 
and in gross lots, $2 per doz. Descive, 
triple strength, 16 oz. size, case of 2 
doz. cans, $4 per doz.; yd gross lots, 
$3.75 per doz.; in s lots, $3.50 per 
e strength, in 2 Ib. 
cans, case of 1 toe. cans, $7 per doz., 
and gross lots, $6.50 per doz. 





Kloset Klean, 22 oz. size, less than 
case lots, $2.25 per doz.; case of 2 
doz. cans, $2.15 per doz.; gross lots, 
$2 per doz. 

Tubola, 12 oz. cans, less than case 
lots, $2.25 per doz.; case of 2 doz. 
cans, $2.15 per doz.; gross lots, $2 
per doz, 

Chaco boiler liquid, single quarts, 
$2.50; half dozen quantity, $2 per qt., 
and dozen quantity, $1.75 per at. 

Hercules tile and porcelain cleaner, 
$2 per dozen; in gross lots, $1.90 per 
dozen. 

Hercules radiator stop leak, 8 oz. 
cans, 1, 2 and 3 doz. cans to a carton, 
$4.50 per dozen. 

Hercules boiler liquid, quart cans, 
$2 each. 


ICE CREAM FREEZERS.—These are 
not selling quite as well as might be 
expected at this season of the year. 


Jobbers quote f.o.b. Cleveland or 
factory with freight allowed to des- 
tination on or a as follows: 

White Mountain, , $5.65 each; 
4 qt., $8.25 each; 6 a "$10. 45 each; 
8 qt., $13.50 each; this price is subject 
to 50 per cent discount. 

Lightning, 2 q $5.50 each; 4 qt., 
$8 each; 6 aqat., oFi0 each; 8 at., 13 
each; subject to a 55 per cent dis- 
count. 

Blizzard, 2 qt., $5.50 ~ ey 4 qt., $8 
each; 6 qt., $10 each; 8 qt., $13 each: 
subject to’ discounts of. ‘is and 1%, 
per cent. 

Acme, 2 qt., in half dozen lots, $8 
per doz.: in broken packages, $8.40 
per doz. 


LAWN HOSE.—Hose orders are not 
very numerous. 


We quote from jobbers’ stocks, 
f.o.b. Cleveland: 2-braid molded, un- 
coupled hose, % in., 7% cents per 
ft.; % in., 8% cents per ft.; % in 
914 cents per ft.; coupled hose is ¥, 
cent per ft. higher. 


MACHINE SCREWS.—The demand is 
fair and prices are firm. 


Cleveland jobbers quote machine 
screws at 70 per cent off list for steel 
and 60 per cent off list for brass. 


NAILS AND WIRE.—The demand is 
fair. Retailers are not stocking far 
ahead. Mill prices in northern Ohio are 
firm, but the regular $2.65 per keg 
price on nails is being shaded, in the 
central and southern portion of the 


state. 

Nalls.—Less than car lots, $2.95 per 
keg; No. 9 galvanized wire, $3.40 per 
100 Ib.; No. 9 annealed wire, $2.95 
— 100 Ib.; cement-coated nails, $2.95 

100 Ib.; polished fence staples, 
$3. 55 per 100 Ib.: galvanized fence 
staples, $3.80 per 100 Ib. 

Barbed Wire. — Barbed wire stock 
shipment Lyman, 4 point, $3.14 per 
80-rod spool. Hog wire, $3.39 per 80- 
rod spool. 


OIL AND GASOLINE STOVES.—The 
demand is about normal for this season 


of the year. 

Jobbers quote f.o.b. Cleveland: Per- 
fection oil stoves, full white porcelain 
enamel with built-in oven, Superflex 
burners, $140; full white porcelain 
enamel with built-in oven, double 
wall burners, $120; japan _ finish 
stoves, $28.50, $22.50 and $17.50. Pur- 
itan oil stove, full white porcelain 
enamel with short drum _ Puritan 
burners, $122; Japan finish stoves, 
$28.50, $22.50 and $17.50. Puritan 
pressure gas stoves, full porcelain 
enamel with built-in oven and pres- 
sure gas burners, $128; japan_finish 
stoves, $38, $33 and $26.50. Perfec- 
tion ovens, one burner, $2.50; one 
burner glass door, $2.70, and two- 
burner glass door, $6. Discount on 
above stoves and ovens, 30 per cent 
for less than ten and 30 and 5 per 
cent for ten and more. 

Nesco stoves, 2-burner gasoline 
without high shelf, $23; same, 3- 
burner, $28; same 4-burner, $33; 
4-burner range, $65; 5-burner range, 
$70; high shelves for regular gasoline 
stoves, 2-burner, $5.25; 3-burner, 
6.50; 4-burner, $8; dealers’ discount, 
0 Fae: 5 per cent off list. 

r-O-Gas  OMETICD stoves, No. 327, 
$28! 50: No. 330, No. 324, $39; 





No. 325, $45; Ne 328, $72; No. 322 
Reading matter continued on page 106 


range, $114. These prices are subject 
to a 33% per cent discount. 
PAINTERS’ SUPPLIES.—Jobbers re- 
port a fair seasonal demand for mixed 
paints and lead and oil for exterior 
house painting. 
Cleveland jobbers quote as follows: 
Turpentine in bbls., 69c. per gal.; 
less than _, 84c. wg gal. 
Linseed oil in bb 87c. per gal.; 
less than bbl., $1.02 per gal. 
White lead in 100-Ib. 5 orl 13%c. 
er Ib.; in 50 and 25-lb. kegs, 14c. per 
b.; in’ 12%-Ib. kegs, 14%4c. per Ib. 
Quantity discounts, 500 lb. to 1 ton, 
10 per cent. —. —_ or more, 10 per 
cent and 4 p nt. 
laneiing’ Tecgners, $1.20 to $1.65 
per qt. 
PLUMBERS’ GOODS.—A 5 per cent 
advance has been made on porcelain 
enamel bathtubs, lavatories, sinks and 
other items. Last December a price 
reduction of 15 per cent was made, and 
manufacturers are now endeavoring to 
get somewhat better prices for their 
products. The demand is slow. 


POULTRY NETTING AND WIRE 
CLOTH.—Wire cloth is still moderate- 


ly active. 

Cleveland jobbers quote: 12-mesh 
black wire cloth, $1.75 per 100 sq. 
ft.; 12-mesh galvanized, $2.10 per 100 
sq. ft.; 14-mesh galvanized, $2.50 per 
100 sq. ft.; 16-mesh, $2.85 per 100 sq. 
a bronze, 14-mesh, $5.35 per 100 ft. 
rolls; 50 tt. rolls, 10c. additional. 
Poultry netting, galvanized after 
weaving, 50 and 10 to 50, 10 and 5 per 
cent off list; galvanized before weav- 
ing, 50, 10 and 10 to 50, 10, 10 and 5 
per cent off list. 


PREPARED ROOFING.—The recent 
price irregularities stimulated sales, 
and the demand has slumped off re- 


cently. 

Cleveland jobbers quote popular 
grades: Light, 98 cents per roll; me- 
dium, $1.12 per roll; heavy, $1.29 per 
a slate surface roofing, $1.99 per 
roll. 


RADIO EQUIPMENT.—Several types 
of tubes have been reduced from 50 
cents to $1 each. New prices to the 
trade, subject to 30 per cent discount, 


are: 

CX No. At, $3; CX No. 326, $2.50; 
C No. 327, $5; CX, No. 380, $4.50; 
CX No. 371 4 $3. 

Jobbers quote f.o.b. Cleveland: 
Philco 6-180-volt. AB-686, socket 
power units, $33; AB-386, $39; AB-382, 
$45; 6-150- volt. ' AB-663 and AB-356, 
$27; AB#623, $33; 4-volt, AB-463, $27; 
AB-423, $30; &i “yoy A ‘socket power 
units a 603, 60; B socket units, 

B-86, $21 : B- eos” "$16.50; Philco trickle 
charger, TC- 60, $6. 


ROLLER SK ATES.—The demand has 
slowed down. 


Jobbers quote _ f.o.b. Cleveland: 
pane Hardware Co. line, Nos. 4 and 

$1.42 per pair; No. 6, $1.55 per pair; 
Ric 3, children, 75c. per pair. 


ROPE.—This continues to move in 


good volume. 

Cleveland jobbers quote best grade 
manila rope at 21% cents per lb. for 
factory shipment and 22 cents per Ib. 
for stock shipment; sisal rope 16 cents 
per lb. for factory shipment and 16 
cents for shipment from stock. 


SCREEN DOORS AND WINDOWS.— 


Business is fair. 

Cleveland jobbers pote a 
line, No. 288 doors, 6.8 ft., 
$23 per doz.; 2.10 x 6.10, $24 per doz.; 
No. 315 G-12, 2.8 x 6.8 ft., $31.65 per 
Gos. 2.10 x 6.10, $32.65 per doz.; win- 

dows, No. 1233, $3. 15 per doz. : No. 
i. $4.15 per doz.; No. 2433, $4. 90 per 


SHEETS.—Seasonal demands for gal- 
vanized sheets so far is rather light. 
Mill prices are weak. 


Cleveland jobbers ry 24- 
galvanized sheets at $4.40 per 1 fb. 
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~ | Fifer Beatty WiLL SU |" \ 


Utility Truck 
with Screen 
Side Body 


Get Delivery on a New 
Chevrolet Truck NOW! 


If your requirements call for a speedy, depend- 
able haulage unit—you can get prompt delivery 
on a Chevrolet Truck. The thirteen great 
Chevrolet factories are working at capacity; 
and your Chevrolet dealer can provide you 
with exactly the body-type to meet your in- 
dividual requirements. 


See him for a trial-load demonstration. Let him 
explain the advantages of Chevrolet’s rugged 
construction and modern design. Let him 
show you why Chevrolet provides the world’s 
lowest ton-mile cost in every line of business. 


CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 
Division of General Motors Corporation 


—at these 
Low Prices 


LIGHT DELIVERY 
°375 
Chassis only 


UTILITY TRUCK 


“495 


Chassis only 
Prices f. o. b. Flint, Mich. 








QUALITY AT LOW COST 
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Conducting a Credit Organization 


By W. R. Kendall 


Stewart Bros. Hardware Co., Memphis, Tenn., and President, Memphis Credit Men’s Association 


HE editorial by Mr. Soule in a 
recent issue of the HARDWARE 


AGE— “BUILDING A 


3USINESS FOR OTHERS” was so force- 


ful and true that I read it at a meet- | 
ing of the Memphis Retail Credit | 


Men's Association, which has a local 


membership of four hundred firms, | 


representing about fifty different 
lines of business and professions. 
Comments were unanimously fa- 
vorable and it is a pleasure to know 
that so leading a publication as the 
HARDWARE AGE was giving such 


prominence to the question of “Slow | 
Pay and Its Attendant Evils’’; the | 


remedy for which is very simple and 


readily available if the merchant will | 


just apply it. 

All the dealer has to do is to join 
his local credit association, see that 
the one in charge of his office at- 
tends its meetings; cooperate fully 
with other merchants in maintaining 
a community credit policy, sell mer- 
chandise, not terms, and clear all indi- 
vidual information through the local 
bureau. 

As an individual he can do very 
little to minimize abuses, but as a 
unit of a large cooperative move- 
ment he can help to accomplish a 
great deal. 

Our whole commercial fabric is 
based on credit, without which we 
could not do one-tenth of our pres- 
ent volume of business. It is just as 
necessary to the individual as to the 
State, manufacturer, jobber and re- 
tailer, but there must, of course, be 
a basis for credit. With the indi- 
vidual the principal basis is character 
and a willingness to meet his obli- 
gations as promised. 

Membership in a properly con- 
ducted association and bureau makes 
almost instantly available to its 
members the applicant’s credit 
record, and cooperation with your 
bureau will reduce the merchant’s 
bad debt losses to almost nothing 
and rapidly increase the turnover in 
his accounts receivable. 

Space is too limited to go into de- 
tail as to the many activities for the 
betterment of individual credit- 


granting by Retail Credit Men’s As- 
sociations. 

I could cite many cases of advan- 
tage to our members, such as _ bad- 


CASH | 











W. R. KENDALL 











check operators and fraudulent pur- 
chasers apprehended and _ punished. 
Skips located, delinquent accounts 
collected and persons careless about 
their obligations placed on a C. O. D. 
basis; however, such good work can 
be accomplished only through the me- 
dium of a live credit organization. 

The Memphis Association was in- 
corporated under the State laws in 
1918 and has steadily grown in in- 
fluence until it is now recognized as 
one of the city’s leading commercial 
organizations, and has the active sup- 
port of the town’s business execu- 
tives, many of whom: frequently at- 
tend its meetings and take part in its 
programs and discussions. 

On March 19 and 20 it was the 
hosts of the Southern Conference of 
Retail Credit Grantors. This Con- 
ference embraces eight States and 
every association in the eight States 
was well represented in a two days’ 
intensive study of such important 
questions as: 

Advantages of Charge Business. 

Requirements That Should Be a 

Basis for Opening an Account. 

When Does a Charge Account Be- 

come Unprofitable? 

Benefits of a Continuous 

Promptly” Campaign. 

Collecting Delinquent Accounts. 

Reviving Desirable Inactive Ac- 


“Pay 





counts. 
Controlling the Limit of Credits. 
| Professional Men’s Need of an 
Association. 


Dangers of Direct Inquiry. 
Why You Should Support a Local 

Association. 
| These subjects being handled by the 
best minds in the Conference and 
| then openly discussed from the floor. 
| The Retail Credit Men’s Associa- 
tion is not dominated by the large 
' stores anywhere. They give freely 
of their time and money to help the 
small dealer become a better mer- 
chant, and anyone doing a credit 
| business, no matter how small, who 
| does not belong to his local associa- 
tion, is doing himself an injustice. 

As for Memphis, we are spending 
$6,000 a year, voluntarily subscribed 
by the merchants in our “Pay 
Promptly Advertising Campaign.” 
Copy is written and the funds dis- 
bursed by a local advertising com- 
pany and approved by our commit- 
tee. It is never coercive but sets 
forth the advantages of a charge 
account and shows that a reputation 
for prompt pay is a most desirable 
asset ; due to this advertising and the 
close cooperation of our members 
otherwise, retail credits here are on 
a very high plane and losses from 
bad debts as low and collections av- 
erage as high as any city in the 
United States. 

We hold two mid-day luncheon 
meetings each month, with addresses 
by leading attorneys of the city ; also, 
open discussions of various subjects 
of interest to business in general. 
We send out to our members each 
week a bulletin of vital information 
to credit men and have many other 
activities not necessary to mention 
here. 

Ii there is not already a local as- 
sociation in any of the cities and 
towns of your readers, they should 
immediately organize one, even if 
they have only a few members it 
will pay them larger dividends than 
any investment they have ever made. 

A letter addressed to— 

Mr. David J. Woodlock, Man- 
ager-Treasurer, 
National Retail 
Association, 
Equitable Building, 
St. Louis, Mo., 
will bring the interested parties 
complete information for organizing 
'and conducting a credit association. 


| 
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NEW HAVEN ARTLARMS 


in Colors 


RED—BLUE 
GREEN—YELLOW 


To Conform with Colors Used in Modern Homes 
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NEW HAVEN ARTLARMS are faur- 
nished in Mahogany Finish in addition to the 
above-mentioned COLORS. 





TICK-TOCK, RED 





TICK-TOCK ARTLARMS 


Seamless Metal Case with Moulded Base to Match. 


Convex Krack-Proof Krystal 


Height, 434 inches. Width, 37% inches. 
33% inch Dial, Convex Patented Krack-Proof 
Krystal, Dependable 40-Hour Movement, 
Back Bell, Long Alarm with Shut-off, Seam- 
less Metal Case with Moulded Base to Match. 














TRADE PRICE CONSUMERS PRICE 
PLAIN DIAL $1.70 $2.50 
RADIUM DIAL 2.35 3.50 ny NO OR 


Ask your Jobber to show you the complete line of NEW HAVEN ARTLARMS 
in Various Designs and COLORS 


THE NEW HAVEN CLOCK CO. 
NEW HAVEN, CONN. 
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Yard-Boy Incinerator 


Trash, rubbish and garbage can now be 
easily disposed of by means of the Yard- 
Boy Incinerator, placed on the market by 
Yard-Boy Incinerator Co., 10 E. Huron 
St., Chicago, Ill. There are several ad- 
vantageous features connected with this 
device, which make it most handy for the 
quick disposal of refuse. 

The Yard-Boy is made of Wilder steel, 
which by a patented process resists rust 
and corrosion. It is aluminum in color. 
Each day refuse is deposited in the Yard- 





Boy. The strong circulation developed by 
the patented perforated inner flue and the 
grate bottom dries out the garbage. When 
the refuse is lighted and the cover ad- 
justed, the Yard-Boy needs no further 
attention. A down draft is created, 
drawing practically all the smuke and heat 
through the fire. There is no odor when 
burning, as the constant circulation of 
air eliminates this objectionable feature. 
Sparks cannot escape the patented spark 
arrester at the top of the stack, and ashes 
can be removed after several burnings. The 
Good Housekeeping Institute has tested 
and approved this product. 





American Beauty Flour Sifter 


Roseland Can & Wire Goods Co., Rock- 
ford, Ill., recently placed on the market 
the American Beauty Flour Sifter. The 





feature of this product is its ability to 
mix as it sifts. The mixing agitator is 
held against the screen by a coiled spring 
with the correct pressure to insure a fast, 
smooth work. It will mix thoroughly 
with the flour: sugar, salt, baking powder, 
etc. There is also a deflector, which 


forces the flour away from the side of 
the sifter directly onto the mixing agi- 
tator. 

The American Beauty is made with 
either two or three screens. The sifter 
is finished with wood handles finished in 
black, red, blue, green or yellow, match- 
ing the colors which predominate in the 
kitchen today. 


Brainerd Illustrates Labels 


The Brainerd Mfg. Co., producers of 
brass, bronze and steel hardware in East 
Rochester, N. Y., has adopted a new type 
label for its packages. On this label is 
shown an illustration of the product within 
the particular box. There are many ad- 
vantages to this system, for as the com- 
pany manufactures over 200 different styles 
and sizes of hinges, the word “Hinge” on 
the box label does not tell the salesman 
as much as a glance at the new type label 
with an illustration showing exactly what 
hinge is in the box. 

The company’s labels are printed in yel- 
low, red and black, with the size, illustra- 
tion and number in red, the company name 
and the product’s name in black against 
the yellow background. 


The Four-Way Safety Hasp 


The Four-Way Lock Co., 4900 Lexing- 
ton Avenue, Cleveland, Ohio, is manufac- 
turing The Four-Way Safety Hasp, which 
has a pinless hinge. The design and con- 








struction of the hinge is such that the hasp 
must be destroyed before the door can be 
opened. The hasp has been case-hardened 
for protection against file and saw. A 
triple rust-proof coating has also been 
applied. 

The company states that, since there is 
no hinge pin to be filed off and removed, 
this hasp provides additional safety for the 
user of this product. 





An Improved Grass Shear 


The Alliance Toy & Specialty Co., Alli- 
ance, Ohio, is manufacturing the Doo-Klip 
Grass Shear, which is self-tensioning, sel f- 
sharpening, and has_ rust-proof, heat- 
treated blades. These shears operate with 
an easy up and down movement, the hand 





and wrist remaining in a natural position. 
Tension is automatically increased in exact 
proportion to the cutting load encountered. 
The blades clip with equal ease at all 
points, and cannot slip over heavy stalks 
or become disengaged. 

The Doo-Klip Grass Shear has a bright 





green enameled handle. 








New Type Shovel Handle 


A new handle, known as the “Moly D” 
and formerly used exclusively on the 
“Moly” shovel, made of Mo-lyb-den-um 
steel, is now available for carbon steel 
shovels manufactured by The Wood 
Shovel & Tool Co., Piqua, Ohio. 

The construction of the handle throws 
the strain against the grain of the wood, 
as in a baseball bat. The grip is wide 
and comfortable, rounded at the corners. 
The pressed steel band holds the grip be- 
tween the prongs, the ends of the prongs 
being capped with metal. The applica- 
tion of the steel band to the grip is sim- 





ilar to the process used by. the blacksmith 
in attaching the hub band to the wagon 
wheel. The steel band is compressed into 
the grip of the handle. 

This handle is now on all shovels man- 
ufactured by the company. 





Mills’ Spring Tackle Booklet 


William Mills & Son., manufacturers and 
distributors of fishing tackle at 21 Park 
Place, New York City, have selected the 
most popular items in fly fishing for trout, 
salmon and bass from their catalog No. 128 
and have issued the Spring Tackle Booklet, 
containing these popular items. It is an 
interesting catalog and besides the descrip- 
tions, prices and illustrations of the various 
products, contains much information of 
value to the fisherman. 


¢ Campingo Portable Stove 


Robert E. Miller, Inc., 21 Pearl St., is 
placing on the market the Campingo, a 
portable stove, burning either kerosene or 
gasolirie. 

The Campingo is built into a neat-look- 
ing box. All that is necessary when it is 








desired to light the stove is to open the 
case, turn on the gas and in a few seconds 
there is blue flame heat. Both single and 
double burners are manufactured. 
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Every garage owner will buy 
this on sight — 


if he has had his car damaged by slam- 
ming garage doors. Bent fenders, 
smashed headlights, car and garage 
doors ripped from their hinges are the 
common results of allowing the swing- 
ing door to remain unchecked. 


Natienal 


No. 810 Garage Door Holder 
Will prevent accidents like this! 























> 
INE OB 
Hr WT Tl 












































SLAM! 
DEALERS—real profits are to be found in handling this im- 
proved type of door holder. 
Contractors are familiar with its many fine features and recom- 
mend and specify it for all first class jobs. Garage owners who 
are still fretting over unruly swinging doors will welcome your 
showing this indispensable garage hardware unit. The fact that 
it is a National product immediately identifies it with quality 
and dependability. 


A request will bring you | 
more complete information. 


National Manufacturing Co. °.° Sterling, ILlinois 
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No. 
For all 21 


heavy tools 





PIKE 


BEVELRITE 


N22! 





Gives a true and even bevel 
along the entire edge of tool 


This new grinder has a Beveled Wheel, 
Adjustable Bevel Guides and Plainly Marked 
Bevel Indicator. These features enable any- 
one, with a little practice, to sharpen all heavy 
tools, such as cleavers, hatchets, axes and long 
knives of all kinds, also heavy scissors and 
shears, and always secure exactly the same 
bevel on both sides. 


It is having a big sale to meat markets, hotels and 
restaurants. The user cannot go wrong as the Bevel 
Indicator tells exactly where to set the bevel guides to 
obtain the correct bevel best suited for its intended work 
on every cutting tool. 


For home use, shop, farm or store the Pike Bevelrite 
has no equal. Made in three models: 


No. 21 For heavy tools........... $7.50 
No. 20 Barbers’ Model............ 3.75 
No. 19 Household Model.......... 3.00 


Good profit. If your jobber cannot supply you, write 
to us. Send for Literature and Discounts. 


Pike Manufacturing Co. 
Pike, New Hampshire, U. S. A. 
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SHARP PARING KNIVES STAINLESS 





No. 100 Never-Stain Paring Knife Assortment 
Stainless Steel Blades, Three Shapes, Securely Riveted 
Into Beautiful Handles in Red, Green, Blue and Yellow. 

Imprinted “Never-Stain” in Gold 


Packed One Dozen in Attractive Display 
Sold Through the Jobber 


The Ontario Knife Company 
Franklinville, N. Y. 











THE BURNS BREAD KNIFE 
" CUTS LIKE WILDFIRE” 


The serrated edge cuts with each motion of the - pe 
producing a clean cut without tearing the bread 
——. crumbs. It is not in a class with ordinary 
cheap bread knives, but an article of merit that you 
will appreciate. The serrated e will last for years 
and can be resharpened by rubbing the smooth side of 
the blade on a whetstone. 


THE BURNS GRASS SHEARS 


Patented Serrated Edge 


The small teeth the blades of grass and cut clean. 
Made of the best poo 9 ‘Rollow Fm and highly polished, never 
require sharpening. 


The Burns Mfg. Co., Syracuse, N. Y. 


“SERRATED EDGE CUTLERY” 
Please Write for Catalogue and Prices _ 
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NEW ITEMS 








Henckels Executive Returns— , 


Visited Graef & Schmidt, Inc. 


Paul Kind, managing director of the fa- 
mous J. A. Henckels Twin Works, Solin- 
gen, Berlin, Germany, recently returned 
to that plant after spending three weeks 
in the United States visiting the company’s 
subsidiary, Graef & Schmidt, Inc., 456 
Fourth Ave., New York City. Mr. Kind 
is also president of Graef & Schmidt, Inc. 

Mr. Kind expressed himself entirely sat- 
isfied with conditions in the United States 
and also with the cutlery business in Eu- 
rope. Germany, he said, is getting on a 
firmer commercial basis than it has been 
in the last ten years, and business is very 
good throughout the continent. 

Mr. Kind is regarded as one of the lead- 
ing authorities on cutlery in Europe. He 
is a cousin of the late Hermann Kind, for- 
mer president of Graef & Schmidt, Inc., 
who died in January, 1928. 





Home Barbering Equipment 


The Winchester-Simmons Companies, 
900 Spruce Street, St. Louis, Mo., are 
offering to the retail trade the Home Bar- 





ber Assortment Display Case. It contains 
a representative stock of hair cutting and 
shaving equipment, including brushes, clip- 
pers, shears, safety razors, blades and 
shaving cream. Prices are shown on but- 
tons adjacent to each item. 

The case is pleasing to look upon and 
has upright supports painted to represent 
a barber’s pole. 


Rotary Grapefruit Corer 


George Walter Davis, 258 Broadway, 
New York City, has the exclusive dis- 
tribution throughout the United States for 








the new Par-Plus Rotary Corer for grape- 
fruit. It is manufactured by Metal Prod- 
ucts Co., 510 First Avenue, West Haven, 
Conn. 

This new corer is made of a rust proof 
metal and can be readily cleaned by mere- 





ly rinsing in hot water. It is attached 
to a bench or table and only three turns 
of the handle cores the fruit. It does a 
clean job without wasting a drop of juice. 





Ace Razor Blade Stropper 


Ace Hardware Mfg. Corp, 445 N. 
12th St., Philadelphia, Pa., has placed on 
the market a novel razor blade stropper, 
which operates in a very simple manner. 
The Ace Razor Blade Stropper consists 
of two steel balls which revolve on a 
common axis. The dull blade is drawn 
lightly through the balls. This process is 
said to straighten out the minute ragged 
edges of the blade, which have been curled 





over by the cutting of the beard. These 
edges must be straightened out in order 
to get a keen edge, and the device has 
been designed to do that job. 





Lindsay Bread Knife 


A housewife invented the Lindsay bread 
knife manufactured by the Geneva Cutlery 
Corporation, Geneva, N. Y., and dis- 
tributed throughout the Eastern part of the 
United States by George Walter Davis, 
258 Broadway, New York City. 

This knife has a patented multiple edge 
which cleanly cuts hot, fresh bread, delicate 


<=" > Jae 
en 


iced cakes, etc. The edge has been de- 
signed to stay sharp for many years with 
ordinary use, but can be easily resharpened 
by anyone, like an ordinary knife. 

Measuring 13 inches over all, the knife 
has an 834-inch blade with a full tang. 
Heavy steel is used for making the blade, 
which is also oil tempered. It is rounded 
both at the heel and point to protect the 
fingers and the bread board. The handle 
is of selected cocobolo and is connected 
to the blade with large brass expansion 
rivets. 

One dozen Lindsay bread knives are 
packed in individual cartons, 12 to a col- 
ored display box. 


Marble Knife Display Case 


One dozen of its best sellers in the knife 
line manufactured by the Marble Arms & 





Mfg. Co., Gladstone, Mich., are contained 
in a new knife display case, recently of- 
feted to the trade by the company. 

This assortment contains a representa- 
tive assortment. It will be sent to a dealer 
who orders one dozen knives. The case 
is attractively finished with dark lining 
and glass cover. The easel back can be 
used if desired or the case can be placed 
on a shelf of a cutlery case. The name 
“Marble’s Outer’s Knives” is displayed 
across the top of the case. 
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Window display of Fred Horn, Brooklyn, N. 








Selling 
Cutlery 
ata 


Profit 


Style and utility are 
more important as fac- 
tors than seems appar- 
ent — Many kitchens 
have never known a 
good paring knife — 
Taking advantage of 
prestige of quality lines. 





By Fred B. Hinchman 





pricing cutlery to be sold at retail, as it might 

appear, provided the dealer is carrying a brand 
that is not being stocked by his nearest competitor. A 
customer rarely shops for knives to be used in the 
kitchen. Shopping for knife and fork. sets or carving 
sets is often done, but in such cases the “better quality” 
sales talk can be used, as the actual value of the cutlery 
cannot be determined by the shopper. A dealer who is 
really rendering service to his customers will try to be 
sure that his cutlery is of better quality, and the fact 
that a line is advertised is a convincing sales talk, 
especially to women. 

It has been proved that women read advertisements 
more and are influenced more by them than men are. 
lt further proof of this is needed it is provided by the 
tremendous amount of advertising done by department 
stores. It would seem sound logic, therefore, to sug- 
gest an advertised brand of cutlery for the hardware 
store that wishes to best serve the neighborhood and get 
a good share of business at a reasonable profit. 

As to pricing, there is a practice that seems to pre- 
vail in many hardware stores, of pricing all cutlery items 
by adding a certain percentage to the invoice cost. This 
policy is sound enough, provided the proper percentage 
is used. It is also a time and labor saver, but a better 
method, one that will show a better profit, while not 
diminishing the volume of sales, is to price them accord- 
ing to eye and utility value. 

Style has become a great factor in producing sales, 
but in the kitchen, satisfactory service and long life are 
the requirements. Compared to other commodities that 
the householder must buy, and considering the length 
of satisfactory service rendered, the cost of a good knife 
is really infinitesimal, and there are endless kitchen 
knives of the ordinary type that are reflecting no credit 
upon the store where they were bought. 


D coneieuee is not as much a factor, when 


Consider the humble paring knife. Many dealers 
think it necessary to specialize on low cost paring knives 
that can be sold for fifteen to twenty cents. Such knives 
may show a gross profit of from five to ten cents, but 
what is the actual profit in the sale of one of these, and 
is it good policy to push this kind of merchandise? 
Apart from the value of the salesperson’s time in han- 
dling the sale of these low price knives, not infrequent- 
ly showing an actual loss, will the cheap paring knife 
give the kind of satisfaction and service that will cause 
the customer to come back to your store for more mer- 
chandise? Ten cent stores and other chain groups have ~ 
been selling cheap stainfess steel paring knives for some 
time. Thousands of dozens have been sold, yet a large 
percentage of housewives will tell the world that they 
have never had a good paring knife. 

On the paring knives that sell at retail for forty, fifty 
and sixty cents, the manufacturers have done a real 
job. They use the best of steel, the blades are actually 
hardened, tempered and ground to give lasting, keen 
cutting edges and the handles are of good material, put 
on to stay. The gross profit on a sale of one of these 
knives is from fifteen to twenty-five cents, which means 
a real net profit. Furthermore these knives give such 
satisfaction to the user that a desire is created for other 
knives of the same brand, such as slicers, bread knives, 
grape fruit knives, etc. The sale of a good carving 
set is often induced by the service given by a good 
paring knife. 

Some dealers declare that they could not sell forty cent 
paring knives, but if they have not persistently tried 
to they do not know Whether they can or not. The 
price itself conveys the idea of quality. The difference 
in value for the price asked is so obvious that sales 
showing a good profit are readily made. 
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SUGGESTING A GRINDER 


to 











the home owner 


repair man 
mechanic 
_ =~ . particularly 
t >» 2 
carpenter fee ae Mone E caer Sadie 
attachment. 
farmer. 





They use grinders 


Have a Royal on display 














dies elcsenidines thetaaiaies Write us for information 
an all around grinder. and illustrated catalogue 


S. CHENEY & SON 
Seneca St., Manlius, N. Y. 
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RADIUM BLADES - 
Profit Bringers to Modern Hardware Stores 


No dealer ever stocked Radium Blades 
who did not find them profitable and y hte 
steady sellers. This blade, made of ayy 
Swedish Razor steel, gives unqualified 
shaving satisfaction—12 and more 
shaves to a blade. If you’ve never 
tried them send now for samples giv- 
ing us your jobber’s name. 












OTTO ROTH, Inc. 


The Radium Cutlers Newark, N. J. f 


Wiebusch & Hilger, Ltd. 
106-110 Lafayette St., New York 


General Selling Agents for U. S. A. 
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R. MURPHY’S STAY-SHARP 
EXTENSION Handles 
and Blades 
and SLOYD KNIVES 


Handles from 35%” 
to 434”. Bevel, 
Lance, Sharp, 
Curved and Round 
Blades. SLOYD 
Knives in 6 sizes. 


R. MURPHY’S 
Stay-Sharp 
Knives 
have met the most 
exacting require- 
ments so satisfac- 
torily for 3% of a 
century that they 
are standard equip- 
ment the world 

over. 


Write for prices and 
complete catalog. 





Robert Murphy’s 
Sons Co. 
Ayer, Mass. Est. 1850 


Also makers of 
Shoe, Oyster, Rubber, 
Roofing, Pruning Knives, 

etc. 





Ne. 3 Sleyd No. 0 Extension Handle 
Bevel 


Extension Blade 














How High Are Your Sales 
Per Customer?— 


ee GEM 99 


increases 
them! 


HE — customer 

who comes in to 
purchase other 
things, pauses to 
buy a Gem or . 
Jr. The Gem dis- 
play means extra 
4H sales. 


All customers like 
those handy nail- 
clippers because they 
trim nails and hang- 
4 nails perfectly, and 
ij work easily with 


& |) either hand. 








Gem 50c. 





The only nationally advertised nail clippers. Copy ap- 
pears regularly in The Saturday Evening Post, Collier’s, 
and Judge. 
Transparent Du Pont “Cellophane” 
Gem Jr. protects them from rust, dust and 
35e. tarnish. 


The convenient prices—35 and 50 
cents—appeal to every customer. Get 
a Gem display from your jobber to- 
day, and catch those extra sales. 


THE H. C. COOK CO., Ansonia, Conn. 











Is the Hardware Dealer Losing His 
Cutlery Business—and Why? 


(Continued from page 81) 


goods and bargain assortments. All this cut into the 
special brand business of the jobber, and in the end 
reacted upon the sales of the special brand manufacturer. 
This manufacturer was not a bit happy over the situa- 
tion. 

General Remarks 


So much for a general view of the cutlery situation. 
Please remember in reading this article, that I am writ- 
ing not about exceptional cases—but the general situa- 
tion. There are certain jobbers and also jobbers’ sales- 
men who are still very strong in the sale of cutlery, 
but any cutlery manufacturer in the country will frank- 
ly tell you that such jobbers are the exception and not 
the rule. The feeling among the cutlery manufacturers 
with whom I have discussed the situation is that the 
cutlery business has drifted into an unsatisfactory con- 
dition; largely because of the lack of attention to this 
line of goods by the leading men in jobbing hardware 
houses. The men controlling these houses have not 
backed up the heads of their cutlery departments. They 
allow the cutlery business which has always been a 
regular and steady producer to be backed off the boards 
in selling by a great variety of new goods—sold in other 
departments of the business. These new goods have 
been saddled on the salesmen at the expense of cutlery. 
As the cutlery line requires time and attention to sell, 
naturally the jobbers’ salesmen of the country are only 
too glad not to be pushed by headquarters, and drop 
into the habit of giving cutlery sales very scant atten- 
tion. 

In my next article, I will write about the other 
side of the picture—-WHY CUTLERY SHOULD 
BE SOLD BY HARDWARE JOBBERS, HARD- 
WARE SALESMEN AND RETAIL HARDWARE 
DEALERS. WHY IT SHOULD BE PUSHED. In 
other words, in these two articles I will first attempt to 
give a correct picture of the cutlery situation as it exists 
today, and then, I will write something constructive as to 
how this situation can be improved for all interested in 
the industry—manufacturers, jobbers, salesmen and re- 
tailers. 


Accuracy in Selling 


One of the reasons for the very high proportion of 
merchandise returned to our stores is the carelessness 
of salesmen. They sometimes claim too much for the 
merchandise, promise more than it can deliver, and the 
customer comes back dissatisfied to return the goods. 
They sometimes do not explain fully the method of use 
of certain things. The customer tries to make a device 
do what it never was intended to do, or tries to use it 
in the wrong way. Sales do not stay put because they 
are not properly laid down in the first place. 

Old George Minot was a famous shot in earlier New 
England days. Once on town meeting day, he was 
starting out hunting, carrying his gun, when he met 
Ralph Waldo Emerson going to town meeting. Asked 
by Emerson if he was not going to vote, the old hunter 
replied, ““No-o. What you do with your vote has got 
to be done over agin. What I do with my gun stays 
where’ tis. I’m goin’ gunnin’.” A little more of the 
accuracy of that New England hunter would be a good 
thing in selling some kinds of hardware stock. 
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Many Lands and Animals Contribute 
to Cutlery Handles 


Stress is often laid upon the kind and quality of steel 
from which the blades of cutlery items are made. The 
handles of pocket knives, kitchen cutlery, etc., do not 
always receive the attention they deserve. 

There are many different materials used in. making 
handles and a word or two about their advantages may 
often help the dealer close a sale. If he knows why a 
certain wood or horn is used and where it came from, 
etc., his knowledge of these things cannot fail to create 
in the customer’s mind an impression that the dealer 
knows what he is talking about. 

The Mother-of-Pearl handle is used on many small, 
fine pocket knives. The pearl comes from the South Sea 
Islands and the scales from it are used on the handles. 

The patented stag handle or imitation stag handle is 
usually made from the leg or shin bone of the domestic 


steer. The bones are boiled, bleached and then sawed 
to size. Then they are “stagged” or grooved by ma- 
chinery, afterwards dyed and when properly seasoned 


are ready to use on the knife. Most genuine stag is 
obtained from Hungary, India and China. The horns 
from the animals in these countries are long and slender. 
which makes them especially adaptable for the better 
grades of cutlery handles. 

Cocobolo wood comes from a small section of Panama. 
The wood is very hard and oily, taking a splendid polish. 
At the present time there are not more than 20,000 
square miles of cocobolo forests throughout the world 
and the production is almost entirely in the hands of the 
Central American Indians. It is hard to estimate when 
the present supply of this popular wood will be ex- 
hausted. 

Ebony is a dense,. hard wood coming from Southern 
India, Madagascar and parts of Africa. While the 
supply of this popular wood has greatly diminished, the 
demand continues as large as ever. Buffalo horn does 
not come from domestic animals, but from the water 
buffalo of Siam and India. The Siam horn is usually 
black while the Indian is gray. 


A Serrated Edge Steak Knife 


A serrated edge steak knife with a porcelain handle and stain- 
less steel blade has been offered to the retail trade by the Burns 
Mfg. Co., 1208 East Water Street, Syracuse, N. Y. The handle 
is made of a non-breakable porcelain and there is a choice of 
flowers, 


six different designs such as birds, fruit, etc., glazed 








under on the porcelain. The assortment of designs is said to 
match most any dinner set. The blade is serrated by a patented 
process which insures a sharp, keen cutting edge which will last 
for several years. The knife is 9'%4 inches in length with a 
5-inch blade. 


Cycle of Filial Respect 


The cycle is like this: When he is a little boy his father knows 
more than any man in the world; he is a walking encyclopedia. 
When the boy becomes ten or twelve years old, his father be- 
gins to go back, and by the time he is seventeen years old his 
father is absolutely dumb and knows nothing at all. Then comes 
a change, and the father begins to pick up. By the time this 
young man is twenty-one his father is almost normal again. 





THE“BIG PROFIT” voce 


ACME scores again 
with the new “Ivory- 
tone” assortments in 
practical display cab- 


inets. 


A RETAIL 


50c 


WINNER 





Sold Only Thru 
Jobbers! 
Sales photos and 


Addressed Inserts 
Furnished 








Cabinet Assortment No. 7340 
We also have other assort- 


ment combinations. 


This practical cabinet grips each shear securely until 
released by the purchaser. Ships perfectly. No. 7340 
assortment contains 1 dozen famous Oval brand “Ivory- 
tone” lacquered (4 ea. pink, white, blue) shears in 6”, 
1”, 8” sizes. 


THE ACME SHEAR ©. 


Bridgeport, Conn. 











CHRADE SAFETY 
Push Button knife 


No Breaking y 
nger na ae 


TS 
fod” 


' Push the button and the blade opens auto- 


matically. Safety slide locks the button with the blade 
on or closed. DOUBLE-LOCKED—the only Safety 

ife that is actually Double Locked. It requires two 
motions to unlock and open the knife—therefore safe, 
both conveniently done with one hand. 


TRADE tr astivGl MPa 


SCHRADE CUTLERY co. ” Walden, N. Y. 


Also manufacturers of a complete line 
of Schrade regular type pocket knives. 
Send for Catalog E. Factories: Walden N. Y.——Middletown, N. Y. 
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J.A. HENCKELS 


TWIN BRAND 


——<_ ———— 


Pocket Knife 307 ST. 
8%” Closed 


GRAEF & SCHMIDT, Inc. 


SOLINGEN 
GERMANY 


Established 1731 


weemon INYIN Dd BRAND <r 
CUTLERY 


of Every Description 
456 4th Ave., NEW YORK, 


Corner of 31st St. 


TWINWORKS 


BRAND 


Shear No. 547—3% to 9” 


Wholesale Distributors 











**American”’ and 
“Champion” 


Too! Grinders 


American Quality Grinders 
are strictly high grade— 
perfectly balanced, smooth 
running. Baked enamel, 
nickel plated trimmings, 
machine cut gears and 
pinions, oil tight case— 
best quality grinding 





American Quality Grinders 





Whe “y Weight Cases of Each 
No. 934 4x 6 s s5.50 Wheels. 
No. 35 si iy ; +} 
No. 36 6x1 b - 
No. 37 Txl_ 14 6 11.00 Champion 
No. 38 7x1% 21 6 14.50 Grinders 





Champion Popular Price 
Grinders—the best grinder 
value on the market. Fin- 
ished in baked enamel— 
machine cut gears and 
pinions. {tne 


This Popular Line 
with the added sizes and 


radical price reduction ae ae 
made possible by our facil- no qj art 6 6 $3.40 
ities is having a rémark- No 45 5x! 7% 6 4.40 
Py ° No. 46 6xl1 10 6 5.25 
able revival of life. No. 47 7x1 11 6 7.50 
Dealers: Buy them of your jobbers—It will pay 
both Jobbers and Dealers to get posted on the 
advantages this line now offers. Write for complete 
details. 
The Milwaukee Circulating Pump & Mfg. 


Company 


331 Ninth Street Milwaukee, Wisconsin 


RED DEVIL MEANS 6LASS INSURANCE 


Ghe BIGGEST SELLER N°.024 
Cuts Miles of Glass in Glass Factores ~ 














ts st mes wheel 
LANDON P. SMITH, Inc. 
1165 Springfield Avenue, Irvington, N, QR 






Pruning and Budding Knives 


A representative assortment of pruning and budding knives 
has been recently offered to the retail trade by the New York 
Knife Co., Walden, N. Y. This assortment contains one-third 


| dozen each of four popular models and a display easel. 








The knives, as illustrated, have various types of blades and 
handles, and have been especially designed for work in orchards, 
gardens, or greenhouses. 


, 





Close Cutting Clipper 


Hair can be clipped almost as close as 
shaving with the new No. 0000 Bressant 
Hair Clipper, manufactured by Brown & 
Sharpe Mfg. Co., Providence, R. I. The 
company states that this clipper cuts even 
closer than the No. 000, which has long 
been in use. The under surface of the 
cutting teeth on the lower plate is ground 
concave and the points are carefully 
rounded to slide smoothly over the skin. 
It has an easy cutting action and is well 
finished. 

There are now eight different sizes in 
which “Bressant” Clippers may be ob- 
tained. These clippers cut hair from prac- 
tically as close as shaving to 5/16 of an 
inch in length. 

Plates are interchangeable on all clip- 
pers for a complete range of sizes from 
0000 to 3. Bottom plates are about 2 in. 
in width. Every requirement in profes- 
sional hairdressing is satisfied with the 
Brown & Sharpe Hair Clippers. 
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Green 
Yellow 











HIS lesson concludes the se- 
ries of the Gothic alphabet, 
showing letters U, V, W, X, 
Y, and Z. They are, with the ex- 
ception of the letter “U,” called 


“angle letters,’ being composed 
chiefly of right and left angle 
strokes. 


The reader’s attention is directed 
to the second line of semi-constructed 
letters, which give a mtch plainer 
or more comprehensible idea of how 
each stroke should be made, where 
they should start and _ terminate. 
V, W, and Y are also known as 
“open letters” on account of the 
large amount of space they occupy 
at the top and small space at the 
bottom. For this reason they should 
be spaced closer together than the 
other round or square letters. It is 
a very simple matter to observe that 
the letter “W” is composed of two 
“V's,” and that the top of the “X” 
and “Y” have the same formation. 

I do not think that anyone will dis- 
pute the fact that this gothic type 
stands at the top of the class for at- 
tractiveness and legibility, and looks 
particularly well when used in con- 
trast with the lowercase show card 
roman letters. 

About the most difficult thing the 
beginner experiences after his first 
attempt at lettering is to keep all per- 
pendicular strokes perfectly straight. 
His letters will either lean to the 
right or to the left. The proper way 
to overcome this fault is to hold the 
brush handle almost upright and di- 
rectly in front of you, always keeping 
the fingers well down on the handle, 
just touching the ferrule. 





how Card 
Writing for the 
eginner 


By JOSEPH BERTRAM JOWITT 


Concluding the Series on the Gothic Alphabet 
—List of Equipment Needed 


Never attempt any kind of letter- 
ing without first drawing the hori- 
zontal marginal lines the width you 
wish the lettering to be. The capital 
letter “U,” at the top of plate, shows 
plainly just how near the top guide 
line the main stroke should start and 
how near the bottom line the stroke 
should stop. The spurs at top and 
hottom of letter finish it off like the 
letter “W” at the end of first row. 

The card featuring “Nesco Cook 
Stoves” shows the method of outlin- 
ing and filling-in with the exact di- 
mensions of laying out a card of this 





size. ‘The letters are first roughly 
sketched in pencil and afterward per- 
fected in outlining with a No. 3 or 6 
brush, according to the size of letters 
required. 

The most artistic and by far the 
popular kind of show card is a white 
hackground with black lettering. 
Red should be used with discretion, 
and only for very special sales, 
where great emphasis is required; 
too much red ink on a show card pos- 
itively cheapens its appearance and 
nullifies its value. 

The following outfit will be ample 








Va AU 
WKX YVZZ 


WA XX K VEZ 


IIDI0OO 
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lor either a beginner or an expert 
show card writer, and should not cost 
over $5: 

One set of Red Sable show card 
brushes, sizes 6 to 12. 

Two dozen  stub-lettering pen 
points, assorted sizes (with holders). 

Three dozen jars of water color 
show card ink—red, black and blue. 

One piece of art gum for erasing 
pencil marks, etc. 

A copy of HaRpwareE AGE. 

In this issue is shown the final in- 
stalment of the gothic alphabet, 
which is a particularly easy and ap- 
propriate type of letter for hardware 
show cards, and is best learned first 
by outlining each letter in skeleton 
effect and afterward filling in the 
center with a solid color. There is 


no special way or position in which 
the lettering brush should be held; 
just imagine you have an ordinary 
pencil or pen in your hand and keep 


the fingers well down, almost touch- 
ing the nickel ferrule. If the fingers 
are placed too far up on the handle 
it will be difficult to keep control of 
the circular or sweeping brush 


strokes. 

The beginner should proceed to 
copy these letters in the following 
manner: First make a faint, rough 
outline of each letter in lead pencil ; 
then proceed to make a more perfect 








construction by retracing over the 
pencil lines with a small size brush 
(size 6 or 10 brush will do); then 
the filling-in process with a larger 
size brush. This is every bit as im- 
portant as the first designing of the 
letters, as it enables the beginner to 
correct any irregularity or lopsided 
proportions of a letter. 

By studying the alphabet plate the 
reader will see that the oval letter 
“OQ” is practically the key letter to 











all circular letters. 








It is very often a puzzle as to just 
what is the best size to cut window 
price tickets, so for those who do not 
know what are the standard size 
price tickets the following table of 
different size price tickets is given. 

It is always best to remember that 
a full size sheet of cardboard comes 
22 x 28 in., and it may be cut up into 
the following eight convenient sizes 
without leaving waste: 

Four large size tickets 11 x 14 in. 
(eight tickets 7 x 11 in.), sixteen 
tickets 5%4 x 7 in.; thirty-two tickets 
3% x 5¥Y4; sixty-four tickets 234 x 
3%. The smaller price tickets are 
3 x 4 and ¥% in. The above sizes 
leaves a wide variety of choice, so it 
is not necessary to waste cardboard 
by cutting out odd shaped sizes. 

Fer variety of display these tickets 
may be lettered either “upright” or 
“landscape,” depending upon the 
space allotment in the show window. 


Says the Man Behind the Counter: 








Some hardware salesmen take defeat too much to 
heart and not enough to mind. They spend their time 
after failure in feeling sorry for themselves instead 
of in profiting by the lesson they should have learned. 
They need some of the spirit of Gen. Greene, in com- 
mand of the Patriot Army in the South during the 
latter part of the American Revolution. ‘We fight, get 
beat, rise and fight again,” said he. Incidentally we 
might quote what Gen. Nathaniel Greene said after the 
battle of Bunker Hill: “I wish we could sell them an- 
other hill at the same price.” If the salesman making a 
failure of an attempt could always profit by the lesson 
involved in that failure, it would not take so many 
failures to make him a success. 


Sometimes I think salesmen fail to suggest to cus- 
tomers the purchase of certain things because they have 
the idea that everybody must already possess items so 
commonplace in use. It is estimated that in New York 
State there are two million gas ranges and one and 
a half million electric irons and vacuum cleaners in use 
in homes. That is a large number, but it is not of that 
number the salesman should be thinking, but of the 
other millions of homes still without those conveniences. 
Many are without them just because no one has ever 
tried to sell to them. Further than that, it often 
happens that the best prospects for the purchase of 
certain things are the people who are already owners 
and need new or additional equipment. 














ARDWARE AGE for May 3, 1928 























Stick 


Co the Jobbero 


Whe Serve “You Well 


“They can supfaly you 
with Seqal producto 
promptly —tn, most caded 


gq. tecer Chan we can di= 


rect. 
We will be glad bo rec= 
ommend jobbers tn your 


vicinity who can crve 


you oatiofactorily. 


Segal Lock & Hardware Co., Ine. 


15q Leonard Street 
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EVERYBODY’S BUSINESS 


By Floyd W. Parsons 


Mass Everything 


FEW years ago the directors of one big chain- 
A store system reached the conclusion that their 

sales total of $60,000,000 that year probably 
represented the high-water mark for this type of busi- 
ness. Last year the sales of this same company totaled 
$300,000,000. The total sales by chain-store organiza- 
tions in the United States during 1927 was estimated at 
$6,000,000,000, or 16 per cent of the estimated volume 
of retail sales throughout our country. 

A single corporation now runs 17,000 stores doing an 
annual business of $750,000,000. This concern is add- 
ing new stores at the rate of more than 10 a day, and 
the present plans call for a total of 25,000 such estab- 
lishments operating under one management by 1930. 
As soon as this chain idea has been extended to prac- 
tically all fields of effort, then will come the combina- 
tion of the different chains. 

Journalistic power, like almost everything else, is 
being concentrated in a few hands. The early news- 
papers were mostly started for the purpose of reform- 
ing or improving national life. Today the dissemina- 
tion of news is purely a business proposition, and it is 
being made to conform to plans and principles that bring 
commercial success. 

One publisher now owns 26 newspapers ; another con- 
trols 25; a third chain includes 10. Last year 71 papers 
ended their careers through being absorbed by com- 
petitors. 

We have come to accept the idea of a two-party gov- 
ernment. The change that is taking place in the con- 
trol of the press is making this theory less workable. 
Since the purely 
commercial 
situation has 
become para- 
mount. Demo- 
cratic papers are 
disappearing in 
Republican 
states, and vice 
versa. In ‘one 
state, 34 of the 
37 dailies are 
Republican. If 
the molding of 
public opinion 
means anything, 
the minority 
party has a very 
small chance in 
such a Com- 
monwealth. The 
inevitable out- 
come of this 
situation will be 





the creation of more papers of independent political 
thought. Otherwise, entire states will come under the 
control of a few powerful interests. 

On all sides the trend is toward consolidation. A little 
more than a decade ago there were 190 manufacturers 
of automobiles. Now only about 50 are competing in 
this market, and probably not more than 10 or 20 of 
these will survive the present era of severe competi- 
tion in the motor field. Already two concerns produce 
together nearly 70 per cent of all the motor cars made 
in America. 

Mergers of banks and trust companies are taking 
place on a scale never equalled. Congress has given 
permission to national banks to open branches. The 
radio industry is headed in the direction of control by 
a single group. Here the method of approach was to 
acquire ownership of basic patents underlying the con- 
struction of apparatus. A large degree of concentra- 
tion in railroad control has the official approval of the 
Interstate Commerce Commission. Small steel com- 
panies are entering combines for the purpose of effect- 
ing economies. Centralization of ownership in the 
motion picture industry has resulted in the purchase 
and conversion of so many legitimate theaters by the 
movie magnates that the spoken drama is finding its 
road a rough one. 

Figures given out by the Treasury Department dis- 
closed that more than a hundred thousand small con- 
cerns in a recent year netted an average profit of less 
than $100 apiece. On the other hand, 150 big corpora- 
tions showed an average yearly profit of $18,000,000 
£ apiece. The 
large company 
not only has 
ample funds to 
purchase the lat- 
est machinery, 
but can buy raw 
materials at the 


lowest possible 
price. 
New view- 


points are neces- 
sary in every 
line of business. 
Wages last year 
in the United 
States were 15 
per cent higher 
than the year 
before, if allow- 
ance is made for 
changes that 


(Continued on 
page 122) 
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The International Hardware 
and House Furnishings Mart 
Grand Central Palace, New York 


“Open every Business day of the year” 








NEW and more convenient way of cover- 

ing the entire hardware and house fur- 

nishing market is offered to buyers from all 

parts of the world in the International Hard- 
ware and House Furnishings Mart. 

Occupying at least one entire floor of the 
magnificent Grand Central Palace, the new 
market will make it possible for both jobbers 
and retailers to examine the full lines of lead- 
ing manufacturers more easily and more 
quickly than has ever been possible before. 
Sales offices will be combined with display 
rooms in such a way as to render the most 
complete service to buyers. 

The Grand Central Palace, with its 
convenient location in the heart of 
New York’s new uptown business cen- 
ter is the most ideal location in the 
world for such a market. Almost at 


“WHEN 










MERCHANT AND 


the door of the Grand Central Terminal, it is 
located in the very heart of the finest hotel 
district and within two blocks of New York’s 
principal shopping center. The building to 
which millions of people are attracted yearly 
by such expositions as the National Auto- 
mobile Show, the National Hotel Exposition, 
etc., is specially constructed for marketing dis- 
plays. Every facility, including many special 
services for both exhibitor and visitor will be 
provided. 

Laterannouncementsthrough the trade press 
will describe in more detail the benefits to 
the industry as a whole, and the service to 
manufacturers, jobbers and merchants of- 

___ fered by the new mart. Watch for these 
@=— announcements, and plan your buying 
to use the superior facilities of this new 
centralized market to fullest advantage. 


MANUFACTURER MEET” 
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More Sales— 
From Displays Like This 


Forget the good looks of Warren Fixtures for a 
moment. Simply consider that Warren Fixtures and 
Display Tables are profitable in any Retail Hard- 
ware Store because of their power to attraet cus- 
tomers into the heart of the store and sell them 
many more items than 
they stupped in to buy. 


The public enjoys trad- 
ing in a modern, up-to- 
date Store, equipped with 
Warren Fixtures, Display 
Tables, etc. The dis- 
plays are neat and inviting; customers see what they 
want and sales are more quickly handled. More 
lines and a greater variety are carried, but less 
money is tied up in slow moving items. Increases 
of 50 per cent in sales are nothing unusual. War- 
ren Display Tables are so profitable many merchants 
are using 30 or 
more. 





Warren Fixtures are 
designed and made 
to merit your pref- 
erence by virtue of 
the greater Fixture 
value they embodyand service they will render. 


If you cont improv s in your Store and 
are interested in Modern Store Fixtures, the Warren 
Catalog will be sent upon request. We will gladly 
make recommendations and furnish a practical floor 
plan arrangement if you desire. No obligation. 





J. D. Warren Manufacturing Company 
208 West Washington Street, Chicago, IIlinoi 


J. D. WARREN MFG, CO. 

208 W. Washington St., Chicago 

(0 The Warren Catalog; [] Display Table Folder— 
as featured in Hardware 


Please send me: 
“A Proven Method for Increasing Sales,’’ 
Age. 

















Everybody’s Business 
(Continued from page 120) 


took place in the buying power of the dollar. And yet 
in the face of this remarkable accomplishment, business 
for the period was regarded as only fair. 

What does it all mean? Surely it is not a result 
merely of our huge stores of gold. Back of the astonish- 
ing success of America is a multitude of factors, many 
of which cannot be estimated singly, let alone in the 
aggregate. Security markets have completely lost their 
“forecasting” power. All sorts of indices have become 
practically worthless. Some of our highest authorities 
presented figures a few years ago to prove that the 
United States soon would be overwhelmed by competi- 
tion in all foreign markets. Five years have passed 
since then and our overseas sales have increased by 
more than a billion dollars. Some of our larger cor- 
porations think nothing of spending $30,000,000 a year 
for advertising. 

A new discovery instantly becomes the possession of 
tens of millions of people in almost every land. Each 
new idea now spreads so rapidly that thousands of clevet 
minds are quickly set to work on the job of capitaliz- 
ing the thought. Hardly have we reached the satura- 
tion point in any line or field before the crowd is rush- 
ing madly in some other direction. 

We set up tin gods in the afternoon and knock them 
over with ruthless abandon in the morning. We go to 
bed feeling that we have caught up with civilization, 
and then find on awakening that we are confronted by 
new problems more bewildering than any that have gone 
before. Notwithstanding that we have pilloried eight 
lies in as many days, we are ready to open our hearts 
on the morning of the ninth to the newest fake that 
enters the door. We run into bunk at every turn, and 
yet the worthy accomplishments of each passing hour 
so overbalance the waste from folly that the procession 
continues onward and upward. 

Modern management now scorns business secrecy. 
It favors plans that call for an association of effort. It 
gives close attention to trends and curves that reveal 
the true meaning of trade experiences. It acts on 
facts, not “hunches.” It realizes that a business can be 
busy without being prosperous, and it demands real 
evidence to convince it that a batch of machinery 10 
years old has not passed the borderline of industrial 
senility. , 

Our forefathers proceeded on the idea that it took a 
generation to build up a successful business. Now we 
are in an era when powerful forces can be marshalled 
overnight. A new company can quickly dominate an 
old market by developing an improved method or by 
securing a cheaper source of raw material. It is literally 
true what one has said that no matter what your present 
position may be in the field you serve, a more efficient 
competitor is now building to take your place. 

Talk of periods of dire emergency for the business 
man, the fact is there never was a time when the oppor- 
tunities were so great or the dangers so threatening as 
they are at present. Cooperative national advertising, 
statistical institutes and “industrial czars” merely repre- 
sent the beginning of new creations designed to meet the 
problems we face. 

Mass production—mass everything, has the right of 
way. It demands homage because it has been victorious. 
Public opinion does not seem to resent surrendering 
individuality. We have developed a type of personality 
that does not object to the same comic strips from 
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ocean to ocean, the same syndicated news columns, the 
same style of architecture, and to a standardization of 
tastes and desires generally. 

Later on we may discover that our gains could not 
be consolidated and the advantages retained. We may 
find that the forces of reaction were merely latent, not 
dead, and that the popular mind has again come to favor 
a drastic policy of legislative restriction. In the mean- 
time, the credit for America’s preeminence belongs not 
to the critics, but to those who have striven valiantly ; 
who have erred frequently and fallen short time and 
again; and who have dared so greatly that whatever 
the final outcome may be, they will have the satisfaction 
of not being classed with the cold and timid souls who 
knew neither victory nor defeat. 

It. cannot be denied that the outlook for the United 
States is puzzling. Our population, which has been 
drawn from all quarters, has doubled in a few decades, 
and this means that the supply of that most uncertain 
element, human nature, has increased in direct propor- 
tion. Luckily, we have always been fortunate in hav- 
ing the right type of men ready to handle each new 
difficulty. Hamilton was a great financier; but Mellon 
is also a master in his line. Franklin was a scientist 
who achieved much with the limited knowledge and 
devices he had at hand; but Edison, Whitney, Kettering, 
Langmuir and dozens of other modern research work- 
ers have a capacity for technical reasoning that has 
never been surpassed. Morris showed wonderful skill 
in planning the financing that made it possible for us to 
carry on the Revolution; but Morgan, Baker, Lamont, 
Kahn and Reynolds are financiers who had no peers in 
the years gone by. The present accomplishments of 
men like Hoover, Ford, Young and DuPont supply 
emphatic proof that we have not entered a day of indus- 
trial dissolution. 

Doubtless we will-have our ups and downs, but who 
can say that a nation is going backward when 46 per 
cent of the families own their own homes, when the 
people possess more than 20,000,000 motor cars, and 
when 31,000,000 of the population are attending schools 
and colleges? The present head of the nation com- 
menced life on a farm, proving that within our borders 
the door of opportunity for the humble beginner remains 
wide open. When the pathway to power is closed to 
the multitude, then we may look with dread toward the 
approaching tomorrow. If mass production and mergers 
start us in that direction, we may well become scared. 


Slow Pay Often Dealer’s Fault 


Slow-pay customers are not always born. They are 
many times made by your lax credit and collection 
methods. If they fail to remit on the due date and you 
fail to send a polite but firm reminder they are liable to 
assume that you do not care how promptly they pay you. 
If they are late again, and you say nothing, they may 
deliberately make up the policy of slow payment. 

You may feel you are being lenient by not reminding 
your customers that they have missed a payment or not 
kept their agreement, but by such action you are 
really building a reputation for being “easy.” You are 
making a “slow-pay customer.” 

You might just as well have written, “Your statement 
due today was not received, never mind. Pay any old 
time you please.” 

A close following up when your customer’s account is 
due not only gives you needed working capital, but 
educates your customers to be “prompt pay.” 








Stock 
the Line 
carrying 
the least 
Sales 


Resistance 


If 
superlative 
cutting ability 
counts with 
your drill 
customers 
they will come 
back to your 
store as long 
as you handle 


The 
New Morse 
Forged Type 
High Speed 

Drill 


Which Is Repeatedly 
Demonstrating Its 


Superiority 


AeA MOONE IIE DN MAES, 


IWIST DRILL 8. MACHINECO. 
NEW BEDFORD 
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Hot of the Nail Ke 


Little yarns that others have laughed 


over culled from various sources. 


contemporary puts it: 
have been copied, the rest will be.” 


“Some of them \ >. 









“Is there any good shooting around here, 
son?” asked a city man out in the country 
with a gun. 

“Well, no,” said the boy, “no deer or 
rabbits or birds or anything like that, but 
our school teacher is taking a walk just 
over the hill.” 





Disgusted Wife—‘“Say, yo’ niggah, eber 
since Ah married yo’, yo’s dun nuffin’ ’cept 
sit ’round de house. Don’ yo’ ever feel 
enny ambition?” 

Lazy Husband—“‘Ah feels ambishion 
w’en ah’s sittin’ round hyah, honey, but 
jes’s soon’s Ah stahts to wo’k Ah gits dis- 
couraged.” 





Gold Digger—“Gee, I'd like a little 
bite.” 
Old Boy—“If I had my teeth in, I’d 


give you one.” 





Many a man that “rises to the occasion” 
doesn’t know when to sit down. 





If you have half an hour to spend, 
don’t spend it with someone who hasn't. 





Angry Motorist—“Some of you pedes- 
trians walk along just as if you owned 
the streets.” 

Irate Pedestrian—“Yes, and some of 
you motorists drive around just as if you 
owned the car!” 





Irate Master (to negro servant)—‘Ras- 
tus, I thought I told you to get a domestic 
turkey. This one has shot in it.” 

Rastus—“I done got a domestic turkey.” 

Master—“Well, how did the shot get in 
it?” 

Rastus—“I ’specks they was meant for 
me, sah.” 





Having been told that it was electricity 
that made his mother’s hair snap when 
she combed it, Johnny bragged to a vis- 
itor: “We’re a wonderful family; mother 
has electricity on her hair and grandma 
has gas on her stomach.” 





The difference between modern danc- 
ing and wrestling is that in wrestling some 
holds are barred. 





“What sort of a fellow is Jack, dear?” 
“Well, when we were together last night, 
the lights went out, and he spent the rest 


” 


of the evening repairing the fuse! 








First Greenly Islander—These Germans might 
have landed in heaven. 

Second Ditto—Yes, they brought a “harp’ 
along, just in case. 





The steak was a la carte so the fresh- 
man told the waiter to wheel it in. 





“Where'd you get that eye?” 

“You know that pretty little woman 
we said was a widow?” , 

“Yes.” 

“Well, she isn’t.” 





Want Ad—For Sale: A_ full-blooded 
cow, giving milk, three tons of hay, a lot 
of chickens and several stoves. 





The stork isn’t the only bird that kids 
the world. 





“Bill,” the farmer said to his son, “go 
out to the barn and hitch the horse to 
the old sleigh.” 

“Why not the new one?” asked Bill. 

“I always believe in using up the old 
first,” answered the father. 

“In that case,” replied Bill, “why don’t 
you go out yourself and hitch up the 
sleigh?” 





One Office Stenog to Another: “Dearie, 
how short should my skirts be?” 
Second Stenog: “Let your chassis be 





your guide.” 





Teacher: “You'll have to stay in after 
school and work on your geography les- 
son. You didn’t locate a single one of 
the cities.” 

Willie: “I can’t locate them, but I know 
how to tune in on the whole lot.” 


“There are two sides to every question,” 
proclaimed the sage. 

“Yes,” said the fool, “and there are two 
sides to a sheet of fly paper, but it makes 
a big difference to the fly which side he 
chooses.” 


Mother: “Where has Johnny gone this 
afternoon?” 

Father: “Well, if the ice is as thick as 
he thinks it is, he’s gone skating; but if 
it is as thin as I think it is, he’s in swim- 
ming.” 


The way to a man’s heart is not paved 
with heart-shaped lettuce sandwiches. Nor 
is the route indicated by lady fingers. 





e 

The prosecuting attorney had encoun- 
tered a somewhat difficult witness. Fi- 
nally he asked the man if he was ac- 
quainted with. any of the men on the 
jury. 

“Yes, sir,” announced the witness, 
more than half of them.” 

“Are you willing to swear that you 
know more than half of them,” demanded 
the lawyer. 

“Why, if it comes to that, I’m willing 
to swear that I know more than all of 
them put together. 


’ “ 


and 


“What!” exclaimed the lady, “you 
charge me a dollar for that pie plate.” 

“Yes, ma’am,” replied the polite sales- 
man, “that is the very lowest price we 
can sell it for.” 

“How is it that I can get one just like 
it at Brown’s for 90 cents ” 

“IT cannot say, madam. Perhaps Mr. 
Brown has taken a fancy to you. He is 
a widower and you are very beautiful and 
—yes, ma’am, one dollar. Thank you.” 
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satisfied 
tool 
customer 
is 
worth 
countless 


sales How is your 
supply of 
new Starrett 


arguments Catalogs? 
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This is going to be— 
a Big Water Cooler Year 


Sales figures tell the story. Shipments of 
“20th Century” Water Coolers are way ahead 
of previous records. Dealers report unusual in- 
terest from their customers. 

Hot spring weather, plus “drink more water” 
propaganda from medical authorities and insur- 
ance companies, is having a real effect. 

If you have not ordered your stock of Cordley 

| Water Coolers, don’t delay any longer. Write 
for 1928 literature and prices. 


| CORDLEY & HAYES 
10 Leonard Street, New York 1 | 


| | 


| Cordley & Hayes 

10 Leonard Street, New York. 

Please send full information about 1928 Cordley Water Coolers with 
prices and plans for me to cash in on the aroused interest in drinking 
more water. 
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ACME ice cncam rnezzer 


No other ice cream freezer on the market 
has so many elements of popularity as the 
gearless, all metal, sanitary, easy operating, 

5-minute ACME FREEZER. 
















Backed by persistent national _— 5 i 
advertising. Retail at: Bright ae 


Galv., $1; 2-qt. and 4-qt. Enam. 
Galv., $1.25 and $2.25; pint 
ACME JR., 60c. 


BEH spree 
i : 





140 BROADWAY EW 2K N.Y 


CU, BUY FROM YOUR JOBBER 
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Standard TireValves and ValveParts 





os 





THe Ditt Mrc. Company 
Cleveland, Ohio 


Manufactured in Canada by The Dill Mfg. Co. 
of Canada, Ltd., Toronto, Ont. 











Reg. U, 8. Pat. Of. 
* 


Boston 


Trade Mark 


The first hatchets for the especial use 
of Lathers were made in our shop in 
Boston under the Underhill Star Boston 
trade mark, The Lathers know these 
hatchets as the genuine Underhill. 


UNDERHILL BROS. 
WINTER HILL STATION 
Boston, Mass. 

Sales Agents, Surpless-Dunn & Co. 
Chicago—New York 

















FLAT HEAD Regular St. Paul California 
Chicago St. Louis Montana 
sai Fine for 
tinning 
coppers 


After dressing the copper, the mechanic heats 
it to proper temperature, then dips it quickly 
in Rubyfluid (full strength) and applies the 
tinning by touching each face of the copper. 
No rubbing necessary. 


Prices right. Sell the best. 
RUBY CHEMICAL CO. 


68 McDOWELL STREET COLUMBUS, OHIO 

























The Man Behind 


the Counter 


T cove: is always danger, when a man tries to 
cover too much ground, that he will not cover it 
effectively anywhere. It is apt to be so when the 
hardware salesman develops too many outside interests 
and tries to look after all of them in addition to holding 
down his job. 

In the days when Franklin Pierce was candidate for 
President, in 1852, a traveler in New Hampshire, 
Pierce’s home State, asked the landlord of an inn what 
sort of a man Pierce was. “Waal,” was the reply, “up 
here where everybody knows Frank Pierce and where 
Frank Pierce knows everybody, he’s a pretty consider- 
able fellow, but when you come to spread him over this 
whole country I’m afraid he'll be dreadfully thin in 


spots.” 
*x* * * 


Do red-haired automobile drivers take more chances 
than others? It would seem that perhaps they do, since 
one large taxicab company has decided, on account of 
the greater risk involved, to hire no more red-headed 
drivers. But if the willingness to take chances, the ready 
initiative that apparently goes with red hair, is con- 





va waanen 


demned in taxi drivers, perhaps the men turned down by 
taxi companies can find employment among hardware 
merchants who realize that that sort of aggressiveness 
is a good trait in the salesman. There are too many 
salesmen who don’t want to take a chance in selling. 
They don’t like to ask a customer to buy something more 
than that he asked for, just because they don’t like to be 
turned down. I believe the red-haired salesman would 
go right to it, unafraid of the turn down. 
= a 


A saleswoman in a fur department writes to Fur Age, 
“T find it an asset, while addressing the customer, to 
be able to judge the proper garment to show and to 
gain her interest immediately by knowing my merchan- 
dise. The first garment shown gives you a chance to 
find out exactly what idea your customer has regarding 
price, skins, etc., without asking unnecessary questions.” 

To be sure, it is a fine thing to be able to read your 
customer’s mind without asking any questions, but it is 
to be feared that the hardware salesman taking “Dun’t 
Esk” as his motto will find that he makes many mis- 
takes regarding the needs of the occasion. There are 
many customers who don’t tell much about their wants 
unless you do ask them—in a tactful way. 

* * * 


One thing the liberal advertising of mechanical de- 
vices has done. It has educated people until there are 
many instances where even non-owners know more 
about the products than some salesmen in the stores 
where they are sold. It ought not to be so, but it is. 
The salesman really ought to know fully more about 
a kitchen range and its operation than the woman who 
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uses one. Instead we find it better, if we want in- 
formation on some products, to “ask the man who owns 
one.” “Ask the man who owns one,” should not point 
the way to as reliable a source of information as “Ask 
the man who sells them.” The latter would probably 
work out better as a direction for getting adequate in- 
formation in the case of the Packard car than in the 
case of some hardware store merchandise. 


* * x 


If one wants to learn some of the little tricks of 
selling, he may well watch the methods of those quick 
witted and sometimes slick witted bell-ringers who ply 
their craft from house to house. They often acquire 
a greater knowledge of human nature than those of us 
who sell over the counter in the established hardware 
stores. Perhaps they need to know human nature better 
in order to get by with propositions that are only 50 
per cent sound. 














SET te 





These glorified peddlers know what they can count 
on. When one of them sees the door open and the 
housewife stand there, hesitating, he wipes feet on the 
mat as if he expects, of course, to be asked in. It 
works. If the screen door is on, when the inner door 
is opened, he steps back as if to allow the housewife to 
swing open the screen door for him and she does it. 
He puts a sample in the customer’s hands in order to 
interest her more effectually, appealing to her through 
the sense of touch and sight as well as by hearing. After 
handing her the sample, he takes other samples in his 
own hands so they will be filled and she will not see 
just how to hand his merchandise back to him. He 
keeps her holding it. Little things like these have their 
effect and the peddler knows how to get that effect. 
Why wouldn’t it be well for the hardware salesman 
to study such simple and certainly fair methods? He 
can’t use the same little tricks, but he can develop some 
of his own. 


Imagination—The Mother of Inspiration 


Progress in selling as in all other enterprises results 
largely from imagination. Imagination is the mother 
of inspiration. Inspiration to accomplish certain things 
is due, usually, to having first visualized those things 
as realities; as desirable things to achieve. The suc- 
cessful seller is the aggressive seller and the aggressive 
seller is imaginative. He is able to see opportunity, to 
visualize a need and then make his prospect see what 
he sees. 

Encourage your imagination and it will stand you in 
good stead in the cultivation of new markets and the 
enlargement of present ones. 





Special to 
Golf Dealers 


New Whippet Golf Balls packed 
doz. to a box, each ball single 


wrapped ..... 2006. $7.50 doz. 


New practice Balls, not remades, 
packed doz. to a box, each ball 
single wrapped ... $7.25 doz. 


New St. Mungo Colonel Golf 
Balls packed doz. to a box, each 
ball single wrapped, all guar- 


WOE 5 hows ka 0s: $4.00, doz. 
All less 2% 10 days, fo.b. New 
York City. 


Selling Agents for: 
STAR SPORTWEAR MFG. CO., 
Men and Boys’ Leather and Suede Jackets. 


UNITED GARMENT MFG. CO., 
Men and Boys’ Horsehide and Sheep Coats. 


HAMPDEN AUTO TOP & METAL CO., 
ARTEX Automobile Seat Covers. 


DAVID FRANKLIN CO., 
Porcelain Bathroom Fixtures. 


Montgomery-Israel Corporation 


101 W. 37th St. 
NEW YORK CITY 


Retailers consult us for special sale merchandise. 











Now You Can Make 
Extra Profits Installing 


The Wehrle Watchman 
Wall Safe 


An easily accessible treasure chest for every home and 
small business. Just as essential as a good lock on the 
front door. 


tc Easily 
t Costs 
Sold for 
You Only $21.00 
$10.50 
For homes, 
y mower A R. - stores, Of- 
nexpensively 
installed in foes, lunch 
any building. rooms, _fill- 
See oe. ing stations, 
Stocks, Jew - 
els, Heir. theatres, 
looms shoppes, 
Morey, __ apartments, 
= Wills, tickate. 





The Wehrle Watchman Wall Safe is one of the biggest little money makers 
on the market. One you can stock among your builders’ hardware without 
increating overhead—and once stocked and pushed your gross sales can be 
increased $500 to $2500 a year. 


Return COUPON to H.A. 


THE WEHRLE COMPANY 
Newark, OHIO 
NAMO ccccccccsecdcceeresecocesseesccseccrscccscceccceeocscoces 


PA 6655 6n:0.b 8 0 4GAS CREST M GPE ACK ESTER CDEC OD oOeRSERES EIS 
Send complete information on the Wehrie Watchman. 
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More than 
a Million 


tool users will be reminded of 
Maydole Hammers this month. 
Tie in with this national adver- 
tising, let your customers know 
you catry Maydole Hammers 
and watch your sales climb. 


Your jobber has standard as- 
sortments and all types and sizes 
to make your stock complete. 


Write us for attractive Counter 
Cards and a supply of interesting 
Pocket Handbook 23 “*C.” 


=) Ma HAMMER dole 


Hammers 


The David Maydole Hammer Co.,Norwich,NY 





1838 
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HARDWARE DEALERS 
EVERYWHERE 


are making money 









New 1928 Line of 


PIONEER 


Archery Tackle 

Hickory Shinny Sticks 
Adjustable Hickory Stilts 
Cross Bow Sets 

Hickory Baseball Bats 


Bow and Arrow Sets 


young folks 


store with 
these attrac- 





selling goods! 
Pioneer Hickory 
Shinny Sticks 
offer Real Sport 
for Every Boy 




















EXTRA PROFITS : 
FOR YOU IN OUR 


Juvenile Assortment No. 10 
Your Investment Is Only 


Every boy and girl 
should have a pair 
of these Safety Stilts 


YOU RECEIVE— 











1 Cross Bow Set 
6 Shinny Sticks 

1 Pair 48” Stilts 
1 Pair 60” Stilts 


E 


f 


= 
—J 
SS 
> Re 
= 
> 


= 
SS 


—==Ss 






SS 


= 


=~ 


17 Assorted Juvenile 
Archery Sets. 


RETAIL VALUE 
$18.50 


au 








Dealers and Jobbers 
—Write Today 


The Pioneer Pole & Shaft Co. 


Memphis, Tenn. 


























Distinctive House Numbers 
at a Price Your Customers 


~ Can Afford to Pay 


The handsome design and economical price 
of Premax Metal House Numbers goes a 
long way in helping you make the sale. 





DELUXE HYCASTE 
Satin-silver Aluminum on Stamped from Real Brass, 
black enamel highly polished and 

lacquered 


Displayed in the attractive 
Premax Display Box of fifty 
assorted numbers, these 
clear-cut figures catch and 
hold your customers’ atten- 





EXCELITE 


Standard Deluxe De- 
sign under clear glass 


tion. 


cover 


PREMAX DISPLAY BOX 


Refills in cartons of ten 
characters each 





Ask your jobber about this fast moving line, or send 
the coupon below for complete details. 


Niagara Metal Stamping Corporation 
Dept. HA 5-28, Niagara Falls, N. Y. 


Please send samples and full information on Premax Heuse Num- 
bers to— 
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The Wrench that 
Never Damages Material 


The heavier the work, 
the greater the need for 
a giant wrench to han- 
dle it. But wrench 
strength cannot be mea- 
sured by inches or 
pounds. The 








Wrench is built especially for 
big, heavy piping installations 
and kindred work where costly 
fittings must be connected 
without injury. 


These fittings, usually of Yel- 
low metal, are almost always 
scarred and damaged when 
pipe wrenches, chain-tongs 
and “makeshift” tools are 
used. 


But never harmed with a 
COES Key-Model Wrench. It 
fits the work. It has the 
strength. It never slips. It 
applies maximum force in a 
mechanically correct way and 
the KEY holds the jaws abso- 
lutely rigid. | 
Three sizes: 28, 36 and 48 ins. over all. 


A 72 in. size is furnished on special 
order. 


ee ee oe 





Your Jobber will supply you. 


COES WRENCH Co. 


“In Business Since 1841” 





CHEAP GOODS 


Yes, we could make as cheap goods as 
anyone else, but half a century ago we 
decided to make our products AS GOOD 
AS THEY COULD POSSIBLY BE 
MADE and we have stuck to it. 
Consumers know that any tool having 
the name MORRILL stamped on it IS 
THE BEST that can be had at any 
price. 

Dealers know that MORRILL PROD- 
UCTS sell easily, stay sold and make 
satisfied customers. 

We are happy because we have no kicks 
or comebacks. 

Yes, we believe that making THE 
BEST THAT CAN BE MADE was a 
wise decision. 

















Sawsets, Nail Pullers, Bench 
Stops, Liquid Soap Dispensers, 
etc. 


CHAS. MORRILL, Inc. 


102 Lafayette St. New York 











Worcester Mass. 
Selling Agents 
J. C. MeCARTY & CO... ccccccscsccscsccces 253 Broadway, New York 
JOHN H. GRAHAM & CO........-5-e2000% 113 Chambers St., New York 
Also 61 Shoe Lane, London, E. C., England | 
FENWICK PRERES, 2. cies np eccccccccvse 8 Rue de Rocroy, Paris, France | 


000000000000000000000000_ 





IWAN TOOLS ARE UNUSUAL TOOLS 


Some are for everyday use, others for only occasional 
use, but all of them give unusually good, economical ser- 
vice fer their particular purposes. There is a constant 
market for them, and the best selling styles and sizes should 
be in your stock at all times. Most jobbers sell them and 
can supply you promptly. 

IWAN Post Hole and Well Augers; best sellers, 8, 6, 7, 
4, 9, 3, 5, 10, 2, 12, 16, 14-inch. Best post hole 
tool on the market. 

IWAN Hercules Post Hole Digger. Best two-handled 

, digger. Also seven other styles. 

IWAN Barn and Poultry “House Scraper. Very popular 
in dairy districts. Blade 7x18 inches. 

IWAN Serrated Hay Knife, waved edge. Our biggest 
seller among four styles. 

IWAN Solid Socket Upright-Hay Knife. An improved 
style of the Ely or Heath pattern. 

IWAN Drain Cleaner. For tile ditches. Adjustable and 
stationary styles. 6, 5, 4, 7, 8-inch best sellers. 

IWAN No. 4 Icy Walk Cleaner, 6x8%%-inch blade. An 
aie heavy tool. Useful also for garages and 
roofers. 


IWAN BROS., Mfrs. South Bend, Ind. 








| 
% 
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American Steel & Wire 


























Millions of farmers know that 
Barb Wire, made by the Ameri- 
can Steel @ Wire Company, 
stands supreme in tensile strength, 
quality of steel, regularity of 
twist, extra heavy galvanizing 
and firmness of barbs. 


The following brands are busi- 
ness builders for dealers: 
Baker Perfect. Ellwood Junior 
Waukegan American Special 
Ellwood Glidden American Glidden 
Lyman Four Point 
Write for catalogue and prices 





American Steel & Wire Company 


Sales Offices: Chicago, New York, Boston, Atlanta, ten f 
Cleveland, Worcester, Philadelphia, Pittsburgh. 
Buffalo, Detroit, Cincinnati, Baltimore, Wilkes-Barre, 

St. Louis, Kansas City, Minneapolis, St. Paul, 
Oklahoma City, Memphis, allas, Denver, Salt Lake City, 
*San Francisco, *Los Angeles, *Portland, *Seattle, 
*United States Steel Products Co. 


























The builder who \ 


proud of his houses 


uses CRIFFIN 


Butts and Hinges 





~ Manufacturing Co 


E ASE, ete bo 
“ Branch Offices__ _ 


New York, 45 Warren St. 
Chicago, 555 W. Randolpin St. 
Boston, 76 Batter 

San Francisco, 703 Market St. 
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THE ELASTIC TIP COMPANY 


MANUFACTURERS OF 








































@ | RUBBER GOODS AND SPECIALTIES 
ene FOFAST SELLING TIPS FOR ALL PURPOSES 
370 ATLANTIC AVE., BOSTON, MASS. 

















Every Housewife Wants One! 











One look at this attractive, sturdy pan, 


Hand-Made 
with its long handle that saves ben«- 


ing, is enough to sell any woman. 
Flooring e And it’s the only nationally advertised Polly 


article of its kind on the market. Prim 













: Pol Pri i ‘ Dus 
The kind your cus- nehed in’ black or ‘bite enamel. “the or 26 Inch 
tomers will buy, use for $1.25. © Our plan’ offers. you og 
and tell their friends | ‘ails soap.” °% 70S Wele for Pe 


about. That 
means quick shay tahoe Co. 
turn-over for Fulton, Illinois 


you. “The Fulton Line” 


—& One of the finest 
tools you ever han- 


Instantl. ju- 
dled and a real the’ femeet, 


‘ iversally use- 
seller. ful wrench for 
the motorist. 


Backed by 90 years of : Keystone qual- 
tempering experience. _— 














Have you our new Carpen- 4 . fn mn ee. 
ter’s Catalogue? Write for it. \ Buffalo, N. Y. 
“Old Fashioned” Quality. KEYSTONE ve gig 
Dunn & Co., 
i jew York 
| The L. & I. J. WHITE CO., INC. . Ratchet ip 





125 Columbia St., Buffalo, N. Y. | Tur ens @ & & 


























The Season Is Here 


Your women customers will buy (q 


any others. Just tell them how 
easily and quickly they can 
make the many delightful ice 
cream and frozen dainties most #} 
any time and most anywhere 
at a very small cost. 
7 little ice and salt and freeze so quickly, it’s really 





y take Ay 

no got 
They Hy on a reputation established by more than thirty-five 

years of high class service and they stay sold. This means sure 


ro 
The Blizzard is simpler in construction and a trifle cheaper, but 
sells as well as either the Ligh cates or Gem, and should be carried 
—— either style to satisfy the dema 

Better order now. Don’t get caught without the goods. Your 
Jobber can supply. 


NORTH BROS. MFG. CO. PHILADELPHIA, PA. 
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We Offer Also GENUINE STAINLESS STEEL TAPES 


THE [UFKIN fpuLe C0. 


SEND FOR CATALOG 


[UFKIN 


MOST FAMILIAR TO USERS EVERY WHERE; 
HIGHEST IN THEIR ESTIMATION 
SELL READILY; 
YIELD THE DEALER PROFIT AND SATISFACTION. 


Tapes 
and Rules 


Rt 
re Ut fa 


at @)) 









SAGINAW, MICHIGAN 
NEW YORK WINDSOR, CAN. 














Which Hod Would You 
Rather Carry? 


If you had to haul mortar for a —— you 
covtahaby wouldn’t want to a hod that 
dripped water all over your shoulder. 

ou would choose a Never Drip Steel Hod 
with its one-piece ends. You would go 
whistling on your way while the other fellow 


There are lots of hod carriers in your town 
who are bearing the discomforts o — 
leaky hods simply because they have not n 
shown the sensible and better kind. 


This open field of profit is yours for the 
asking. Write us at once for details. 


The Cleveland Wire Spring Co. 
Cleveland Ohio 























WHEN CUSTOMERS 


BUY vi 
ATLAS TACKS (7 
€& SMALL NAILS 


























Look for the Name Stamped 
on Every Foot of Cord 


SE AAS NINERS LAKE eel 92 


Solid Braided 








THEY REMEMBER. 
WHERE THEY BOUGHT 
THEM ~~~ ~~~ EVERY 
TIME THEY USE THEM 








ATLAS TACK CORPORATION 


Fairhaven, Mass., and St. Louis, Mo. 


a 
oan 





Sity 
SVE 
Chie Wtlced 


o/s" 


be Ae Oe 





Ee 








seers: ebenctayrat element ear ete an ee eee ah a : ee ee ee 
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Liven Up 


Your Store 









Make your own 
attractive price 
tickets, streamers 
Sy and show cards. 


For complete 
information 
write 


NATIONAL SIGN STENCIL CO. 
Mfre. of the NATIONAL SHOW —. WRITER 
1602 University Avenue, . Paul, Minn. 


k OSIE RQ iP 
Woes > 
ay 





» BOLTS > N 
CAPSCRE 


in Big Business 





Personal EK 


Two big plants, one in Cleveland 
and one in Chicago, assures 
prompt service to all sections 
of the country. 


The Foster Bolt & Nut Mfg. Company 


OLEVELAND CHIGAGO 
Unien Ave. and E. 72nd St. 6249 to 6265 West 65th St. 
Telephone Broadway 640 Telephone Hemlock 4484 











Tools 
in 
Six 
Sizes 


If you want Good Tools look for this Trade Mark. The 
tool steel Jaws are firmly clamped between steel Plates. Scien- 
tific Leverage allows tremendous cutting power without great 
muscular effort. Adjustment of cutting Jaws provided for 
by two Set Screws closely duplicated by other manufacturers. 
These Tools are Handy, Time Savers and Money 

If your Jobber cannot supply you, write us for Literature 
and Prices. 


CAROLUS MFG. CO. Sterling, Ill. 


Sales Representatives—Surpless, Dunn & Co. 
NEW YORK, CHICAGO 














REAL METAL Solder «G 
| in Paste Form— So NNY ? 
5 fe 4 


Packed in 
Collapsible 

Greatest Soldering Convenience MW 
Ever Invented. 


Every Electrical Connection 
or Intricate Job Needs ~ 
SOLDERALL. 


“AN ‘THE SOLDERALL CO. Newark.N.J. 

















And when one dealer in a small town can 
originate a “scheme” that sells $500 worth of Toys 
in a single week it ow shews what can be done 

tries. 


when one really 


Hardware Age, 239 West 39th Street, 


Children are great advertisers because they are 
great talkers. 


Sell a child a worthy Toy and every youngster 
in the neighborhood will soon hear where it came 
from and how it “goes” and they'll all want one 
just like it. ° 


Besides, 


Toys Pay Good Profits 


And unlike some merchandise, good Toys are salable 
every month in the year. 

Obviously different dealers have different ideas about 
how Toys should be sold. 

Harpware AGE is continually presenting such ideas. 
Interesting articles about how Brown or Smith or Jones 
built up a big Toy trade are always welcome in its 
columns and are eagerly read. 

Read Harpware AGE each week and keep posted on 
what others are doing. 

And while Toy trade may come to him who waits, 
the dealer who goes after it will get it first without 
waiting. 


New York City 
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LINE OF HOME 
HELPERS 








Water Systems 
A — Amenmite 
COMPLETE line of Home egenerating 
Helpers—every thing for the Water Softeners 


water system in the modern a 





home. Paul Private Water ~ 
Systems for pumping from 

deep or shallow wells—com- oe 
pact, silent, fully automatic, Seiaumere 
and dependable. Paul Water ") 

Softeners, both hand oper- 

ated and automatic regener- Paul 
ating. Paul Electric Water Automatic 
Heaters--low first cost Pn -Se 
very low operating 1 ees pieuad 





cost, high efficiency. 
Paul Septic Tanks 
offer safe sewage dis- 
posal for the outly- 
ing home. 


PAUL SEPTIC TANKS 
In Farm or Suburban Home 
or Lake Cottage aPaul Water 
System is the last word of 
modern convenience. 


THE FORT WAYNE ENGINEERING- 
& MFG. COMPANY 


1707 N. HARRISON STREET 
FORT WAYNE-INDIANA 





ThePAUL ® 


cs “f__ ds 
OR CSN I Coos 
M4 LY WA \ 





Double Acting Pantry Floor Check 
No. 10 and No. 15 


This check was especially designed for Pantry Doors, Gates 
in Office Railings, etc.; it brings the doors quietly to rest 
at center without any of that nerve racking ‘‘Flip-Flap.” 

Can be furnished either with or without AUTOMATIC 
DOOR HOLDER. When opened to 90 degrees it auto- 
matically holds ‘the door in that position so that no extra 
holder is needed. 


Circular upon request. 


THE OSCAR C. RIXSON CO. 
4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 10! PARK AVE., N. Y. 








STAR HEEL PLATES 
“PIONEER BRAND” 


They have stood the test for over 25 years, and have 
been and always will be superior to other brands. Why? 
Because they are made of the very best annealed malle- 
able iron and are larger and heavier than other brands. 


Send us your order today. 





No. 6 They remove the weed 
and the entire root at 
the same time, quickly, 
easily and without in- 

No. 5 jury to finest lawns. 

They Packed 1% doz. in at- 
no tractive Display Car- 
sell rt STA Rs. tons. ti 
and e! AMI oo No. 4 Write for Folder and 
sell - a Trade-prices. 
asd re SLAR® Manufactured only by 
coll WALLIN No. 3 C. S. NORCROSS & SONS, 
BUSHNELL, ILL., U. S. A. 
2 Special 

No. 2 Attention 

oo to 
XPORT 

No. 1 Trade 

No. 0 Makers of $2 Le 
the well eae 

known f 
These illustrations are % size. — I 
‘an \ 
STAR HEEL PLATE CO. Garden 
LOUIS SACKS, Ine. soa 
Newark, N. J. U. 8. A. tn 





It’s Easy to Sell 



















Out-U-Kum 
Weed Pullers 
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BURNLEY 


The Soldering 
Paste that has 
satisfied cus- 
tomers for over 
23 years. 





Sample free. 


BURNLEY BATTERY & MFG. CO. 
NORTH EAST, PENN. 


“IVES” Patent Ventilating Lock 





Menufecturers of nn 


“Quality Hardware Since 1876” 
Window and Door Specialties 


Tue H. B. Ives Co. 
New Haven, Conn., U. S. A. 


— 








Ample Strength for Heavy Loads 


A serviceable black 
harness leather tool 
bag for Plumbers 
and Electricians. 
Lockstitched. 
Smooth finished. 
Padded adjustable 
shoulder straps, also 
straps around entire 
bag. Sizes 14” to 
a s7" «<3. Ge 
prices on our full 
line of Tool Bags, 
Rolls, Golf Bags 
and Brief Cases. 


1847 N. Ashland 
LENDZION LEATHER Goons Co., 4s. Chicago, Ill. 





SWEDISH PANSAR FILES 


made at ESKILSTUNA by 
C. O. Oberg & Co. 

are fully guaranteed 

Oberg’s files are produced from 
the finest Swedish charcoal 
steel. They are reliable and 
worthy of the utmost 
confidence owing to 
















Flexible Blades 
T their sharpness, en- 
Halt. durance and 
onemeett wg 4 of 


We carry a full line of files, 
chisels and pliers. 


Write for catalogue. 


SCANT ATION WESTERN IMPORTING 
109 Lafayette St., New York, N Ye” —_ 


ane: es 304 Railway Exchange Bidg., Seattic, Wash. Montreal, Can. 








ROOF GUTTER SUPPORTS 


This illustration shows, unassembled, one of the many styles of 
eaves trough hangers made by us which may be adjusted every 
eighth of an 
inch for 
drainage in 
the gutter. 

These hangers are 
widely used through- 
out the United States. 








Write for catalog No 
27, —, a ~ 
trates an esc 8 
conductor hooks and @) a 
fasteners. 


Free sample gladly 
furnished. 


L. D. BERGER COMPANY 
51 N. 2d St., Philadelphia, Pa. 























ee 


bie 





STRATTON .0"“ 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and aw dried. 


STRATTON MFG. CO. Stratton, Maine 








Seymour Smith “Handy Grass Shears” 


A complete line of 
Grass Shears, 
Pruning Shears and 
Tree Pruners. 
ABSOLUTELY 
GUARANTEED 
Send for New 
Manufactured by Catalog. 
SEYMOUR SMITH & SON, _ Oakville, Conn. 
Sales Representatives: John H. Graham & Co., 113 Chambers St., New York 














NEED HELP? 


A man who didn’t know how te 
swim fell overboard, but he knew 
hew to ADVERTISE and kept 
shouting “Help Wanted.” 


Some one heard him and he was 
rescued. 


Those who cry “Help Wanted!” in 
Hardware Age, the authoritative na- 
tional hardware paper, are heard all 
over the country. 


HARDWARE AGE 
Classified Opportunity Dept. 
2389 W. 39th St. New York 
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BULL@FRO 
WHEELBARROWS 


Exclusive features of design and construction put the Bull 
Frog line in a class by itself. Our No. 101 is the last word 
in general purpose low priced barrow for home use. Other 
Bull Frog barrows, carts and scrapers for every garden, 
ears mill, mine, contracting and industrial use. Write for 
catalog. 








THE TOLEDO WHEEL- 
BARROW COMPANY 
Toledo, Ohio 







Branch Office and Warehouse 
Chicago 
69 E. Wacker Drive 










IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 




















| The BRAINERD Line 
SCREEN HARDWARE 





Screen Tacks—Mending Straps, Brackets 
and Corner Plates — Lifts and Pulls 


THE BRAINERD MFG. CO. 
EAST ROCHESTER, N. Y. 





Osborne High Grade Punches 





Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Alse: 
i Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
8. 


The above tools will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had one hundred years of successful mans- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 

We stand back of every tool we make. Try us. 


Write for Catalog. 


Cc. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 





























AY ERS ConRION 
STORE LADDERS 


MODERNIZE STORE METHODS 


To provide adequate storage facilities for shelf stock—to 
make it ible and jent for clerks and stock men 
to handie with absolute safety—to insure quick service for 
wholesale or retail trade—install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 

Deep tread steps, full length hand grips. rubber tires, over- 
head track system, firm construction throughout, eliminate vibra- 
tion and noise and produce a ladder of ample strength for 
safety, convenience and efficiency. One style only—neat of 
design—attractively finished—any height—easily installed — 
meets most requirements. Circular on request. 


HEFL EMYERS & BRO.co. 


) ASHLAND, OHIO. 
PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS 

























) AND 
PIPE TOOLS 


Established 1887 


means satisfied cus- & 
tomers and increased 





volume of business. on <a 

Send for Catalog and Discounts. : —f 

HOLLANDS MANUFACTURING CO., Erie, Pa., U. S. A. 
A. C. Eck Co., 1103 Post Street, Seattle, Wash. 


A. C. Eck Co., 91 No. 2nd Street, Portland, Ore. 
Henricks & Howell, 41 Murray St., New York, N. Y. 

Boyd-Wagner Co., 1302 W. Washingtotf Blvd., Chicago, Ill 
F. Bacon & Co., 131 St. Paul St., West, Montreal, Canada. 











A-P catalog No. 95 is an authentic buyers’ guide 
hangers, overhead 


for garage door hardware, door 
carriers, fire door hardware, rolling ladders, spring 


hinges. Keep yours at your finger tips. It will 
help you close many money-making hard- 


ware jobs. 


ALLITH-PROUTY COMPANY 


DANVILLE, ILLINOIS 





A 


atisfied 
ustomers 


Profitable 
Sales 


PRussell Jennin s Mfg.Co, 


Chester, Conn. o1-ise 
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Classified Opportunities 











Classified Advertising Rates 
Opportunity Exchange Section 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 


BOXED DISPLAY RATES 
Se Pres 


Positions Wanted Advertisements 
50% off rates quoted 





Address your advertisements and replies to 





Set Solid, Minimum of §& lines... .$3.00 


Each additional line........... 60 
All Capitals, Minimum of 5 lines.. 4.00 
Each additional line............ 80 


Average 10 words to a line 
Allow One Line for Keyed Address 


Samples of merchandise, literature, catalogs, etc., 
be address 





Remittance Must 





Discounts for Classified Advertising 
4 insertions, 10% off; 8 insertions, 15% 
off 


to box numbers. 


Hardware Age, Classified Oppor- 
tunities, 239 West 39th St., New 
York City 


Harpwake AGE is published each Thursday. 


Forms close Nine Days previous to date of 
publication. 








Accompany Order 
ring more than ordinary reforwarding postage should not 











BUSINESS OPPORTUNITIES 


BUSINESS OPPORTUNITIES 











baw LN Cho ois Se 











Hardware Business for Sale 


An opportunity such as knocks at the door only once in a life- 
me. 


Location just near enough to New York to make perfect trade 
conditions. 

In excellent fast growing town drawing from 25,000 population. 

Splendid class trade. 

Store thoroughly modern. 

Established nearly half a century. 

Business, all retail, upward of $150,000 annually. 

Inventory between $40,000 to $50,000. 

This is one of the most thoroughly rooted, best established 
business in the country, and a very big money maker. 

Very good reasons for offering for sale. 


Principals able to finance this unusual _opportunity—and only 
such—may apply to Harpware Acs, Box H-934, New York City. 








=) 








ESTABLISHED HARDWARE STORE, DOING A_ GOOD BUSI. 
NESS, located in Iowa. Pop. 25,000. Rich Farming, Dairying, Manu- 
facturing and Railroad center. Modern store equipment, splendid location, 
good lease, clean stock shelf and builders hardware, sporting goods, paints, 
etc. Address Box H-951, care of HarpwarE AcE, New York City. 





FOR SALE—HARDWARE, PLUMBING AND SPECIALTY BUSI- 
NESS. Live Western Illinois city of 29,000 population; $100,000 annual 
sales. Large corner store in main part of town. Carries large clean 
stock. Has fine organization of experienced clerks. Books open for 
inspection. See Rodell & Co., 109 Dearborn Street, Chicago, Ill. 





WESTERN OPPORTUNITY! OLD ESTABLISHED HARDWARE 
BUSINESS in heart of most successful western reclamation project. Crop 
values ten million yearly. County wealth thirty million. Town population 
8,000, county 17,000. Renowned healthful climate. Write F, Box 31, 
Las Cruces, N. Mexico. 





IT WILL PAY YOU to investigate; we offer Financial Aid and Free 
Sites to industries locating in Newton Falls. Three railroads, electric 
freight service, main highways for trucking, the best supply of water in 
Mahoning Valley, right in the heart of the greatest industrial center in the 
world. NEWTON FALLS BOARD OF TRADE, Newton Falls, Ohio. 





FOR SALE—ESTABLISHED HIGH CLASS HARDWARE BUSI- 
NESS in Westchester County, N. Y. In a fast growing business section. 
Stock consisting of general hardware, paints, housefurnishings. Price 
$15,000. Do not answer unless you mean business. Address Box H-955, 
care of Harpware AcrE, New York City. 


FOR SALE—HIGH CLASS HARDWARE BUSINESS on main thor- 
oughfare in New York City. Modern store equipment, reputable lines and 
clients, long lease at low rental, price $70,000. An excellent proposition 
for one or more to secure a real substantial business. Address Box H-926, 
care of Harpware Acz, New York City. 





Yale Type Electric Burglar Alarm Cylinder Lock 


A new device of a great commercial value for mortice and ordi- 
nary Cylinder Door Locks. This device gives an alarm the mo- 
ment the Key or any other instrument is inserted in the lock. 

For sale outright or on Royalty Patent No. 1659502. 


Joseph Bleaker, 1821 University Ave. (Agent), New York City. 











Well Established Paint and Hardware 


In business section of Baltimore. Yearly net profit 
$7,000.00. Must be sold on account of sickness. Will stand 
the most rigid investigation. Owner will give long lease. 


Address Box H-957, care of Hardware Age, New York City. 
ee aN 
RARE OPPORTUNITY—Established housefurnishing, light hardware, 


china and toy store, $4,500 lease guaranteed. Rent $60, terms to quick 
buyer. Address Box H-925, care of Harpware Acz, New York City. 

















Hardware and paint store for sale, very reasonable. Good location. 
EDWARD CLAIR, 1669 Sheepshead Bay Rd., Brooklyn, N. Y. 


HELP WANTED 











General Hardware Buyer 
Salary $40—$50 


Abbye Employment Agency, Inc. 
Remington Bldg. 


113 W. 42nd St. 
Bryant 7374-5-6 











FOR SALE—GOOD GROWING HARDWARE AND FURNITURE 
BUSINESS in fast growing New Mexico town, owner retiring. Address 
Box H-938, care of Harpware Ace, New York City. 





CENTRAL BRONX ‘LOCATION near 149th St. and Third Avenue. 
Suitable wholesale electric supply or hardware or paint supply concern. 
Three story brick building, large corner store and basement. Sale or lease. 
EUGENE J. BUSHER CO., 349 E. 149th St., New York City. 





EXCEPTIONAL OPPORTUNITY TO ACQUIRE FLOURISHING 
hardware business established over 50 years and owning largest hardware 
store in Pennsylvania city of 65,000. elling account of death of principal 
owner. Address Box H-930, care of Harpware Ace, New York City. 





FOR SALE—GENERAL STOCK OF HARDWARE together with a 
two story brick building to close an estate or will sell stock or building 
separately. WM. GeMEINER & SON, 1012 Broadway, Lorain, Ohio. 





WANTED—SALES MANAGER BY MANUFACTURER making com- 
plete line of Lawn Mowers. Good Salary and permanent position for right 
man. Address X Y-HArpware Acre, New York City. 





WANTED-—Salesmen calling on Retail Hardware Trade to sell our line 
of Tool Racks, Rubbish Burners and Cappers. Commission basis. Write 
for proposition. GRAND RAPIDS WIRE PRODUCTS CO., corner 
First and Front, Grand Rapids, Mich. 


POSITIONS WANTED 


GENBRAL SALESMANAGER: An experienced general salesmanager 
solicits correspondence for a connection preferably with stove or hardware 
specialty manufacturers. Address Box 7278-A, care of Harpware Ace, 
Otis Bldg., Chicago. 
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Classified Opportunities 





POSITIONS WANTED 


SALES ACCOUNTS WANTED 








HELP SPECIALISTS 


FOR THE HARDWARE INDUSTRY IN NEW YORK 
STATE 


MALE AND FEMALE 


BVERY APPLICANT INVESTIGATED AND GUARANTEED 
FOR TEN TIMES THB WEEKLY SALARY INVOLVED 


ABBYE EMPLOYMENT AGENCY, INC. 
Remington Building 


113 W. 42nd Street Bryant 7374-5-6 











EXPERT TOOL MAN, HARDWARE 
EXECUTIVE, CATALOGUE COMPILER 


Desires connection with Jobber or Manufacturer 


Address Box H-958, care of Hardware Age, New York. 











EXPERIENCED SALESMAN DESIROUS of securing connection with 
reliable manufacturer of builders’ hardware specialty, anxious to establish 
their product with the better hardware trade through architectural channels, 
in Ohio, Pa., and Va., and nearby territory. In position to devote 
sufficient time with architects and follow up work to secure results. Basis 
of compensation immaterial to start. Address Box H-949, care of Harp- 
warRE AGE, New York City. 





SALES ACCOUNTS WANTED—Manufacturer’s representative with 
New York office and established trade, many years experience, thoroughly 
familiar with wholesale hardware, housefurnishing, export and syndicate 
store trade, solicit correspondence from progressive and reliable manufac- 
turer of the above or kindred lines for the Metropolitan District. Address 
Box H-931, care of Harpware Acz, New York City. 





RESIDENT SALES AGENT, located at Chicago, Illinois. Seventeen 
years’ selling experience. Interested in hardware, tools, cutlery, etc. 
Commission basis. have an acquaintance with buying for hardware 
jobbers, department stores, retail stores and catalog houses. Address 
Box H-945, care of Harpware Ace, New York City. 


SALES REPRESENTATIVES WANTED 











MANUFACTURER INTERESTED IN 
MAKING BUSINESS CONNECTION 


with one of the largest general wholesalers in the East 
catering to chain organizations, department, variety and 
general stores. Items particularly interested in hardware, 
housefurnishing specialties and cutlery. Address Box 
H-939, care of HarpwaRp AGB, New York City. 





SITUATION WANTED—BY THOROUGHLY COMPETENT 
PLUMBING AND HEATING MAN with good knowledge of retail hard- 
ware. 10 years’ traveling experience. Wishes to locate with Hardware 
firm operating shop, with intent of investing later. 32 years old, single, 
Cae references. Address Box H-956, care of Harpware Ace, New York 





YOUNG MAN 24, SINGLE, OVER THREE YEARS IN GENERAI 
HARDWARE. For past 18 months as front man and window trimmer. 
Knowledge of paints. General utility man, not bookkeeper. Presently 
taking course in sign writing. Lesire permanent place. References 
furnished. Address Box H-953, care of HARDWARE AcE, New York City. 





HARDWARE MAN WITH 18 YEARS’ EXPERIENCE IN GEN- 
ERAL HARDWARE, sporting goods and electrical appliances desires 
position with large retail or wholesale hardware house. Am capable of 
store management, window trimming and advertising, can furnish good 
references. Address Box H-950, care of HARDWARE Ace, New York City. 





A MATURE EXECUTIVE, WITH A SUBSTANTIAL RECORD and 
twenty years’ experience back of him, would consider making a connection 
with a growing Hardware Jobber. Know the Sales, Buying and Finance 
Departments thoroughly. Address Box H-954, care of HarpwarE AGE 
New York City. ‘ 





ESTIMATOR—SALESMAN, 28 YEARS OF AGE, with 8 years’ 
hardware experience. Technical and sales. Thoroughly familiar with blue 
prints, specifications and details. Seeks to connect with manufacturer or 
representative or wholesale house. No objection to location. Address Box 
H-959, care of HArpware AcE, New York. 





EXPERIENCED BUILDERS HARDWARE MAN WITH KNOWL- 
EDGE of blue prints wishes to connect with reliable firm. At present in 
business for self. —- —e om ree 14 years general hard- 
ware experience. years of age. arried. Willing to t 1. ALBERT 
J. PRINCE, 507 Linden Boulevard, Brooklyn, New — 





BUILDERS HARDWARE MAN WANTS TO JOIN HARDWARE 
STORE where he can develop builders hardware business; can estimate 
any type of building, department house, office, hotel. Possesses sales and 
executive ability and can determine credit status of a building. Address 
Box H-940, care of Harpware Ace, New York City. 





HARDWARE MAN WITH TWELVE YEARS’ EXPERIENCE both 
retail and road work with one of the leading jobbers, wants permanent 
connection with retail hardware store, Southern states preferred. Married, 
age 33. Address Box H-936, care of HArpware Ace, New York City. 








Manufacturer operating three factories 


desires additional salesmen with established following among jobbers 
and retailers to sell vises, saws, household tools and utensils and an 
extensive line of electrical floor and bridge lamps, table lamps, etc. 
Commissien basis. Open territories will be definitely awarded. Sales- 
men having automobile preferred. Address Box H-868, care of 
HaRDWARP AGB, New York. 














MANUFACTURERS of full line of household specialties want local 
representatives in all important cities to handle line on commission. De- 
artment houses, premium concerns are all big users. State experience, 
sai handled and territory covered. We want none but those who can 
“make good.” For such our proposition is an excellent one. Address 
“S. H.” care of Harpware AcE, New York City. 





SALESMEN THOROUGHLY EXPERIENCED with following among 
retail hardware trade in New York State, Pennsylvania, Connecticut and 
New Jersey to sell complete line of builders’ hardware and tools for pro- 
gressive New York jobber. Reasdnable prices and prompt service. Must 
have car. State full particulags. Address Box H-947, care of HARDWARE 
Ace, New York City. 








SALES ACCOUNTS WANTED 


EXPERIENCED SALESMAN DESIROUS of making sales connection 
with manufacturer of high grade builders hardware specialties or kindred 
items, anxious to increase their business in the state of Pa., W. Va., Ohio 
and Michigan. Am in a position to furnish results and not looking for 
easy berth. Best of references. Address Box H-948, care of Harpware 
Ace, New York City. 








MANUFACTURERS AGENTS, TWO EXPERIENCED, successful 
and reliable salesmen desire to represent a recognized manufacturer in the 
New York District. Prefer a line that can be sold in volume to large 
distributors, chain stores. department stores, etc. Address Box H-961, 
care of Harpware Acre, New York. 





LIBERAL COMMISSION ALLOWED MAN SELLING_our fast 
moving line. Either whole or part time. Royal complete line Gallon size 
Thermic Jugs retailing $1.50 to $5.00. Good specialty for Spring and 
Summer. State references, territory and trade covered in first letter. 
ROYAL MFG. COMPANY, 1723 Canton St., Toledo, Ohio. 





Resident experienced salesmen wanted in each state by large wholesale 
hardware house to call on retail trade on commission basis. No objection 
to non-conflicting side lines. Chas. Weiland, Inc., 149 Chambers St., 
New York City. 





SALESMAN WANTED—MUST HAVE BUILDERS’ HARDWARE 
EXPERIENCE and be capable of reading blueprints. Calling on archi- 
tects, contractors and general hardware dealers in Illinois. Could also use 
salesman in Kansas and Missouri territory. References required. Address 
Box H-952, care of Harpware Ace, New York City. 





Manufacturers’ Agents wanted to carry complete line of Porcelain Bath 
Room fixtures on a strictly commission basis. Must have knowledge of 
the trade. State territory and references) SWAN-HAVERSTICK, INC., 


Trenton, N. 





SALESMAN TO REPRESENT LARGE WHOLESALE hardware job- 
bing organization in the New York District. Experience in selling hard- 
ware retailers essential. State age, experience, religion and all details. 
Address Rox H-946, care of Harnware Acz, New York City. 





COMMISSION SALESMEN IN EACH STATE for manufacturer of 
hand tools and hardware specialties. Advise territory covered and houses 
represented. Address Box 1.638, care of Hanpware Acz, New York. 





SALESMEN WANTED on commission, for complete line ranges and 
circulating heaters. Price and quality right. Act now. Address Box 
H-932, care of Harpware Acer, New York City. 





See 
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A Hose Washer 
that will Never 
Looseny, 


Mueller “Neverlose” Washers 
are threaded. These “live” 
rubber packings thread tightly 
into the nozzle or coupling and 
never let go. 


The best nozzle or coupling on 
the market will leak if the 
washers are not permanently 
tight. No one likes wet feet. 
Provide your customers with 
Mueller Threaded Washers and 


earn their gratitude. 


Send for sample. 


Mueller Brass Co. 


Port Huron, Mich. 











Three Generations of 
Brass Making 














This Shows You 


what 


Silence 
look like 


Every Genuine 
Dome has _ the 
words Domes of 
Silence stamped 
inside. Domes of Silence are practical 
for ALL furniture—hence their large 
sale. Six sizes. Set of 4 for 10 cents. 
Dealers supplied with beautiful FREE 
Steel Display Cabinet. 


If your Jobber cannot supply you— 
write us direct. 


We also make all grades of Sliding Casters, Pin 
Slides, Felt Slides, etc. 


DOMES OF SILENCE, INC. 
21 Pearl Street New York City 














How much of the rent | 


Do Your 


(\ ~) 


Window Displays 


Pay? 


Do you use your windows 
merely to let the passerby 
know you sell hardware, 
or do you put them to 
work as “Silent Sales- 
men?” You know a real 
salesman is much more 
valuable than a mere 
“Order Taker!” Why 
not put your window dis- 
plays in the selling class? 


Your files of Hardware 
Age describe and picture 
many window displays 
that have made money— 
displays that “Pay the 
Rent” and bring about 
the much sought Rapid 
Turnover. 


Put these ideas to work! 
HARDWARE AGE 


239 West 39th Street 
New York, N. Y. 
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All Pulling [ogether 









EE= 






Real teamwork counts,in business as of mechanics who use Sand’s Levels are 
well as in sports. Sales barriers are constantly working in harmony to fur- 
overcome when all pull together. ther their sale. There is practically no 
A noteworthy example is that of Sand’s sales resistance. Every jobber, dealer 
Levels. The manufacturer, the jobber, and user is a Sand’s Level booster—sales 
the retailer, hisclerksand the greatarmy — come easy. 












The trade likes Sand’s Levels because they give com- 
plete satisfaction and stay sold. The mechanics like 
them because both material and construction are the 
best obtainable. Sand’s “Factory built-in-accuracy” 
is secured and assured by the most rigid inspections 
and tests at every step of manufacture. 

















Good clear glass. Easily read vials. Perfect bal- 
ance. Fine finish and a final inspection on a Brown 
and Sharpe straight edge just before shipment are 


your guarantee that ‘“Sand’s Levels tell the truth.” 











Your Jobber will supply you. 


Sand’s Level and Tool Co. 


8629-37 Gratiot Ave., Detroit, Mich. 







Sole Manufacturers and Distributors of Sand’s 
Stevens line levels 


Sands Levels, Plumbs & lools 


Sands Levels Tell the ‘Truth. 
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"DiAMOND EDae’§ 
RADE MARK 
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TERNATIONAL DISTRIBUTORS 


Dymond Eoce Or 8 Ence QUALIT = 
CUTLER 


TOOLS "> a 
“Dyamond EDGE is A QUALITY PLEDGE” SECURED FROM MATURED SCHOOL OF EXPERIENCE . 













SERVICE 


WITH SYSTEM BUILT FOR SPEED 
















Shapleigh National Series No. 1522 








